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Top Cars 


New-car registrations for two 
months, plus one 3ate for March: 


Make 
Chev: 
Ford 


Total All Makes 
722,138 B 
Further details on Pag 

© 1958, Auto 
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Cur Stocks Slashed; 
Dealers Seg Upturn 


STO S of unsold used cars held 
by franchised dealers were 
immed considerably last month, 
opping to an average 41.3-day 
pply as of Apr. 1, according to 
promotive News’ estimates. 

This was a decline of 16.4 per- 
gent from the March 1 count, 
when the average used-car in- 

had seared to a three- 
var high of 49.4 days of selling. 

A noticeable pickup in sales 

ng with careful inventory con- 

itol contributed to the reduction, 


larly Action Due. 
Pn Monroney Bill 


NADA and Makers 


Expected to Support 


By William Ullman 
Washington Bureau Chief 

ASHINGTON.—The wheels are 

getting ready to roll here on 
the proposed Monroney auto price- 
disclosure bill. 

There have been some strange 
silences on the part of NADA 
leadership and some outspoken 
@pposition to the bill on the part 
of individual dealers, yet these 
facts, gathered from reliable 
sources, indicate general endorse- 
ment: 

1. NADA’s National Affairs Com- 

has recommended NADA 

port of the measure and a ma- 

_” of directors, contacted in a 

poll, backed the stand of the 
<ommittee. 

2. Auto makers have indicated 
they will support the measure. 

= + 7 


FEDERAL agencies have been 
asked for comment and they 
&fe expected to suggest only tech- 
ao in the language of 


Witnesses are not expected to 
confined to the trade. It is likely 
Mat they will include such public 
ntatives as Better Businéss 

us, 


ae : - + 
ALERS throughout the coun- 
‘try are divided on the merits 
@f the “truth-in-labelling” bill pro- 
» (Continued on Page 44, Col. 1) 
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By Maynard M. Gordon 
News Editor 

IHE winter-long increase in new- 

car stocks was stopped and 
turned back slightly last month on 
|the eve of the hoped-for spring 
sales upsurge. 

Franchised dealers, however, 
still considered themselves 
inventory-burdened as of Apr. 1, 
in the absence of any clear indi- 
cation that a big buying rush is 
getting under way. 

On hand at dealerships at the 
end of March were an estimated 
| 854,279 new U. S.-made cars. This, 
according to the monthly census) 





The U. S.-car stockpile amounted 





according to the consensus of 


dealer reports. 
* 7 > 


OR the first time in many 

months, the majority of dealers 
surveyed by Automotive News ex- 
pressed optimism over the outlook 
in the used-car market. 

“Profits per unit, purchased at 
current market, are as good as 
we have ever seen,” said one 
dealer in the South. “The out- 
look is very good.” 

A dealer in the East termed the 
used-car market “excellent” and 
complained that good units were in 
short supply. He reported a 20-day 
inventory. 

Dealers in the Midwest and 
Rocky Mountain areas said the 
used-car market was “pretty fair” 
and “picking up.” 

. . * 
THER dealers were unable to 
report specific improvement, 
but said they had noticed a “bet- 
ter feeling” in the market. Dealers 
who play the market pretty much 
by ear will know what they meant. 

A few dealers, particularly in 
the Upper Midwest and the 
Southwest, said high-priced used 
units remained s . One re- 
ported he was able to move noth- 

(Continued on Page 4, Col. 3) 





Boxoffice Lineup for a Smash 
New Yorkers and out-of-town visitors 


DETROIT, APRIL 14, 1958 


to a 63-day supply Apr. 1, com- 
pared to a 67-day supply the month 
previous, when the total was at a 
two-year high. 
+ * * 

— April level for new-car 

stocks remained substantially 
ahead of the year-ago mark, but 
still somewhat short of the record 
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high area reached two years ago 
at this season. 

Last Apr. 1, the inventory to- 
talled 745,915, which was 14% 
percent below the current sum. 
The April mark in 1956 was 
898,669. 

The slight contraction in stocks 
last month was made possible 


* * * 


Dealers’ Total New-Car Stocks 


{In Field and in Transit to Field) 
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PREVIOUS 


HIGH 
903,789 Cars—Merch 1, 1956 


by Automotive News, was 1.3 per-| ; . 

cent below the March 1 inventory VES NA GT ITTTT), 854,279 Cars 

of 865,566 units. 
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745,915 Cars 


865,566 Ca 





RECORDS 


LOW 
157,607 Cars—Nov. 1, 1954 
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No Recession in Sight 


At Import Car 


By Robert M. Lienert 
Associate Editor 

W YORK. — Gusty winds 
whipped the rain along the 
streets, emptying the sidewalks of 
virtually all pedestrians except a 
group of new-car prospects lined 
up in the downpour, patiently wait- 

ing for demonstration rides. 

This is no dealer’s dream. This 
is the 1958 new-car market—as 
it exists in imported autos and as 

ee @ 
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stood patiently in line to buy tickets on 


opening day of the International Automobile Show in the Coliseum. Nearly 300 cars 


from around the world were on display. 


New-car dealers made up a good portion 


of the crowd on the first week-end; many discussed franchise terms with factories. 


Show 


| it bloomed here last week at the 

| nine-day International Automo- 
bile Show which closed yesterday 
(Apr. 13) at the Coliseum. 


The show, catching the excite- 
ment and color of spring and the 
Easter season in New York City, 
presented nearly 300 new cars 
representing 61 different makes in 
displays strongly reminiscent of the 
big international shows in Europe. 

. . = 


ISSING were the elaborate 

trappings which characterize 
most auto shows displaying U. S. 
products. Instead, the sprightly im- 
ports were set off in simple sur- 
roundings featuring spring flowers, 
colorful flags and banners, awnings 
and reproductions of sidewalk 
cafes. The atmosphere was dis- 
tinctly continental. 


Visitors, at $150 admission, 
queued up at the ticket windows 
throughout the week. Even at mid- 
afternoon on week-days the two- 
floor show was jampacked. 


Although show officials refused 
to discuss paid attendance figures, 
they said that at mid-week the 
rate of admissions was running 
about 35 percent ahead of the last 
show, when the final count was ap- 
proximately 200,000. 

At stand after stand, repre- 
sentatives reported sales moving 
at a brisk pace at both retail and 
wholesale. Many fran deal- 
ers came to the show to place 
additional orders and to plead 
with their distributors and fac- 

(Continued on Page 44, Col. 4) 
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ew-Car Stocks Dip to 854,000; 
Spring Starts with 63-Day Supply 


largely by production cutbacks, 
rather than substantial selling 
gains. This, combined with the fact 
that the stockpile still is within 
striking distance of the 900,000 
range, proved worrisome to many 
dealers at the outset of April. 
* * + 
EASONAL factors did boost 
March sales over the depressed 
January-February rate, but early 
returns tended to support predic- 
tions that the month would fall far 
short of its usual 500,000-plus levels. 
Excise-tax talk in Washington, 
heavy snowstorms in the East and 
the approaching Apr. 15 income-tax 
deadline contributed to the sales 
(Continued on Page 4, Col. 1) 


* 
Car Output Hiked 
By 20,000 After 

: 9 
ting °58 Low 
By Martin L. Whitmyer 

Staff Writer 
D by boosts in various Big 
e production schedules, the 
Give industry last week 
ed put an estimated 84,405 cars. 

t was a 31.1 percent in- 
crease from the previous week’s 
64,358 assemblies, but still some 
33.1 percent off the week ended 
Apr. 13 a year ago when 126,194 
cars were built. 

Except for model changeover pe- 
riods and holiday weeks, the pre- 
vious week’s output was the lowest 
weekly total since the summer of 


1952, when steel strikes hampered 
production. 
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- CAR assemblies are main- 
tained at the 84,000-unit-a-week 
level throughout the remaining 2% 
weeks of the month, the industry 
would produce approximately 368,- 
200 cars in April, or 3.1 percent 
above the 357,049 units turned out 
in March. However, this would be 
32.9 percent below April a year ago, 
when 548,656 cars were produced. 

Last week’s 84,405 assemblies 
represented 66.3 percent of Auto- 
motive News’ three-year index 
for car output, compared with 
the 50.6 percent compiled on the 
previous week’s output of 64,358 
units, 

Resumption of output operations 
at Buick and Pontiac home plants 
and five of seven B-O-P plants that 
were down the entire previous 
week helped General Motors show 
the biggest percentage gain over 
the previous week. 

GM’s five divisions turned out an 

(Continued on Page 45, Col. 3) 
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Auto News 


Used-car auctions easier to 
read. Pages 4, 33. 


Auto-Buy-Now roundup. 


Page 2. 


Selling a car means clear- 
ing obstacles. Page 12. 


Turnings peeks into glass. 
Page 18. 


Dealer ad ideas. Page 32. 
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Auto-Buy Weeks ... 





Dealers Selling Cars and Confidence 


By John E. Walsh 
Staff Writer 

NOTHER “Boston tea party” 

Tuesday (Apr. 16) will kick off 
the eight-day “You Auto Buy Now” 
campaign starting Patriot’s Day 
Saturday (Apr. 19) in the Massa- 
chusetts city. 

J. Gordon MacKinnon, execu- 
tive vice-president of the Greater 
Boston Automobile Dealers Assn. 
and campaign chairman, said 
luncheon invitations had been 
sent to President Eisenhower, 
Vice-President Richard M. Nixon, 
Gov. Foster Furculo and Massa- 
chusetts congressmen. 

The President congratulated the 
Automotive Trade Assn.—National 
Capital Area for sponsoring the 
drive to boost auto sales and the) 
nation’s economy in Washington. 
The campaign opened Apr. 12 for 
eight days. 


a good sign of the latent strength 
of our business community,” Mr. 
Eisenhower said in a wire to the 
ATA. 

“For the great part, the course 
of our vast economy depends on 
what individual citizens do. There- 
fore, your campaign to promote a 
lively trade in the goods our people 
need can help to restore the steady 
growth of our economy.” 

* * + 

A STATEWIDE campaign will be 
launched Apr. 25 by South Caro- 

lina dealers. Represented ata 
luncheon meeting in Columbia were 
dealers from Spartanburg, Green- 
ville, Union, Chester, Columbia, 
Dillon, Moncks Corner, Florence, 
Newberry, Anderson, Sumter, 
Georgetown, Easley, Aiken, Clinton, 
Orangeburg and Lexington County. 
“The promotional campaign is 





“Your merchandising efforts are 


based on the premise that people 
still have money to spend, but 
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that businessmen must overcome 
the on to get the econ- 
omy back high gear,” said W. 
E. Hancock jr., president of the 
South Carolina Automobile Deal- 
ers Assn. 


“This allout campaign isn’t just 
to sell cars, but to sell confidence,” 


er ere rss 


a 


bike 


pom a 


he added. 
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= improvement since last 
all, 

The drive, scheduled to close 
Apr. 10, was extended to Saturday 
(Apr. 19). 

Rambler, Mercury and DeSoto 
officials said their Detroit area 
dealers had reported substantial 
increases in business since the 





They Bare Success Secrets— 


Three of the Detroit crea's top Dodge 
ot a “Solesmen's Profit Forum" for about 


salesmen revealed their selling techniques 
200 salesmen. The panel included, left to 


right, Scotty King, Hodges; Jerry Grommers, Ken Brown, and George Graser, Raynol 
Brothers, with Glenn Bell, Dodge assistant regional manager for Detroit, as moderator. 


10 Dealers Enter Autos 
In Mobilgas Economy Run 


LOS ANGELES.—Entered in this | 
year’s Mobilgas Economy Run are 
automobile dealers from California, 
Arizona and Texas. 


Ten dealers have signed up and 
they will be represented in each 
of the run’s four classes — low 
price, low-medium, high medium 
and high. 

Gus Retzlaff, who owns Holiday | 
Chevrolet in Shandler, Ariz., and | 
Retzlaff Pontiac in Barstow, Calif., 
has entered a Chevrolet Impala, 
Delray and Pontiac Super Chief. 
This is the first time that he has 
participated in the run. 

Driving the Impala will be his) 
wife Dorothy, a grandmother out 
to show the youngsters a few tricks. 
Gus will be wheeling in competition 
with his wife in the Delray, Lynn} 
Paulette, a Retzlaff mechanic in) 
Barstow will drive the Super Chief. | 

Al Parker (Buick), Houston, will | 
take his first crack at the run with 
a Buick Century and Buick Special. 

‘Joe Hill will wheel the Special, and} 
Bob Flanagan will drive the Cen- 
tury. 

Al hopes his two entrants will 
pull through his home town on 
the last leg to Galveston, finish 

of the run. 

Another first timer is Tom Dalby, 
a Huntington Park (Calif.) DeSoto 
dealer. He will go with a Firedome 
to be driven by Myra Buchanan, 
who will be driving for the second 
time. 

Old pros on the run are Mel Als- 
bury, Hollywood (Chrysler- 
Plymouth-Renault), Hollywood, and 
Hart Fullerton, Santa Monica, 
Calif.. (DeSoto). They've been in 
the run each year since 1950, 

Alsbury is shooting for his third 





to celebrate a win in the high- 
medium class. 

Three-year vets are W. R. Shad- 
off, a Plymouth dealer in Pomono; 


geles; Bill Murphy, Buick of Culver 


|City and McNeill-Stanley, DeSoto | 


of East Los Angeles. 
Shadoff has entered two Plym- 


outh Belvederes. One will be driven 
(Continued on Page 45, Col. 4) 
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Business Barometer 


Automotive News Economic Index — 


97.0 Percent of Last Week 
86.5 Percent of Like Week Last Year 
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Hancock said kickoff breakfasts / wy 
will be held in key communities ‘A ham, 
Apr. 25 and that dealers and sales- - Ge cu 
men will hear a closed-circuit radio industr 
speech by a prominent auto execu- “A B 
tive. rambu! 

Added to the list of cities which | Stevie 
will have campaigns were Charlotte, "The 
N. C., Apr. 18-26; New Orleans, Apr. ng at the 
24-May 4; Memphis, Apr. 24-May 4, | ry mae grocer 
and Rapid City, Apr. 27-May 3. | “a a 

e . * j y 

GLENN WALKER, president of | ‘Auto Buy’ Week in Washington— oan 

the Detroit Auto Dealers Assn.,| The above factory men and dealer members of Automotive Trade Assn. Nationel it up 
reported new-car sales in the first| Capitol area met at a luncheon in Washington to discuss plans for “You Auto Buy Now” in his 
six days of the Motor City promo-| campaign scheduled for Apr. 12-19. From left are, John Davis, Ford Motor Co.; Nod) «No 
tion were up 61 percent over the| Nyien, Edsel division; Russ Miller, Chevrolet division; Earle Baker, Williams & Baker, ) Woy c: 
corresponding days a week earlier, | inc, (Rambler); Lionel Kaplan, Kaplan & Crawford (Dodge-Plymouth), and William) * « «yw 
and used-car deals were 31 percent| Krebs, Mann Motors, Inc. (Oldsmobile). “ ‘Be 
higher. ee a ote 

He said the upturn in sales was) with ; 
the first since last November, and| “‘Go 
predicted April will show the first ‘Germ: 











(Continued on Page 6, Col. 1) LOS 
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Demand for Sixes the 

Tripled in Feb, | = Ange! 
| a O _— voic 

Dodge Reports | —" dence 

Boston Dealers Use TV to Sell Cars— “Thi 


DETROIT. — Lee F. Desmund, 
Dodge vice-president, said the de- 
mand for six-cylinder cars in Feb- 


|}ested in these cars than they have 


| Bob Yeakel, Oldsmobile of Los An-| been 


in some years,” Desmond 
commented. 

“Our recently-announced Coronet 
six-cylinder Lancer model is find- 
ing a ready market, particularly 
among our Eastern customers,” 


Desmond said. 



























Percent of 
Percent of Like Week 
Last Week Last Year 


152.4 





LOUISVILLE. — A Ford Motor 
Co. executive has called for busi- 
ness and industry to stimulate a 
resurgence of confidence 
American economy and forecast 
production of upwards of 10 million 
cars and trucks in peak years be- 
tween now and 1965. 

Speaking here before a meeting 
of the Kentucky Chamber of 
Commerce, J. O. Wright, general 


manager of Ford division, voiced | 


his company’s anticipation of a 
continuing healthy, though 
strongly competitive automobile 
market extending through the 
mid-1960s. 

“We at Ford are genuinely op- 





son, leading 
American Motors, declared last 
week he was “perfectly satisfied” 


in the) 


Alexander C. White, vice-president, Avto 


and Plymouth, he agreed, have 
lost ground to Chevrolet this year 
because the latter showed more 
styling advancements. 
| Wright said Ford is approving or 
|has approved product plans and 
| related tooling programs for 1959, 
|}1960 and 1961 model automobiles 
jand trucks that will “substantially 
| Surpass even the unheard of new- 
| model investments of recent years.” 
“Business investment in 1958 will 
be higher than in any other year in 
| history, with the exception of 1956 
|}and 1957,” Wright said. “It is sig- 


| nificant also that total output of | 
goods and service this year is likely | 
to come close to that of last year, | 


Auto Production ............... 64,358 68.6 49.4 timistic about the prospects for our| which was the biggest in history.” . 
company and for the economy,” he During the last 10 to 12 years, — 
ID. occcccccccccce 16,916 95.9 71.0 aatd. American industry has made a 
Auto Registrations— Year to date. 722,138 81.6 In a press conference, Wright| peacetime investment of $300 bil- 
Truck Registrations—Year to date. 105,342 ceee 84.6 said no general new-car price cuts| lion — an investment roughly 
Steel Production—Tons ......... 1,312,000 96.0 56.8 were in the offing. He said lowest-| equal to the total U. S, expendi- 
priced series have been taking a| tures during World War II, 
Lumber Production—Board feet... 226,101 000 98.8 93.3 larger share of sales, except for| Wright said. 
Paperboard Production—tons ... 279,404 104.0 98.7 the Thunderbird, which he said “There have been too many cries 
Soft Coal Output—tons ........ 7,220,000 97.0 68.2 was the only ’58 make on overtime|of despair, too many prophecies of 
Oil Refinery Output—Borrels .... 46,000,000 99.7 93.4 production scheduling. ——  pomeer ae g 4 and too much | 
; The Ford division chief ac- | 5 ing of heads,” he said. 
Electric Output—Kilowatt hours .. 11,326,000,000 97.3 96.9 anal a de s “T think the present time calls 
Barometer Freight Car Loadings 323,810 101.0 77.4 ee a ieee . ome for restrained and reasonable con- 
Department Store Sales Index .. 114 104.6 101.8 sity, though an expensive and | fidence, backed up by more vigor- 
Stock Market Price Index ........ 305.4 98.4 91.9 one to accomplish. Ford | ous selling and advertising, and by 
a very strenuous attention to our 
U.S. Government Spending : ‘efied? forward planning.” 

—Fiscal year to date ........... $63,232,187,000 bie 105.5 Wolfson Is ‘Satisfi Wright said the Government 
Commercial and Industrial Loams $30,392,000,000 99.4 98.3 With AMC Progress unquestionably has the power to 
Savings Deposits .............. $26 499,000,000 100.2 115.3 NEW Cee E. Wolf a . a its Sesto. _ 

. - ve, “tha 
Used-Car Prices—Average........ $979 99.0 104.6 stockholder in i y 


alone could do the specific job of 
turning the economy around.” 
Whatever steps the Government 





| to b 
Robert DeSimone, from left, Arlington Insurance Co.; William Plunkett, secretary, | > 4 


Massachusetts State Auto Deolers Assn.; 


ruary was almost triple the corre-| Owners Finance Co., and Douglas Pasciarto (Dodge), promote auto sales on WBZ-TV. os 
sponding period last year. The Grecter Boston Automobile Dealers Assn. storts its “You-Auto-Buy-Now” sales dence 
He said the demand in February, | campaign on Saturday (Apr. 19). The drive is the second effort to boost auto sales) o.. 4) 
1957, for the Dodge six was 44) in Boston since Jan. 1. Details of the campaign will be announced Wednesday (Apr) pra, 
percent of production, as opposed | 16) at a luncheon rally for 1,200 dealers and salesmen. Bill B 
> 12.2 percent . February, 1958. | ea C 
|The demand in January, 1957 was ‘ 
3.6 percent, compared with 6.5 per-| By Wright of Ford... _ 
cent last January, he added. the al 
“Although many a a e . | craft, 
seem to have forgotten an is- D f O U d 
continued the sixeyiinder models| UTIVE Lor Optimism Urged || x 
the public seems to be more inter- gon, 







consecutive sweepstake with an|] Stocks Apr. 9 Apr, 2 1958 Range Stocks Apr. 9 Apr. 2 1958 Range || With the company’s progress. may take to stimulate a reasonable, 
Imperial Crown, which will be|| ayo... 8% 8% 9%- 8 Re 284%, 28% . 31%-27 Wolfson made the comment at | and reasonably early recovery, 
driven by his son, Mel jr., who was Kaiser* 9 8% 10%- 7% the annual meeting of Merritt- | wether by tax relief, public works, 
behind the wheel for wins in 1956/|| Chrysler... 47% 47% 57%-47 Chapman & Scott, construction (fiscal action, or a combination of 
and 1957. Ferd o me 14-37% Mack....... 24 23% 26%-21% || concern of which he is chairman | the three, Wright said it is up to 
His son, George, drew post po- || """""""""* : SP... 225... 3% 3% #3%- 2% || and president. Wolfson said he | business and industry to convince 
sition for the start Apr. 13. He is an 34% 35% 36%-33% White...... 43% 43% 44%-40% and his associates have increased |the consumer of the optimistic 
driving a New Yorker and will * Kaiser Industries, parent firm of Willys Motors. their AMC holdings to about 460,- | prospects for continued growth in > 
celebrate his 2ist birthday (Apr. 14, 1958) 000 shares. the economy and in American liv- | 








ing standards. : 
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Dealer Forum 


by Robert M. Finlay 
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OHN A WILLIAMSON, sales 
training counselor of Birming- 
ham, Ala., has a story to describe 


industry. It goes like this: 

“A Baptist minister friend has a 
rambunctious youngster named 
Stevie who is 5% years old. 

“The other day Mama had Stevie 
at the grocery store, where the 
grocer had given him a_ sucker. 
Stevie had taken no more than 
five or six good licks when he 





ational 
Now” 
+ Noel | 
Boker, 
Villiom 











| dropped it on the floor. 


“With no hesitation, he picked 
it up and started to put it back 
in his mouth. 

“"No, Stevie,’ his mother said, 
‘you can’t have the sucker now.’ 
“‘Why not, Mommy” 

“Because it has germs on it.’ 

“Stevie looked at his 
with disbelief. 

“‘Good night, Mommy,’ he said. 
‘Germs, Jesus and Santa Claus. 





Fight on Recession 
Is Everyone’s Duty, 
Knowland Says 


LOS ANGELES. — U. S. Senator 
William F. Knowland, speaking be- 
fore the annual joint meeting of 
the Motor Car Dealers Assn. of 
Southern California and the Los 
Angeles Motor Car Dealers Assn., 
voiced a resounding vote of confi- 
dence in the American economy. 

“This is the time for families 
to buy a new car,” Knowland said. 
“It is the time to build that home 
the family has been planning for 
years. It is the time to show confi- 
dence in America’s future. It is not 
the time to sell America short.” 

Presiding at the meeting were 
Bill Bryant, president of the South- 
ern California association, and Mel 
Alsbury sr., vice-president of the 
Los Angeles body who served in 
the absence of President Dan Ash- 
craft, who was ill. 

Named directors of the Los 
Angeles group were: Ray D. Wil- 
son, area NADA vice-president; 
Phil Hall, Lou Albertson, Irvin 
Kaiser, Mel Alsbury, Dan Ashcraft 
and Frank French. 

Elected area directors of~ the 
Southern California association 
were: 

Joe Browning, Alhambra; Allen 
Gwynn, Burbank-Glendale; Bob 
Spreen, Huntington Park; Lou Al- 
bertson, Bay District; Bill Bryant, 
Long Beach; James Cross, San 


| Fernando Valley; Frank Swift, San 


Pedro-Wilmington; Don R. Clark, 
Whittier-Pomona; Red Mitchell, 
Imperial County. 

J. D. Morris, Kern County; Red 
Cone, Orange County; Elmer Crit- 
chlow, Riverside County; H. Floyd 
Brown, San Bernardino County; 
Lou Kornik, San Diego County; Jim 
Kimball, San Luis Obispo County; 
Shelton Washburn, Santa Barbara 
County; Frank Bradford, Ventura 
County, and Spencer T. Honig, Ray 
D. Wilson and Lonnie Hull, Los 
Angeles. 
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the current situation in the auto) 


mother | 


| That’s all I hear about around our 
| house and I ain’t seen any one of 
| them yet.’” 
+ * * 

Now in’ the auto business, says 

Williamson, we hear most about 
territory security, bootlegging, 
cross-selling, unethical advertising 
and price selling. And, in spite of 
all the conversation, Williamson 
sees little chance of doing anything 
constructive about these items of 
conversation. 

At any rate, he contends that 
the dealer not making a profit in 
the present market cannot wait for 
the broad industry problems to be 
settled. 

He suggests that some dealers 
will find help in a reexamination 
of the dealer’s job, along with 

consideration of the standards by 
which the shop operates. 

The dealer job, as he sees it: 

1. To sell enough cars to give the 
manufacturer fair representation in 
the market. 

2. To make enough gross profit 
on the sales of those cars to leave 
you a reasonable profit. 

3. To provide adequate service 
and parts facilities to render serv- 
ice to your customers. 


* + * 
INCE “business is people” and 
most of the dealer’s profit 
should come from the sale of new 
cars, how are your new-car sales 
people? 

Williamson asks: 

“Is your sales manager a man 
capable of being a sales manager 
in today’s market? If not, can you 
train him to be the type of sales 
manager you need and want? How 
about your salesmen?” 

As a start, he suggests this old 
bit of wisdom: 

“Knowledge of the standards 
required, makes learning more 
effective.” 

Some organizations never bother 
with standards, or never think of 
them. But whenever you come 
across an organization with a repu- 
tation, you'll find that it not only 
has standards but the men on the 
team take pride in living up to 
them. 

Odd thing about it is that the 
tougher the standards the more 
pride the men will take in living 
up to them and the more outsiders 


will strive to get on the team. 
* a > 


ERE are standards for dealer- 
ships suggested by Williamson: 
Individual Standards 

1. Possess character and appear- 
ance standards which fit into our 
organization. 

2. Maintain a positive wholesome 
attitude toward life and the sales 
profession. 

3. Engage in some kind of self- 
improvement programs regularly. 

4. Get along well with other em- 
ployes of the dealership. 

Work Organization Standards 

5. Know how to set objectives or 
quotas and how to figure out a 
method or program of action to 
reach those goals. 

6. Come to work each day with 
a planned day’s work. 

7. Have a positive owner followup 
system and serve your owners. 

Prospecting Standards 

8. Develop outside sources of 
business. 

9. Maintain a prospect followup 
system. 

Knowledge Standards 

10. Know why people buy and 
how to sell your various types of 
customers. 

11. Know the company sales and 
credit policies. 

So much for the salesmen, Deal- 
ers have other departments. Are 
the men and women in each depart- 
ment doing what is expected of 
them? 

Is it possible, asks Williamson, 
that they may not know what is 
expected of them? 

He ends with this advice: 
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‘GSA Wants No Market Upsets... 


Fleet Buying Policy 
Defended by U.S. 





Salesmen’s Strike 


Continues in Seattle 


SEATTLE. — The strike by 
salesmen against 66 Seattle-area 
dealers continued last week, in 
spite of counter-proposals offered 
by the Auto Salesmen’s Union, 
Local 882 and Federal concilia- 
tion. 

Approximately 900 salesmen 
walked out Apr. 1, idling an ad- 
ditional 1,500 dealership employes. 
The dealerships are open, how- 
ever, manned by executive em- 
ployes. 

The chief issue in the dispute is 
the dealers’ request for a change 
in commissions on new cars from 
5% percent on factory list price 
to 25 percent of gross profit. 








Keep ‘Em Buying— 


Whitman jr., William E. Wyman, Alfred 


Lindblom. 


By William Ullman 
Washington Correspondent 

WASHINGTON. — The General 
Services Administration said last 
week it strictly adheres to a policy 
|of keeping a Government car in 
|service until it is six years old or 
has clocked 60,000 miles. 

GSA added that it takes care 
not to upset local used-car mar- 
kets in replacing the units. 

This is in marked contrast to the 








This is the committee directing the avto-week campaign in Essex County, N. J. 
(Newark). First row, left to right, are Milton C, Tauder, Raymond Advertising Agency, | 
which is handling the campaign; Dan T. Felix, advertising-publicity chairman; William 
| Mallon, secretary of the Essex County Automotive Trade Assn.; Charles H. Smith, 
general chairman; Otto P. Henneberger, ECATA business manager; Joseph C. Mayer 
and William H. Hinrichs, vice-chairmen; second row, James R. Boyle, Adolph Reeh, 
Alfred C. Mohr, Barney Koplin, Abe Lonoff and Fred Erlich; top row, Courtenay S. 


H. Geissler, David Sigrist, Elmer Biavuvelt, 


George C. Stickel jr. Other committee members are LeRoy M. Griggs, ECATA presi- 
dent; T. David Gibb jr., vice-chairman; Joseph D. Bell, Arthur M. Zich and Elmer A. 





NADA Forms 





Line Groups 


For Industry Relations 


ASHINGTON.—NADA's indus- 
try relations committee has 
revised its structure to make talks 
with the factory easier, it was 
learned last week. Under the new 
arrangement Ford dealers will meet 


Congress Urged 
To Bar Tax on 


Dealer Reserves 


CHICAGO. — The American Fi- 
nance Conference board has urged 
Congress to adopt a law providing 
that credits to a reserve account on 
finance-company books are not tax- 
able income until they accrue to 
the dealer. 

The resolution condemns as “un- 
fair” a rule by the internal reve- 
nue commissioner that such re- 
serves are taxable at the time they 
are withheld. 

Two U.S. Circuit Courts of Ap- 
peal have reversed the commission- 
er’s rule for 11 Southern states, the 
American Finance Conference 
pointed out. 

Enactment of a House resolution 
or a similar bill in the Senate to 
nullify the rule throughout the 
country is urged by the AFC, the 
national association of sales-finance 
companies. 

Such new legislation is needed to 
end the “utter confusion and cha- 
otic conflict” existing between the 
Internal Revenue Service and the 
Federal courts, the AFC said. 


Michigan Laws 
Aid U.C. Buyers 


LANSING. — Two laws to aid 
used-car buyers who are taking the 
vehicles out of Michigan have been 
approved by the Legislature and 
signed by Gov. G. Mennen Williams. 

One measure provides that cars 
bought for use out of state will not 
be subject to the three-percent 
sales tax. 

The other law provides $6 “in- 
transit” stickers to be attached to 


Set the standards for each job| the cars while they are being taken 
in your dealership and then build|out of the state, rather than re- 
men capable of fulfilling those/quiring that Michigan license 


standards. 


plates be purchased. 


with Ford, Chrysler dealers with 
Chrysler and so on. 

“Line groups” have been set up 
as industry relations subcommittees 
to accomplish this goal. Each group 
consists of the elected chairmen of 
the make committees in the lines 


For example, the chairmen of 
the Chevrolet, Pontiac, Oldsmo- 
bile, Buick and Cadillac make 
committees will form one line 
group and will meet with GM 
factory officials on problems of 
mutual concern. 


Hanford A. Crockard, industry 


states the new setup should facili- 
tate dealer-factory discussions as 





it will eliminate possible restraint 


in situations where, say, Chrysler | 


and Studebaker-Packard dealers 
are talking to Ford officials. 


Crockard says one of the prin-| 


cipal aims of the industry relations 





franchised by a particular company. | 


relations committee chairman, | 






growing practice of some state gov- 
ernments in replacing fleets yearly 
and upsetting local used-car mar- 
kets when retired units are dumped. 

Clarence D. Bean, commissioner 
of GSA’s federal supply service, 
told Automotive News that the av- 
erage age of a replaced government 
vehicle actually is over seven years 
—“far beyond the point of economic 
replacement.” 

GSA is responsible for managing 
the government’s vast motorized 
fleet, which now numbers 214,243 
units, exclusive of military troop 
training and tactical vehicles. In- 
cluded in the total are 38,103 cars, 
14,039 station wagons, ambulances 
and buses, and 162,101 trucks. 

The fleet represents a capital 
investment of $500 million and 
logs two billion miles annually 

(30,000 times around the earth) 
at a yearly cost to the taxpayers 
of about $250 million. 

Under present standards, pas- 
senger sedans, station wagons and 
light trucks—which comprise 85 
percent of Uncle Sam’s fleet—must 
be six years old or be run 60,000 
miles before being sold on the open 

| market. For trucks of two to four 
| tons it’s seven years or 60,000 and 
|for trucks over four tons nine 
| years or 80,000. 

Bean said taxpayers would save 
a substantial sum in repair costs if 
the replacement standard on cars, 
| station wagons and light trucks 
| were reduced to four years and 50,- 
000 miles. He said GSA studies in- 
dicate this is the age “when hard 
use, rot and rust begin to show up 
as expensive cost factors and re- 
pair costs skyrocket.” 
| Decision on whether to press for 
revision of the replacement stand- 
ards will be made this summer. 

John B. Hanson, director of 
| GSA’s motor equipment division, 
| said that in selling used vehicles 
the Government is careful “not to 
throw any unusual burden on 
local markets.” He said vehicles 
are offered for sale throughout 
the country at locations where 
they have been used and that the 
sales are staggered in time. 

Further, Hanson said, each sale 
involves but a small quantity of 
units, usually about 75, and buyers 

disperse to varying points. Conse- 
quently, he said, there is little 


(Continued on Page 44, Col 1) 
* * * 





Maine, N. Y. Groups Rip 


Factory Subsidy Deals 
DETROIT.—The Maine Automo- 


| bile Dealers Assn. has joined the 


long list of dealer groups protest- 
ing the sale of cars to government 





agencies and leasing concerns at 
below-dealer costs. 

The New York State Automo- 
bile Dealers renewed its attack 
on the practice of factory or 
subsidy sales to the State Gov- 
ernment. 

W. Hazen Jewett, president of 


committee is to promote and/the Maine group, said letters of 
develop better customer service! protest had been mailed to the 


through an educational program. 


On the 








House. . 





Lower-priced 


Wemhoft 





for Chicago association . . . 


lineup “The Rock” is proposing . 
mental in obtaining state ruling 


use tax. ’ 


; Whether an excise tax cut on new cars material- 
izes or not, there is no justification for Administra- 
tion and congressional leaders not to announce that 
any reduction would be retroactive. In the absence 
of a positive stand, new-car sales are being spurned 
by wary buyers . 
Indiana association, believes auto makers are 
circumventing the Robinson-Patman Act in selling 
cars to governments at lower prices. 


Chicago-area Ford dealers, while higher-priced 
used cars are being taken in on trades ... NADA 
Chief Dean Chaffin has a new plan to give dealers 
greater importance; will explain it Apr. 24 before Montana members 
in Great Falls .. . Gil Gillaspy is the new director of dealer relations 


We hear lots of rumors about the influence Prudential Life Insur- 
ance Co. is exerting since it loaned Chrysler Corp. $250,000,000 a year 
ago; of several impending changes in sales strategy and executive 


demonstration purposes in dealer’s name are not subject to sales or 


(Continued on Page 45, Col. 1) 







.. Herm Schaefer, manager of the 


used cars are selling best for 





. . Texas association was instru- 
that cars registered solely for 






—Petre Wemuorr, Editor, 
Automotive News 
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ly at Dealers... 





58 Stocks Ease Off 
Due to Output Cuts 


(Continued from Page 1) 


lag, not to mention the national 
“watch-and-wait” neurosis that has 
come to be known as a recession. 

The new-car sales rate ad- 
vanced a trifle in the last 10 days 
of March, helped by the first out- 
croppings of mild weather in the 
North and You-Auto-Buy promo- 
tions in various Ohio cities. 

But the gains were best described 
as seasonal. No frenzy of show- 
room activity, reminiscent of the 
banner March of 1955, appeared 
during the month. ' 

Whether April will be any busier 
remains to be seen. Many factory 
observers expect a slow upcurve in 
April and May as the contract ne- 
gotiations with the UAW reach the 
critical stages and the weather gets 
more spring-like. 
> = = 

HE possibility that the union 

may strike to enforce its profit- 
sharing demands made its entry 
into the inventory futures situa- 
tion this month, Some dealers said 
they were increasing stocks “in 
anticipation of a possible strike.” 

The Big Three's contracts with 
the UAW all expire at the end of 
May. Day-to-day extensions, of 
course, are possible ‘f negotiations 
are near settlement when the first 
expiration dates arrive. 

The high inventories, it is be- 
lieved in Detroit, pose a hurdle 

for UAW President Walter P. 
Reuther, A 63-day supply of new 
models represents over two 
months’ of dealer business if 
present selling rates remain un- 
changed. 

On the other hand, a strike call 


New-Car Stocks 
In Field. In Transit 


(Compltied by Automotive News’ 





Dealers 
Cars Cars In Total 
ta Transit Potential 
Period Field te Inventory 
Ending Stocks? Dealers Stocks 
Jan, 1, °.... 251,754 188.500 440,254 
Apr. 1, 'S.... 276.136 158.000 434,138 
July 1, 50... 311,084 167,500 478,584 
Oct. 1, °S0... 157,800 366,167 
Jan, 1, "Sl... 305.888 89.900 404,788 
Apr. 1, 'S1.... 406,541 138,500 545.041 
daly 1, 51... 357.006 90.700 448.208 
Oct. 1, 51... 250,762 79,500 330,262 
Jan. 1, '52.... 224,968 31,000 255.968 
Apr. 1, '52.... 213,391 83.000 296.391 
daly 1, 52... 193,462 84,500 277.962 
Oct. 1, "62... 233.556 89.000 322.556 
Jan. 1, '53.... 291.671 83.300 374,971 
Feb. 1, '53.... 324,835 RB 600 412,035 
Mar. 1, °53.... 388,011 87 200 476,211 
Apr. 1, '53.... 445,882 89.300 535,182 
May 1, 53... 490,381 97,700 588.081 
Jane 1, "53... 463,546 73.500 537,046 
daly 1, °53... 479,698 82.800 562.498 
Au. 1, °53.... 517,119 .200 599.319 
Sept. 1, 53... 514,568 74.500 589.069 
Oct. 1, °53.... 519.037 60 900 579.937 
Nev. 1, 53... 538,087 68.300 606 387 
Dee. 1, °53.... 430.876 29.000 459.876 
Jan. 1, 'S4.... 428.125 36.600 464.725 
Feb. 1, 54... 466.176 60 600 526.776 
Mar. 1, 54... 511,122 62.000 573.122 
Apr. 1, "S4.... 641,911 64.000 605.911 
May 1, ’S.... 538,775 68.500 607.275 
June 1, M4... 563.219 62.500 5AK.719 
duly 1, "54... 445,665 62,500 508.165 
Aug. 1, ’'S4.... 390.854 57,000 
Sept. 1, "54... 355,654 50.400 406.054 
Oct. 1, 'S.... 267,469 29.000 296.469 
Nev. 1, "54... 120,107 37,500 157.607 
Dec. 1, °S4.... 203,453 61,700 265.153 
Jan, 1, '55.... 293,881 68.500 362.381 
Feb. 1, '55.... 373,573 89.100 462.673 
Mar. 1, '55.... 467,655 95,000 562.655 
Apr. 1, °565.... 99,500 
May 1, ’55.... 660,341 102,700 763.041 
June 1, '55.... 755,498 93,000 848,498 
July 1, °55.... 736,591 77,000 $13,591 
Aug. 1, '55... 735,447 71,500 806.947 
Sept. 1, "55... 675,064 37,300 713,264 
Oct. 1, '55.... 489,475 48,900 538,375 
Nov. 1, ’55.... 481,735 87,600 569.335 
Dee, 1, °55.... 645,707 77,400 723,107 
Jan, 1, "56... 755,177 53.300 808.477 
Feb. 1, '56.... 301,499 68,900 870,399 
Mar, 1, '56.... 63,700 903,789 
Apr. 1, 56... 827,977 68,100 898,669 
May 1, '56.... 846,285 56,300 902,585 
June 1, 56... 746,012 52,880 798,902 
July 1, 56... 613,451 50,568 679,596 
Aug. 1, 56... 551,081 53,026 688,172 
Sept. 1, 56... 456,013 48,382 504,395, 
Oct. 1, °56.... 288,103 25,900 314,003 
Nov, 1, 56... 212,967 65,008 277,975 
Dee, 1, '56.... 318. 79,656 398,243 
Jan, 1, ’57.... 461 50,168 512,018 
Feb. 1, ’57.... 561,934 68,100 630,034 
Mar. 1, °57.... 68 400 733,008 
Apr. 1, 57... 682,790 63,125 745,915 
May 1, °57.... 677,706 59,500 737,206 
June 1, ’57.... 724,329 63,420 787,749 
duly 1, °57.... 682,121 63,090 745,211 
Aug. 1, *57.... 59,300 704,745 
Sept. 1, "57.... 684,484 729,536 
Oct. 1, 57... 547,549 25,085 572,634 
Nov, 1, '57.... 380,740 300 449,040 
Dee, 1, ’57.... 460,149 71,800 531,940 
Jan, 1, '68.... 597,208 55,000 652,208 
Feb, 1, ’58.... 54,100 779,103 
Mar. 1, ’58.... 821,566 44,000 8 *865,566 
Apr. 1, ’58.... 808,379 45,900 854,279 


t Field stocks include cars actually at 
, those warehoused by dealers 
and factories, and demonstrators. 
* Revised. 











against General Motors or Ford on 
Reuther’s time-tested “one - at - a- 
time” basis could cost the idled 
victim millions of dollars in sales 
and bring its competitors out of 
the market doldrums. 

If the UAW struck GM, though, 
many parts divisions which also 
supply other auto makers also 
would be closed. This could have 
the effect of hurting Ford indi- 
rectly and defeating the “one-at-a- 
time” concept. 

* Aa * 

aru, Ford again appears to be 

the primary strike target. 
Reuther’s successful playing-off of 
Ford against GM in the boom 
spring of 1955 is credited for his 
supplemental - unemployment-bene- 
fits triumph. 

The UAW is conducting contract 
talks with Chrysler simultaneously 
with the Ford and GM _ sessions. 
But Chrysler’s sales this year all 
but rule it off the UAW strike list. 

Militating against a GM strike 
is the staggering cost of such an 
undertaking. To shut Ford would 
cost the union much less in view 
of the fact that any gains racked 
up because of a Ford strike al- 
most certainly would be matched 
by GM and Chrysler. 

The auto sales slowdown and re- 
sultant 63-day supply of new cars 


| have put the 1958 contract negotia- 


tions in a new light, since Reuther 
is dealing from weakness for the 
first time. 

Forecasts of a strike are few and 
far between in the Motor City. Bar- 
ring a dramatic boost in sales, the 
auto manufacturers presently are 
in the bargaining driver's seat. 


> > > 


Witt the Apr. 1 and March 1 
inventory readings only 11,287 
units apart, another minimal de- 
viation in the stockpile by May 1 
would retain the seasonal “plateau” 
record for the third straight year. 


In 1956, the March-April-May in- 
ventories hung within the narrow 
range of 903,789 (the alltime high), 
898,669 and 902,585, respectively. 
Last year’s inventory totals over 
the same three months were 733,- 
008, 745,915 and 737,205. 

New-car registrations totalled 
approximately 5,900,000 in both 
1956 and 1957, though the inven- 
tory pattern was strikingly dif- 
ferent in each year. 

Two years ago, production was 
slashed drastically to deflate stocks 
from the 900,000 level. A better bal- 
ance between output and sales in 
1957 prevented the stockpile from 
climbing past 800,000. 

This year, the pattern is varied 
again. Proof of the change is evi- 
dent on production charts, which 
show March below February—a 
phenomenon almost without prece- 
dent. 





11 Area Managers 
Named for Sales 
Followup System 


CHICAGO. 
managers have been appointed in 
11 Eastern areas to handle contacts 


— Divisional sales 


with dealers, it is announced by 
William C. Bachman, president of 
Sales Follow-Up Corp. 

Bachman, who has had 25 years 
sales’ experience, started the firm 
last May and plans to spread west 
of the Mississippi in the near fu- 
ture, 

The Sales Follow-Up system con- 
sists of 12 mailings each year to a 
dealer’s new-car buyers and in- 
cludes cartoon-type cards, individ- 
ually typed letters on inspections, 
warranty and used cars, all over 
the signature of the salesman. All 
of the correspondence is handled 
directly by the Sales Follow-Up 
Corp., with letters postmarked in 
the dealer’s home city. 

A small gift is provided midway 
in the year’s program, while at the 
conclusion the dealer has the op- 
tion of offering another gift to the 
customer. A holiday greeting card 
and a “Happy Anniversary” card 
also are included in the year’s pro- 
gram. 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


Aptco Auto Auction. 


Apr. 9 
BUICK — '57 Century sedan, $2,250* 
(ps), $2,200°. 
’56 Super Riviera, $1,360* (ps). 
"55 RM sedan, $965* (ps); Super se- 
dan, $965*, $940*; conv., $1,025° 
; Special Hardtop, $825"; 2-dr., 


’53 Super sedan, $270*. 
"52 Special 2-dr., $230°. 
CADILLAC—’56 (62) coupe, $2,490°*. 
"52 (60) Special sedan, $460°. 
CHEVROLET—’58 Impala coupe, $2,- 
290°; 2-dr., $2,110°, 
’57 Bel Air club coupe, $1,715*; Two- 
ten sedan, $1,395* (ps), $1,360*. 
56 Bel Air sedan, $1,220° (ps), 
$925; Two-ten Delray, $1,005*; 
coupe, $900°; 2-dr., $975; One-fifty 
2-dr., $775. 
"655 Two-ten 2-dr., $760*, $700*; 
ray, $750°. 

"51 2-dr., $155*. 
CHRYSLER—'55 NY Hardtop, $1,125* 
(ps); conv., $935° (ps). 
DeSOTO—'57 Fireflite Sportsman, 

000° (ps). 


Del- 


$2,- 


‘56 Firedome club coupe, $900*. 

"54 Firedome club coupe, $355*; 
dan, $200°. 

"51 Custom conv., $125*. 

DODGE—’'56 Royal sedan, $1,005*. 

"55 Royal sedan, $965*° (ps). 

"52 Coronet sedan, $135. 

"51 Coronet coupe, $130. 
EDSEL—’58 Ranger sedan, $1,970*. 
FORD —'58 Fairlane (8) 500 sedan, 

$2.305°; Hardtop, $2,285* (ps); 
Custom 300 sedan, $1,780. 

‘57 Fairlane (8) 500 club coupe, $1,- 
700*; sedan, $1,530*; Custom 2-dr., 
$1,400. 

"56 Fairlane Victoria, $1,250° (ps), 


Sale every Wednesday. 


$1,065* (ps), $1,060° (ps); sedan, 
$1,165*, $1,130, $1,085* (ps), $1,- 
050; Custom sedan, $1,150, $960*, 
$900°*. 

'5S Fairlane sedan, $850*, $835; Cus- 
tom Ranch Wagon, $825; sedan, 
$635*; Main sedan, $550. 

’54 Crest Victoria, $615*, $585; sta- 
tion wagon, $480. 

’53 Custom sedan, $350. 

LINCOLN—’57 Premiere conv., $2,940* 
(ps). 

MERCURY — '57 Montclair Hardtop, 
$1,910* (ps); Monterey 2-dr., $1,- 
775°. 


’56 Montclair Phaeton, $1,330*; Mon- 
terey coupe, $1,060°; 2-dr., $905*; 
Medalist 2-dr.. $815. 

’55 Monterey 2-dr., $600. 

"54 Monterey club coupe, $725*. 

NASH—’54 Statesman sedan, $345. 


OLDSMOBILE — ’'57 (98) club coupe, 
$2,245* (ps). 
’56 (98) sedan, (88) 
sedan, $1,255°, 
"55 (88) Holiday, 
$1,060* (ps); (98) 
(ps), $1,010* (ps). 
"54 (98) sedan, $600° (ps). 
PACKARD—'55 Clipper sedan, $755*. 
PLYMOUTH—'57 Plaza sedan, $1,360*. 
"55 Belevedere conv., $960* (ps); Sub- 
urban, $845; coupe, $700, $690, 
$575°*. 
"51 Plaza sedan, $170. 
PONTIAC—’57 Chieftain sedan, 
715*, $1,500. 
"55 Chieftain club coupe, $785*. 
RAMBLER—’58 sedan, $2,250*. 
‘57 station wagon, $1,610; 
$1,305°*. 
"54 2-dr., $605. 
ee "57 Skoda 2-dr., 
0. 


$1,675* (ps); 
$1,130°. 

$1,200°; 
sedan, 


coupe, 
$1,190° 


$1,- 


sedan, 





*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on 


Pages 33, 34, 36, 40, 41 


Used-Car Stocks Slashed; 
Dealers See Upturn Sign 


(Continued 


ing that retailed for more than 


$900. 

Another said °53s, 54s and ‘55s 
were selling best, with newer mod- 
els “spotty and slow.” 

While demand is good, too many 
customers lack trading equity of a 
downpayment, said a dealer in the 
Southwest. By and large, however, 
credit appears to present few prob- 
lems. 

> > > 

LTHOUGH used-car inventories 

Apr. 1 were below the previous 
month’s level, they were still far 
above the year-earlier count of a 
32.8-day supply. 

Dealers’ reports on stocks 
ranged from five to 90 days’ sup- 
ply. The low end of the range 
was the smallest inventory re- 
ported by any dealer in more 
than a year’s time; the upper 
end was at the lowest level re- 
corded since late in 1957. 

A month earlier, for example, the 
range was eight to 120 days, while 
a year ago it was 15 to 60. 

Some 16.7 percent of dealers re- 


porting said stocks were good for| 


15 days or less of selling, while 41.7 
percent put inventories at 16 to 30 
days’ supply. In other words, 58.4 
percent of all dealers managed to 
hold used-car stocks within the 
theoretical 30-day limit, while 41.6 
percent had stocks over the 30-day 


limit. 

A MONTH earlier, 11.8 percent 
were inside the 15-day limit, 

29.4 percent were in the 16-to-30- 

day range and 58.8 percent were 

over 30 days. 

A year ago, only 6.3 percent 
had stocks good for 15 days or 
less of selling, exactly 50 percent 
had inventories ranging from 16 
to 30 days and 43.7 percent were 
over the 30-day limit. 

Average prices of used cars sold 
at wholesale auction declined last 
week on Automotive News’ index 
after registering a moderate gain 
in the preceding seven-day period. 

Average prices fell $10 to $979, a 
new low for the year. 

= > 


asses models, however, escaped 
the downward trend: ’53s went 
up $23 to $381; ’52s advanced $18 
to $237, and 55s gained $6 to $899. 
Declines were more extensive: 
58s plummeted $76 to $2,708; ’56s 
dropped $25 to $1,164; ’51s fell $15 
to $174; "54s were off $6 to $618, 
and ’57%s skidded $3 to $1,653. 
Despite these losses, only ’57 
models settled to a new low. Other 


* . * 


from Page 1) 


models managed to hold above low- 
points established in the mid- 
January used-car slump. 

—Rosert M. Lienert. 


Electric Auto-Lite 
Seeks Approval 
Of New Ventures 


TOLEDO.—A proposal to widen 
the permissible activities of Elec- 
tric Auto-Lite Co. will be consid- 
ered at the annual meeting here 
Apr. 24. 

The plan to broaden “the pur- 
poses and powers” of the company 
would allow Electric Auto-Lite to 
engage in a wide range of activities 
other than manufacturing, such as 
dealing in land and leaseholds, 
| construction projects and buying 
and selling securities. 

A reduction of the board of 
| directors from 15 to nine members 
|} and permission for the company to 
|purchase its own stock, when 
deemed advisable, are also to be 
considered at the annual meeting. 

The company is reported to be 
searching for new endeavors as its 
auto parts volume has been re- 
duced. 








25-Millionth Chrysier— 


Chrysler Corp.'s 25-millionth vehicle 
leaves the assembly line under the watch- 
ful eye of George Evans, right, who was 
on hand for No. 1 back in 1924. Evans 
helped E. C, Quinn, left, Chrysler division 
president, mark the achievement. Evans’ 
45 years seniority is the longest of any 
Chrysler employe. The 25 million vehicles 
include all cars and trucks produced at 
the firm's U. S., Canadian and overseas 
plants. 











Factories Note 
Sales Increase 


March Deliveries Up 
32%, Mercury Says 


DETROIT.—Factory Officials last 
week spoke of an improvement in 
new-car sales at the retail level, 
Here are their reports: 


Mercury 

Mercury sales were higher in 
March than in any month since the 
1958 models were introduced last 
November, and topped February 
sales by 32 percent, according to 
George S. Coats, field sales manager 
for Lincoln and Mercury. 

The increase reflects an upward 
trend which started with Mercury 
in mid-February, and which has 
been “gathering momentum at a 
gratifying and steady rate,” Coats 
said. 

Rambler 

American Motors reported that 
Rambler sales in March were the 
best for any month in the com- 
pany’s history. 

In reporting the record, Roy 
Abernethy, vice-president of auto- 
motive distribution and marketing, 
also said that Rambler sales of 
62,189 units in the first six months 
of the current fiscal year were up 
69.1 percent over the 36,786 deliv- 
ered in the comparable period of 
the preceding year. American Mo- 
tors’ fiscal year closely corresponds 
with its model year. 

March retail sales totalled 14,139 
Ramblers, surpassing the previous 
record of 12,810 set in June, 1957, 
Abernethy said. 

March deliveries also were 498 
percent ahead of February when 
9,441 were sold and 83.6 percent 
above the sales of last March when 
the total was 7,701, Abernethy said. 


Metropolitan 

Retail sales of American Motors’ 
imported Metropolitan increased 
13.7 percent during the company’s 
current fiscal year, compared with 
the same period a year ago, reports 
J. W. Watson, Metropolitan sales 
manager. 

During the six-month period 
(October through March), AMC 
dealers sold 5,036 Metropolitans, 
compared with 4,430 for the same 
period last year, Watson said. 


. 
President Gets 
. 
Bill to Speed Up 
> . > 
Highway Building 

WASHINGTON. — Congress 
passed and sent to the President 
the “Federal-Aid Highway Act of 
1958,” which calls for a sharp ac- 
celeration in the Federal-state 
highway program. 

The bill boosts fund authoriza- 
tions for interstate expressways, 
ABC highways and “public domain” 
roads. It also sets up a one-year 
emergency ABC program aimed to 
stimulate employment and the gen- 
eral economy. 

An additional $200 million in Fed- 
eral funds is provided for the inter- 
state system program in 1959, 
bringing total authorizations for 
the year to $2.2 billion. 

During the same period an addi- 
tional $400 ‘million would be al- 
located for the emergency ABC 
program and $11 million for “public 
domain” roads. 

These funds would be made avail- 
able as soon as the bill is signed. 


The bill also provides a bonus 
incentive for states that regulate 
roadside advertising on the inter- 
state system in conformity with 
forthcoming Federal standards. 

The “pay-as-you-go” provision 
(Byrd amendment) of the 1956 
highway act is suspended for fiscal 
years 1959 and 1960 under the bill. 

Other features of the bill include: 

Apportionments of $2.5 billion 
annually for the interstate system 
for fiscal 1960 and 1961. 


Allocation of $900 million for 1960 
and $925 million for 1961 for the 
ABC program. 

Provision of $112 million annually 
for “public domain” roads for 1960 
and 1961. 
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““We’ve been using ComMERCIAL Crepit PLAN for 13 years, 





and discovered years ago that it pays our men to push the 






house plan while they sell the car. Customers like the 
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extra protection features. Merchandising and sales 
training provided by CommerciaL Crepir help our sales- 







men present the package deal properly and effectively. 
On top of this, we like the way CommerciaL Crepirt helps 
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us follow up on pay-out customers. And the added 






service business we get as a result of the Plan is a 





welcome extra source of income.” 
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Commercial Credit dealers 
are successful dealers 


ed- 
er: 
959, 
for 










\di- 
al- . 
Write or call our nearest office for complete 


information on the benefits of CoMMERCIAL 
Crepit Pian. Why not do it today? 
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< Ais ahh A service offered through subsidiaries of the 
| : 7 Commercial Credit Company, Baltimore . . . Capital 
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58 Speen sua * and Surplus over $200,000,000 . . . offices in principal 
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cal \ cities of the United States and Canada. 
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In Auto-Buy Weeks... 


AUTOMOTIVE NEWS, APRIL 14, 1958 


Dealers Selling Cars 
And Confidence 


(Continued from Page 2) 


campaign was launched March 


A. D. Stuart, Inc, (DeSoto), De- 
troit, reported an elderly widow 
told a salesman she was buying a 
new car “for no other reason than 
to help get things going again.” 
She traded in a 1953 model. 

* * 


> 
UCCESS of the Flint drive 
prompted George McKay, pres- 
ident of the Flint Auto Dealers 
Assn., to wire NADA President 
Dean Chaffin: 

“On the first two days of our 
campaign new-car sales tripled 
and used-car sales doubled. We 
think this proves that cooperative, 
hard-hitting sales campaigns can 
be highly effective and can give 


a real shot in the arm to the (loose talk and negative thinking| 


economy. 
“We strongly urge that NADA’ 


encourage every local dealer associ- 
ation in the nation to conduct ‘You 
Auto Buy Now’ drives.” 

During the two-week Akron 
drive, 55 dealers delivered 1,240 
autos, 96 more than in the three 
previous weeks, said E. John Leh- 
man, secretary-manager of the 
Akron Automobile Dealers Assn. 

He estimated that association 
members sold or took orders for 
2,728 units during the campaign. 
He said the Sale-O-Rama exceeded 


all expectations. 
* * > 


_—_ than 1,200 dealers and 


salesmen are expected at the| scared and start cutting our serv-| 
ices, employes, goods and materials, | 


| Boston luncheon, said MacKinnon. 
| He added that the “present buying 
| inertia has been precipitated by 


by responsible business people.” 
He said “salesmen will ring 


doorbells and make thousands of 

phone calls to prospective buy- 

ers telling them that to buy a 
car now can make a better 
Boston tomorrow.” 

Mayor John B. Hynes, the Cham- 
ber of Commerce, the Boston Sales 
Executives Club and other groups 
are backing the drive. 

“With thousands of jobs at stake 
here in industries that make parts, 
tires, upholstery and other mater- 
ials for cars, a campaign of this 
type can be the biggest business 
blessing we have had in years,” 
Hynes said. 

| William G. Power, Chevrolet ad- 
| vertising manager, told a Washing- 
ton meeting “there is nothing wrong 
with the economy that constructive 
salesmanship, properly applied, 
won’t cure. Business stagnation is 
brought about more by a lack of 
selling than lack of buying.” 
ao aa * 


|S". LOUIS dealers are finalizing 
| plans for their drive Apr. 19-30. 
| “If enough of us talk and act 


mism “the tremendous buying 
power in the area, number of 
persons employed, new business 
starts which are definitely up and 
new factories opening or under 
construction.” 


Power will be the principal 
speaker at the breakfast kicking 
off the Los Angeles campaign Apr. 
23. The master of ceremonies will 
be Eddie Mayehoff, television star. 
The drive closes May 4. 

* 


+ * 


: EEP Hometown Business 

Healthy—You Auto Buy Now” 
is the slogan for campaigns to be 
conducted Apr. 18-26 in the San 


Francisco Bay area by dealer 
groups from San Francisco, East 
Bay (Oakland), Southern i 

| 


County, Fresno, Visalia, Stockton, 
Santa Rosa, Peninsula and San 
Rafael. 

The Oakland Tribune was host 
at a luncheon for planners of the 
city’s drive and offered to give 
merchants material for store and 
window displays. 

The Chamber of Commerce, 


| 


we can certainly have a depres- | petroleum industry, banks and | 


sion,” Lester P. Francis, president | 


of the Greater St. Louis Automotive 
| Assn., reminded the dealers. 
He cited as reasons for opti- 


financing companies, tire dealers| 
and automotive suppliers are back- 


ing the drive in Albany, according | 
to M. H. Yager, president of the 


THERE’S A NEW: BABY COMING AT THOMPSON —rear 
suspension components that will help improve the ride of your models of the future. These are 
Thompson's latest developments and they come from the same Michigan Division research 
center that produced front wheel suspension ball joints, as well as many other chassis 
parts. We'll be happy to show you how you can use these new Thompson products to your 
advantage. Why not call Jefferson 9-5500, or write us at 34201 Van Dyke, Warren, Michigan. 


You can count on TD 


Thompson Products 


Michigan Division: Warren and Portiand 
‘ 


Albany Auto Dealers, Inc. The 
campaign is slated Apr. 26-May 3 


Gardner Goldsmith, Edsel dealer 
in Milwaukee, told dealers the Mij. 
waukee campaign Apr. 18-28 wij 
provide an opportunity “to build up! 
the reputation of dealers with the 
public.” 


Urging dealers not to use “gim. 
mick advertising,” Goldsmith saiq: 
“Please don’t louse it up with lousy 
ads. Advertise as good business 
people. We're trying to get more 
people back on the job and get 
more money back into circulation.” 

* * + 


IAGARA FALLS dealers wil} 

hold their promotion in con. 
junction with the Buffalo campaign 
Apr. 18-28. A breakfast rally in 
Buffalo Thursday (Apr. 17) will 
launch the drive. 

In Houston to aid the Houston 
Automobile Dealers Assn, in plan- 
ning its campaign, William H. 
McGaughey, American Motors 
communications v i c e-president, 
decided to try his hand at sell. 
ing cars. He had never before 
sold a car at retail. 

On the opening day of the drive, | 
he said, he phoned 16 persons and 
ended up selling three Ramblers 
and obtaining three “hot” pros- 
pects. ; 
| Dealers followed his lead and 
— up the phone directory for a 
| Canvass of every person listed. 
>= 


| = * 


SALESMAN’S rally Thursday 

(Apr. 17) will kick off the 10- 
day campaign sponsored by the 
| Minneapolis Automobile Dealers 
| Assn. and the Associated Auto 
Dealers of St. Paul, with the sup- 
| port of used-car dealers in both 
| cities. 

New and used-car dealers in 
suburban areas such as South 
St. Paul, Hopkins, Wayzata and 
Excelsior also will participate in 
the promotion. 

During the drive the dealers will 
pay their employes in $2 bills, as 
| was done in Cleveland. The purpose 
lis to show how dealer payrolls, 
estimated at $500,000, help the 
Twin Cities’ economy. 
| The Camden (N. J.) Automobile 
| Trade Assn. is participating in the 
promotion to be launched Thursday 
| (Apr. 17) by the Philadelphia Auto- 
|mobile Trade Assn. 


Buy a Car Now 
Bank Advises Prospects 


To Act Normally 


ST. LOUIS.—One of the leading 
banks of St. Louis has published 
jan advertisement advising pros- 
| pects to go ahead and buy that new 
car now. 

The Bank of St. Louis, established 
in 1913 and financing auto pur- 
|chases since 1916, said: 

“Aw, Gwan! Buy That New Car. 

“More cars were made and sold 
|in 1955 than any other year. That 
|may make yours three years old 
|and ripe for tradein. 
| “If under usual conditions you 
| would buy a new car now, go on 
jand do it. Don’t be influenced by 
|talk of recession, because reces- 
| sions are continued by those who 
stop doing what they usually do 
without particular reason, thus 
causing unemployment and more 
| recession. 

“Don’t be influenced by rumors 
of high prices of cars until you 
have the actual figures. You'll get 
a car that is better than ever 
before on a deal that may surprise 
you, and remember, it’s the deal, 
not the price, that counts. 

“You won't have to disturb your 
savings. Savings is a backlog 
against recession. Your present car 
should cover the downpayment. 

“Go on—see your auto dealer and 
tell him you want it financed 
through Bank of St. Louis, or, if 
you prefer, see us now.” 

* * * 


Albany’s Wendell Cadillac 


Feels No Recession 

ALBANY, N. Y.—There’s no re- 
cession at Wendell Cadillac here. 

Fred Betts, sales manager, re- 
ported the dealership had its best 
March in 26 years. 

The firm sold 35 new Cadillacs in 
March compared with 18 in the 
corresponding 1957 month. 

Contributing to the improved 
sales was a new, more attractive 
commission schedule for salesmen 
and a new policy of keeping the 
dealership open evenings. 
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Stainless Steel trim can help you sell 


- Show your customers the clean lines of Stainless Steel trim on the new Packard. 
Explain why Stainless Steel is the finest trim material used on cars. 


Stainless Steel trim resists corrosion. It stays bright for years with a minimum of maintenance. 
. It can take showers of cinders and pebbles far better than any other trim material. And the 
beauty is /asting because Stainless trim is so/id Stainless Steel. 


People are already sold on Stainless Steel. Put it in the deal. 


== (iss) United States Steel 
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Device Warns Tailgaters . . . 
Makers’ Safety Efforts 


Shown to Governors 


By John K. Teahen Jr. 
Staff Writer 

N ELECTRONIC device which 

warns a driver when he is too 
close to the car ahead of him is 
in the experimental stage at Ford 
Motor Co. It is not expected to be 
ready for the 1959 models. 

The device was demonstrated to 
members of the Governors Con- 
ference Special Committee on 
Highway Safety which met with 
auto makers in Detroit last week. 

General Motors presented two 
ideas for improving safe highway 
travel — a road design plan and an 
experimental automotive control 
system. 

The governors visited Ford's 
Research and Engineering Center, 
the Ford test track, the General 
Motors Proving Grounds, the GM 


The Chicago Daily News 





Technical Center and the Chrysler 
Corp. Engineering Laboratories. 

The board of directors of the 
Automobile Manufacturers Assn. ex- 
tended the invitation to the com- 
mittee which is headed by Gov. 
Abraham A, Ribicoff, of Connecti- 
cut. 

+ + * 

THER chief executives attend- 

ing the sessions were Govs. 
Robert B. Meyner, New Jersey; 
Millard L. Simpson, Wyoming, and 
G. Mennen Williams, Michigan. 
Frank G. Clement, Tennessee, and 
Harold W. Handley, Indiana, sent 
representatives as did C. William 
O'Neill, Ohio, who could not attend 
because of illness. 

GM's road-design plan is aimed 
at preventing or lessening sever- 
ity of off-the-road accidents by 
removing roadside trees and other 
obstacles, flattening road shoul- 





ders and grading parallel drain- 
age ditches and ravines. 

For roadside obstacles which can- 
not be removed, GM suggested 
properly designed and anchored 
guard rails to reduce accident se- 
verity. 

The committee also got a look at 
the GM Research Staff’s experi- 
mental Unicontrol car, which elimi- 
nates the traditional mechanical 
linkage between steering wheel and 
front wheels. The driver simply 
moves a knobbed four-inch stick 
beside him to left or right and the 
wheels are controlled electronically. 

To accelerate, he pushes the stick 
forward. To brake, he pulls it back- 
ward. Wires connect the stick and 
steering, throttle and brakes. An 
electronic computer and hydraulic 
power supply comprise the rest of 
the system. 

Ford’s safety device was de- 
veloped after a study in conjunc- 
tion with the Detroit Department 
of Streets and Traffic showed 
that 57.5 percent of all express- 
way accidents in the city in 1956 
were rear-end collisions. 

At present, the unit can be used 


only at night, according to Henry 
S. Mika, supervisor of the systems 








°57 Car Imports Soar 


To Nearly 260,000 


DETROIT.—A total of 259,343 
Passenger cars was imported by 
the U. S, last year, compared with 
107,675 in 1956, final Department 
of Commerce data showed last 
week. 

West Germany, leading ex- 
porter of cars to this country, 
raised its volume to 100,042 from 
the previous year’s 59,911. The 
United Kingdom increased from 
36,453 to 95,510. Other comparable 
totals were: France, 37,205 and 
5,566; Sweden, 12,496 and 3,454, 
and Italy, 9,393 and 1,052. 





research section of Ford engineer- 
ing research. 

It gauges headlight illumination 
and measures the ratio of change 
and level of illumination from the 
following vehicle. If the distance 
between the cars is too close for 
safety at the speed at which they 
are travelling, a warning light 
flashes on the rear of the lead 
vehicle. 

= = : 
Cavan applauded the 
warning-light principle since 


Announces the Appointment of 


J. RAY SCOLARO 


as manager of its 


Detroit 


Office 


Ray will work in close cooperation with Paul Christman, 


manager of Automotive Advertising for the Daily News. 
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many drivers automatically gaug, 

their movements by the brake 

lights of the car in front of them, 
Under this system, they 

the driver is warned well in ad. 
vance that a dangerous situation 
is developing. 

The governors committee way; 
told of eight conclusions reacheg 
in the expressway study conducted 
by Ford and the Detroit agency, 
In addition to the incidence of 
rear-end collisions, they were: 

1. Rain has an exceptionally 
serious effect on all types of acci- 
dents. It was explained that drivers 
often neglect to compensate for the 
changed driving conditions brought 
about by rain. 

2. Snow affects sideswipe acci- 
dents primarily. 

aa * * 


3 FOG has no particular effect 
* in accident causation. 

4. There are more daylight colli- 
sions than pure chance would in- 
dicate. 

5. Sideswipe and fixed-object ac- 
cidents are greater at night than’ 
pure chance would indicate. 

6. Truck and bus drivers have 
fewer accidents than would be 
expected. ' 

7. Inclement weather affects all/ 
age groups, but particularly the 
14-24 and 35-44 classifications. 

It was found that 73.3 percent of 
expressway accidents were on the 
straightaways, and 13.5 percent 
were on ramps. The rest were in 
interchange areas and on service 
drives. 

Some 10 percent of the accidents 
involved one car; 72 percent were 
two-car collisions, and 18 percent 
involved three or more cars. 

+ . > 


AN ANALYSIS of accidents by 
drivers involved showed that 
94.2 percent were in normal physical 
condition; 5.5 percent had been 
drinking or were drunk, and 03 
percent were asleep at the wheel. 


Speed was the major factor in 
expressway accidents involving 
violations, with 45.5 percent of 
such drivers moving too fast for 
conditions. Another 26.2 percent 
were cutting in, and 20.6 percent 
were following too closely. 

Another part of the Ford-Detroit 
study concerned behavior patterns 
of expressway drivers. Alger F. 
Malo, the City’s streets and traffic 
director, said it was the first of its 
kind ever conducted on such a large 
scale. 

For eight days last June, a 
motion-picture camera recorded the 
movement of traffic on Detroit's 
John Lodge Expressway. Pictures 
were taken at the rate of 88 frames 
per minute, five minutes per hour, 


| 24 hours per day. 


Willys Reported 
Eying Production 
Of Aero in Brazil 


nt lt 


WASHINGTON. — Willys report- © 
edly is studying the possibility of © 


producing its small passenger car, 
the Aero, in Brazil, where an affili- 
ate already is making Jeep vehi- 
cles at a rate of 15,000 units a year. 

Willys discontinued production 
of the Aero in 1955. 

A spokesman here for Kaiser In- 
dustries, of which Willys is a divi- 
sion, said: 

“Willys has extreme confidence 
in the economic development of 
Brazil and is studying measures to 
expand still further its operations 
here.” 

Willys and Chrysler Corp. had 
discussed production of Plymouth 
cars in Brazil by Willys, but the 
plan was shelved due to high costs. 


Frigikar Sees 
Cooler Sales Up 


DALLAS. — Frigikar Corp. here 
does not expect the recession to 
cut into its sales this year. In fact, 
its president has predicted a 20- 
percent gain in sales. 

Bert. J. Mitchell said that auto 
air conditioning “has become one 
of the fastest growing industries 
in the nation.” 

Mitchell said public acceptance 
of air conditioners was growing 
due to increased interest in the 
comfort and convenience they 
offer. 
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Stainless Steel trim can help you sell 


Make sure your customers know about the Stainless Steel trim on the striking 
1958 Imperial. Point it out to them. Tell them why the Stainless will look just as good 
in the years to come. 


Stainless Steel lasts longer than any other trim material. It resists corrosion, 
so it stays jewelry-bright, and you never have to polish it. It’s hard, so it can 
take bumps and flying pebbles without scratching. The shine is as thick as the 
trim itself because Stainless trim is so/id Stainless Steel. 


Korn 


People are already sold on Stainless Steel. Put it in your deal. 


| 
| 
| 
2 
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Congressmen Canvass 


Public’s Tax Views 


By William Ullman 

Washington Correspondent 
OW that their Easter vacation is at an end, members of 
Congress should return to Capitol Hill today (Apr. 14) 
better informed—and with clearer ideas—of what “the folks 
back home” really want them to do. For most returning law- 
makers, it has been a vacation in name only. Members of 
—— 


both parties have kept their~ 


personal radars working 


overtime to try to sense how | 


far and how fast voters want them 
to go in attempting to halt the 
recession. 

Lawmakers also have had their 
first opportunity in three months 
to see for themselves how the 
business slump has affected their 
home districts. An important new 
group—the unemployed—has been 
added to the host of local bodies 
that report to Congressmen. 


What people out of work think 

> . about the current 
state of the nation 
is going to have 
plenty to do with 
Congressional ac- 
tion during the 
next three months. 


In spite of the 
impressive record 
of legislation al- 
ready approved— 
for better or 
worse — during 








this session, a number of important 





measures still await Congressional| next year), it may wreck the 


action. 


These include the $1-billion 
emergency public works bill of 
Senator William Fulbright, Ar- 
kansas Democrat; the proposed 
pay raise for government em- 
ployes; Federal aid to depressed 
areas, and increased Federal aid 
to state unemployment compen- 
sation programs. 

Looming large, but far from 
decided, is the question of tax cuts. 
Should there be any? How much? 
Who should get them? The people 
back home probably had plenty to 
say on this explosive subject. 

* od * 


Baruch Raps Tax Cut 


UST before lawmakers left 
Washington for their Easter 
recess 10 days ago, they had heard 
Bernard Baruch, New York finan- 
cier and adviser to presidents, come 
out emphatically against tax cuts 
now in any form. 

Appearing before the Senate Fi- 
nance Committee, the 87-year-old 
Baruch stated flatly that “to reduce 
revenues before our defenses are 
secure is uneconomic and immoral.” 

He said that if the Govern- 
ment embarks on a spree of 
deficit financing (such as one 
leading to a $15 billion deficit 








nation’s credit. 


“I think it would start a spiral 
of destruction,” he warned. 

Baruch argued that new Federal 
spending programs aimed at reliev- 
ing the business slump should be 
covered by enough taxes to make 
them “self-financing.” Asked if he 
would favor raising the 52-percent 
tax rate on corporations, Baruch 
replied: 

“Why not? What’s sacred about 
that? If you need it, why not go 
above it? Individuals pay up to 90 
percent on their income.” 

= * * 


Other Experts Disagree 
THER “experts,” however, didn’t 
agree with the elder statesman. 

In a recent address, Dr. Arthur F. 


Burns, former chairman of the| 


President’s Council of Economic 
Advisers, argued for a prompt $5- 
billion tax reduction. 


Such a move, he said, “is clearly 


a sounder method of dealing with | 


a mild recession” than an expanded 
public works program. 


Burns’ proposed cut would apply | 


to high as well as low incomes, and 
to businesses as well as individuals. 

Still another financial expert, 
H. Christian Sonne, chairman of 
the National Planning Assn., 








BIG OR SMALL... BENDIX DRIVES START THEM 


Throughout the world of transportation it’s an accepted fact 
that you start with Bendix! And it’s not surprising. Bendix* 
Starter Drives have been synonymous with dependability for 
fifty years in the automotive field. They’ve proved themselves 
just as reliable on submarines, aircraft, earth movers, outboard 
motors, helicopters. In fact, every type of internal-combustion 


Bendix-Elmira, 


ECLIPSE MACHINE DIVISION 


N.Y. ye 


ALL 


engine ever built has used a Bendix Starter Drive. Hospitals 
use Bendix Drives to activate their stand-by equipment. Air 
raid sirens across the country are started with Bendix Drives. 
It’s logical to believe that such universal acceptance indicates 
a standard of quality which no other manufacturer has been 


able to match. Need we say more? 





REG. U. S. PAT. OFF. 


gave support to the tax cut idea 

in a Washington speech. 

But all three—Sonne, B ‘ruch, 
and Burns—suggested some sort of 
national policy aimed at stabilizing 
wages and prices to reduce the 
threat of inflation. All were con- 
cerned lest the wage-price spiraj 
begin its ascent again as soon as 
the recession is halted. 

+ * * 
Congress More Receptive 


| THE absence of agreement among 
experts on the advisability of 

tax cuts, coupled with President 

Eisenhower's “wait-and-see” attj- 

tude, undoubtedly made Congress. 
|men more receptive than ever to 
|the desires of their constituents. 

No doubt about it, this election- 

year Congress likes plenty of 
action, and members went home 
in a mood to welcome any clear 
mandate from the people. 

If enough voters have told them 

during the last 10 days that they 
|want tax cuts, special unemploy- 
ment relief, and other forms of 
recession aid, the nation may be in 
for a deluge of new legislation— 
and a bigger debt than ever. 

+ * * 





|Teen-Agers Have Say 


_, much criticized group, the 
teen-age drivers, will get a 
chance to present its views to 
Congress today (April 14). 

Rep. Kenneth A. Roberts, Ala- 
bama Democrat and chairman of 
the special subcommittee on traffic 
safety, has invited winners of a 
national driving contest to appear 
before his House group to talk 
| about driver education. 

“The teen-age group has been 
the subject of considerable ad- 
verse comment,” observed Rep. 
Roberts, “and we know that many 
of them are excellent drivers and 
take their driving seriously. We 
want to see what they themselves 
say on the subject.” 

The young witnesses will be those 
who have placed high in the na- 
tional Teen-Age Road-e-o, spon- 
| sored by the U. S. Junior Chamber 
of Commerce. Teen-agers expected 
|}to testify today are: Charles E. 
Hopkins, Atlanta, 1957 national 
Road-e-o winner; Chris Bailey, 
Seattle, 1956 national champion, and 
| Pat Ledger, Portland, Me. 

> * > 


Tax Change Delayed 

HE Internal Revenue Service 

has decided to postpone in- 

| definitely the effective date of its 
| proposed regulation to charge ex- 
| cise taxes on the amount that a 

distributor pays into a cooperative 
| advertising fund. 

Opponents of the regulation, 
which was due to go into effect 
| Apr. 1, claim that it might result 
in price increases on autos and 
appliances. 

The IRS proposal reverses the 
Treasury Department’s previously 
announced position on co-op ad- 
vertising expenses, In April, 1956, 
Treasury said it would agree that 
the amount a distributor is re- 
quired to contribute and which he 
spends for local co-op advertis- 
ing of the manufacturer’s prod- 

| uct could be excluded from the 
| tax base—after the money was 
spent. 

Now, however, IRS would include 
| in the taxable sale price all charges 
which a purchaser must pay in 
order to gain possession of the 
article. 

The delay in making the new 
regulation effective doesn’t mean 
that it won’t become effective later. 
IRS is simply extending the time 
during which the rule is open to 
protest to Apr. 21. 


Limited Access Accepted 


= nation now accepts the 
principle of controlled access 
to Interstate Highways, reports 
Joseph Barnett, deputy assistant 
commissioner for engineering of 
the Bureau of Public Roads. 

“But it has been a long struggle,” 
Barnett added, “extending over 
more than a quarter of a century.” 

In a recent paper, the engineer 
noted that New Yorkers and 
others who are used to the bene- 
fits of access control may not be 
able to understand the difficulty 
involved in selling the concept to 
the rest of the country, But he 
reminded his audience that this 
is a big country, with widely 
varying conditions. 

Conditions vary so much, Barnett 
revealed, that there will be points 
on the Interstate System where the 
idea of controlled access will be 
abandoned, and crossings or en- 
trances at grade will be permitted. 
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’ Stainless Steel trim is a big sales aid—use it 
Point out the Stainless Steel trim on the classicly styled 1958 Ford and tell your 


customers why Stainless means extra value. 


s Stainless Steel trim doesn’t depreciate. It stays showroom new for years 

t because Stainless Steel resists corrosion. The shine is as thick as the trim itself 
because it’s Stainless Steel all the way through. It’s so/id and, with 

steel’s hardness, it resists dents and scratches. 


=" CUS -_ 
An a a hella anaes 


People are already sold on Stainless Steel. Put it in your deal. 


| ES (iss) United States Steel 










United States Stee! Supply—Warehouse Distributors 
United States Steel Export Company 
TRADEMARK 





At Dodge Driveaway— 


Jack Friday, standing, Dodge New York regional manager, addresses 93 Dodge 
dealers and dealership personnel who took part in a Dodge driveaway at Chrysler 
Corp.'s Newark (Del.) Assembly plant. The group, representing 79 Dodge dealerships 
in New York, Northern New Jersey and Lower Connecticut, also heard talks by | 
Bruce Sharp, seated at Friday's right, the plant's distribution director, and Nelson | 
McCloud, seated left, plant manager. The driveaway resulted in delivery of 114 
Dodges and 34 Plymouths. 
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|| How Nation's Salesmen Meet... 


Practical Problems of Selling 


n= a case history from a 
sales manager who spotlights 


a common failing of younger | 


salesmen. Here is his story: 
One of the common mistakes 


is to think that a sale cannot be | 


closed because of one or more 
obstacles introduced by the pros- 
pective buyer. It is a mistake to 


think that all sales have a definite 
pattern. The sales- | 


Sales man after big vol- 
ume must consider 

Case each sale as an in- 
Histories dividual operation 


that may not be | 


like any other sale he has ever 
made. 

I remember a sale I completed, 
one in which I had no confidence 
from the beginning. The prospect 
was travelling through town with 
his wife and they were looking 
at one of our new cars when I 
approached them. 

They had a lot of questions 
about price, accessories and 
optional equipment. It was easy 
to see that they knew about 


what they wanted and had 
looked at a similar car else- 
where. I suspected they were 
checking previous prices and 
deals against mine. 

I also suspected the other deal 
was in their home town, which 
was their destination and about 
1,000 miles away. 

But we jumped up a deal and 
right away they wanted to trade 
in a Chevrolet they had at home 
in addition to the car they were 
driving. This appeared to be a 
formidable obstacle, They had a 
point in that if they didn’t trade 
it in, they would have to try to 
sell it themselves, which can be 
a hard job, too. 

+ * = 

TOLD them it would cost me 

probably $100 to have the car 
brought to my place, and that I 
would have to make an allowance 
without seeing the car. Also, he 
did not have the title with him. 

I was racking my brain for a 
solution and I tentatively agreed 
to allow him $1,000 for the extra 
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Three good reasons for selling Quaker State Medium Motor 
Oil. 1. This SAE 20W-30 oil gives dependable, long-lasting 
lubrication during the hottest months. 2. This top quality 
warm-weather oil is refined from 100% pure Pennsylvania oil 
stocks. 3. Quaker State Mediumis the only duwal-range summer 
I ee Cicer das nies ectrenamen, on. erve, oe. 


Member Pennsylvania Grade Crude Oil Association 








car if it turned out to be ag 
represented. I did not infer by 
action or words that it was not, 

Suddenly the name of a 
dealer I knew popped into my 
mind. He was located only 75 
miles from this town. I sug- 
gested they let me call him and 
see if he could get an appraisal 
on the car. They agreed. 

The dealer said he had no way 
of doing it, but suggested that 
the prospect drive the car to his 
place when he returned. If it was 
as represented, he would take it 
for $1,000 and send me a check, 


| If he found he didn’t want it, he 


would be able to have it driven 
to me for about $50. 

So I made out a contract since 
it was a time-payment deal and 
the couple had invited me to 
check with the finance company 
which had an office in their home 
town. Their credit was good. 

> > 7 


SET up a contract contingent 

on the credit for the second 
ear of $1,000 within 30 days. In 
effect, the downpayment was the 
car they were driving. In 30 days 
they would owe $1,000 for the | 
second car and then the payments 
were standard for the balance 
and that was where the finance 
company started. 

They drove out in the new car. 
Three or four days later, my | 
dealer friend sent me a check for = 
$1,000 and a copy of the receipt | 
he had given my customer. He 
thanked me for throwing his way 
the used car, which was as repre- 
sented and readily saleable. 


Since cars were higher in this 
Western city, the buyer of the 
new car got a lower price on 
his purchase and now expects 
to give me a chance at all of 
his business. 


So don’t give up when you face 
an obstacle for which there are 
no rules. Kick the thing around 
a little, and usually you can come 
up with a solution that will make 
the sale possible. Also, remember 
that there are no two deals alike. 


Purolator Contest 
Draws Entries in 


All Areas of U.S. 


NEW YORK. — Entries in the 
$55,000 Purolator Sweepstakes have 
been coming in from every corner 
of the U. S. since the kickoff on 
March 1. The sweepstakes, open to 
service station operators exclu- 
sively, is tied-in with the introduc- 
tion of Purolator’s Seal of Protec- 
tion Program. 

The Seal of Protection, designed | 
to go on the door jam of millions 
of cars and trucks, indicates the | 
mileage when the oil filter element 
was changed. James B. Lightburn, 
Purolator’s general sales manager, 
predicts that this campaign will 
result in new sales records for the 
oil-filter business. 

The Purolator Sweepstakes, 
which runs to Apr. 30, marks the 
beginning of this continuing pro- 
gram designed to make service sta- 
tion operators and automobile and 
truck drivers more oil filter con- 
scious. There’s still time to enter 
and share in the 2,000 prizes of $25 
savings bonds and the five grand 
prizes of $1,000 savings bonds, Pur- 
olator said. 

As soon as a service station oper- 
ator has placed the seal on 20 vehi- 
cles, all he has to do is fill out the © 
entry blank, recording the license 
numbers of the 20. The entry blank 
is addressed and no postage is 
necessary. 


Jaycees Pick Marshall 


MARSHALL, Minn.—Dick O’Con- 
nell, operator of O’Connell Motor 
Sales (Ford-Mercury), has been 
named “outstanding young man of 
the year” by the Marshall junior 
chamber of commerce. O’Connell 
has been a county advisor and area 
chairman of the Minnesota Auto- 
mobile Dealers Assn. for several 
years. 
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“i Stainless Steel trim will boost your sales—use it 
he 

- The beautiful 1958 Star Chief glitters with Stainless Steel trim. Be sure 

- you tell your customers why it isn’t just a showroom shine. The trim keeps that 

: new-car look for years because it’s Stainless Steel. 

d Stainless Steel stays bright because it resists corrosion. The shine is as thick as 


the trim itself because Stainless trim is so//d Stainless Steel, bright and elegant 
all the way through. And since Stainless Steel is Aard, it doesn’t dent or scratch 
as easily as other materials. 


a eee 


People are already sold on Stainless Steel. Put it in your deal. 
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Begin Now to Establish 
All-Year Safety Center 


_ dealers are called upon to contribute to many 
worthy causes. Yet few of these are as important to him 
as is automotive safety. 





Oddly enough, many dealers brush this aside as some- 
thing they can do without. Some will say they are too busy 
trying to sell cars, trying to keep their businesses alive. 


There is, however, little validity to this position. 


The business of auto dealers is auto safety. The dealer, 
who is concerned about safety, is concerned about service. 
He is concerned about auto owners. He is concerned about 
customers. 


The May National Vehicle Safety-Check program opens 
in two weeks. It is vital that auto dealers cooperate fully 
in this program. 

But it is more important that the individual auto dealer 
establish his shop as a year-round auto safety center. 


In this period of the hard sell, more than anything dealers 
need friends and customers among auto owners. The dealer 
who establishes his shop as a year-round safety center will 
find he has a great reservoir of goodwill. 

His prospect list will be as long as his service list. And 
his prospects will be conditioned to listen to his message,. 
if he has served them well through the years. 

It is never too late to start. Begin now with the safety 
check program and continue throughout the years. 


There is no better way to sell than to serve. 


Dunkirk 3-0303 


Editorial Director—Robert M. Finlay. 


Coming 
Events 


Dealer Conventions 


Apr. 15—Annual Meeting, Brooklyn and 
Long Island Automobile Dealers Assn., 
Garden City Hotel, Garden City, Long 
Island, 

Apr. 18-19—Arizona Auto Dealers Assn., 
San Marcos Hotel, Chandler. 


Apr. 21-22—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, 
Omaha. 


April 27-29—Automobile Dealers Assn. of 


Alabama, Buena Vista Hotel, Biloxi, 
Miss. 
Apr. 27-30—North Carolina Automobile 


Dealers Assn., Pinehurst, N. C. 
May 4-5—South Dakota Automobile Deal- 
ers Assn. Alonzo-Ward Hotel, Aberdeen. 
May 5-7 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 


May 89—Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene, Ore. 
May !1-13—Jdaho Automobile Dealers 


Assn., Lewisfon, Ida. 
May !!-13 — lowa Automobile Dealers 
Assn., Ft. Des Moines Hotel, Des Moines. 
May 11-14—3é6th annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 
a 12-13—Pennsylvania Automotive Assn., 
adden Halli Hotel, Atlantic City, N. J. 
May 13-14—Massachusetts State Automo- 
bile Dealers Assn., Statler Hotel, Bos- 


ton. 

May 17-19—South Carolina Automobile 
Dealers Assn.. Ocean Forest Hotel, 
Myrtle Beach, S. C. 

May 18-20—Texas Automotive 
Assn., Galvez Hotel, Galveston. 
May 21-22—Missouri Automobile Dealers 
Assn.. Hotel Muehlebach, Kansas City. 
May 28-29—Kansas Motor Car Dealers 
Assn., Town House Hotel, Kansas City, 
Kans. 

June 2—Delaware Automobile Dealers 
Assn., Henlopen Hotel, Rehoboth Beach. 

June 3-5—Spring Meeting, New York 
State Automobile Dealers, i1c., Gros- 
singer's, Grossinger, N. Y. 

June 6-7—New Mexico Automobile Deal- 
ers Assn., Ruidoso, N. M. 

June 8-9—Automobile Dealers Assn. 
Indiana, Mirott Hotel, Indianapolis. 

June 15-17—Tennessee Automotive Assn., 
Noel Hotel, Nashville. 

Aug. &9—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 


Mont. 

Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 17-1 ia Automobile Dealers 
Assn.. General Oglethorpe Hotel, Sa- 
vannah. 

Sept. 57—Maine Automobile Dealers 
Assn., Eastland Hotel, Portland. 

Sept. 7-%—Colorado Automobile 
Assn., Antlers Hotel, Colorado 

Sept. 7-9—Wyoming Automobile 
Assn.. Lander, Wyo. 

Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 
Sept. 14-16—Michigan Automobile Dealers 
Assn.. Pantlind Hotel, Grand Rapids. 
Sept. 1!8-20—Arkansas Automobile Deal- 
ers Assn., nt maar Little Rock. 
Sept. 21-22—Ke Automobile Dealers 
Assn., inc., Sheraton-Seelbach Hotel, 

Louisville. 

Sept. 21-23—Ohio Automobile Dealers 
Assn. The Neil House. Columbus. 

Sept. 21-23--New York State Automobile 

ealers, Lake Placid Club, Lake Placid. 

Sept. 21-23—New York State Automobile 
Dealers, Inc.. 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y. 

Sept. 30-Oct. 2—New Jersey Automotive 
rade Assn.. Chalfonte-Haddon Hall 
Hotel, Atlantic City. 

Oct. 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 

Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 

Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 16-I8—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 


Dealers 


of 


Dealers 
Springs. 
Dealers 


Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 
se SS Ss 
Auto Shows 


Nov. 5-16—Turin Auto Show, Turin, Italy. 


Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 17-25—Chicago Auto Show, Inter- 

national Amphitheatre, Chicago. 
Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa. 
7 > . 
General 


Apr. 23-25—1958 Spring Booth Conference 
of Automotive Wholesalers and Manu- 
facturers Representatives, Bon Air Hotel, 
Augusta, Ga. 

Aug. 13-17— Rod and Custom World's 
Fair, Industrial Arts Blidg., Eastern 
panes Exposition, West Vringheld, 

ass. 


20 Years Ago... 
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‘Up 368 Percent... - 


This is an open forum for the discussion of any 


subject 
readers, and your letters are welcomed. No attention is 
letters but you may sign your name with the assurance 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mi 





Where's the Recession? 


What's all this talk about a 
recession? Our new Chevrolet auto- 
mobile sales for the month of 
March are up 368 percent over 1957. 
Proudly—“Sunny” Sram, Anders & 
Jervis Chevrolet Co., 1515 N. Broad 
St., Philadelphia. 2 


> 
‘Open’ Dealerships Urged 

The trend of the present dealer- 
franchise system is economically 
unsound and continues to give the 
manufacturer dominance over the 
dealer. The present conditions in 
the auto business should wake up 
the dealer and give him the op- 
portunity to break away from this 
hold and develop new merchandis- 
ing methods. 

Manufacturers are continuing 
to split their dealers into single- 
car franchises. This means that 
if one make of car turns out to 


The Big Stories 


Although its sales during 1937 set an alltime record of 2,116,897 
units, General Motors reported a net income of $196,436,598, a drop of 
17 percent under earnings for the previous year. Net income for 1936 
was $238,482,425. Car and truck sales during 1937 were 3.9 percent 
over the 2,037,690 sold in 1936. 


In 1938, Packard adopted for all of its cars automatic radiator shut- 
ters designed to turn the radiator grille to a useful purpose. The 
shutters, which opened automatically by a thermostat in the radiator, 
were designed to protect the radiator from injury by any flying 
object in the same manner that a grille would. At the same time they 
served to keep the engine temperature at the most sufficient point. 

The top 10 cars in registrations this week in 1938 were Chevrolet, 
69,192; Ford, 67,877; Plymouth, 34,570; Buick, 22,200; Dodge, 15,756; 
Pontiac, 14,549; Oldsmobile, 13,483; Chrysler, 7,511; Packard, 7,331, 


and Hudson, 6,244. 


—From the files of Automotive News. 





be a dud, then the dealer (and his 

investment) is compelled to suffer 

with the manufacturer and lose 
another year of potential profit. 

Also, if the manufacturer builds 
the wrong mix of medels in rela- 
tionship to public desires, then the 
dealer must also suffer there, too, 
and be further subjected to factory 
pressure to buy this merchandise 
for which there is little demand. 
The same thing holds true when a 
breakdown in assembly occurs, 
when parts are short, when manu- 
facturer-labor problems exist and 
when undue delays on ordered cars 
come up. 

When a manufacturer delivers 
to a dealer—cars in poor condition, 
there is little real recourse, The 
dealer can complain, but not go 
elsewhere for his merchandise. 
There is no reason why the manu- 
facturer should not deliver cars to 
the dealer in “ready-to-go” condi- 
tion. 

This would help the dealer and 
protect the consumer. Certainly the 
factory could service the cars as 
they came off the assembly line 
more efficiently than individual 
dealers, and assembly defects could 
be corrected sooner. This charge 
would help the dealer in knowing 
his true cost as well. 

Other hidden dealer expenses of 
flooring costs, storage problems, 
etc., of the great variety of models 
and equipment offered today could 
probably best be served by a manu- 
facturer’s car pool, 

If dealers had a choice of 
makes to sell, the manufacturer 
would not force the dealer to 
earry the inventory problem 
alone, but would be most anxious 
to listen to the desires of the car 
dealers. The wishes of the public 
(See LETTERBOX, Page 38, Col, 1) 
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ITEMS OF 


ADVERTISEMENT 


INTEREST TO AUTOMOBILE DEALERS AND SALESMEN - 


Dealers Acclaim Unique Sales Plan 
at Record NBC Radio Closed Circuit 


Big ie teme | Sales Push 
Spearheaded by C.1.T. with NBC Monitor 
and Reader’s Digest Spectaculars 


NEW YORK—Thousands of automobile dealers, salesmen and 
factory representatives last month attended what is reported to be 
the largest closed circuit sales meeting ever held. In the studios of 
186 NBC radio stations, dealers from coast-to-coast tuned in on 
C.1.T. officials and NBC network stars in a preview of a record- 


breaking sales program which is 
sponsored by Universal C.I.T. 
and is now reaching, through 
broadcast and print, more than 
40 million car buyers during the 
peak of the car selling season. 

In commenting on the wide- 
spread attendance by dealers at 
the closed circuit meeting, Alan 
G. Rude, President of Universal 
C.I.T. Credit Corporation said, 
“I have a new appreciation of the 
optimistic attitude of the auto- 
mobile dealers of America and 
know they are taking aggressive 
action in advertising and selling 
the cars they have in stock—cars 
that the American motorists 
want and need.” 


Cc. L. T. Star-Studded 
Weekends 


Launching this C.I.T. Spring- 
Summer Sales Program are the 
C.LT. “Star-Studded” spectacu- 
lars on NBC Monitor. Already a 
hit on the March 21 weekend, 
with more to come on the April 
25, May 23 and June 27 week- 
ends, Universal C.I.T. is spon- 
soring the greatest concentration 
of stellar entertainment and com- 
mercial announcements in the 
history of broadcasting. In sixty- 
nine broadcasts each weekend, 
family favorites such as George 
Gobel, Fibber McGee and Molly, 
Ed “Archie” Gardner, Bob and 
Ray, and NBC commentators 
Ben Grauer, Don Russell, and 
Peter Roberts are attracting mil- 
lions of listeners who are being 
told about the advantages of 
buying a new or used car now— 
and of the advantages of buying 
acar on the C.I.T. Plan. 


Dealers Tie In Locally 


For the first time, automobile 
dealers were able to tie in on their 
local stations with a national 
network schedule. Throughout 
each of the Universal C.I.T. Star- 
Studded weekends many dealers 
are following up the network 


C.1.T. messages with their own 
commercials on the local NBC 
station. As of last week, NBC 
reported automobile dealers in 
more than 60% of the NBC sta- 
tion areas were tying in with the 
C.1.T. Star-Studded weekends. 


Spectacular in Print 


Keeping pace with this dominant 
radio schedule is a dynamic pro- 
motion in print—a 3-page Uni- 
versal C.I.T. advertisement in 
the April issue of Reader’s Digest. 
According to C.I.T. executives, 
this sales message will reach more 
people than any single advertise- 
ment ever placed by a sales fi- 
nance company. It is estimated 
that 32 million people will be ex- 
posed to the advantages of buying 
a car on the C.I.T. Plan through 
this ad. 


a aR 


C.1.T. Salutes 

Auto Weeks 
To help dealer groups all over 
the country launch exciting and 
successful Auto Weeks, C.I.T. 
will urge NBC Monitor’s ten 
million listeners to visit their 
car dealers for outstanding 
spring deals. Special commer- 
cials have been prepared for the 
upcoming C.1.T. “Star-Studded 
Weekend,” April 25, 26 and 27. 


| 
Hy 
| 





Dealers and factory personnel from the Washington, D. C. area gather 
at the WRC studios for the C.I.T. closed circuit radio sales meeting. 
Similar sessions took place all over the country. 








The word FREE is one 
of the most potent words 
of mail order advertis- 
ing. The urge to get 
something for nothing 
(or at least for less) runs 
deep and strong in all men. 

It is certainly true that the 
progress of civilization is meas- 
ured by the progress man has 
made in his ability to get more 
for less. Today in America, we 
enjoy the highest standards of 
living the world has ever known. 
We get more and pay less, in 
short, than our own grandfathers 
would have dreamed was possible. 

But it is still an unalterable 
business law that you cannot get 
something for nothing. You get 
what you pay for. It is still folly 


| to pay too little—often even 
—“<MTt— | greater folly than it is to pay too 


Mie Va u 1G yor ag 


GET MORE AND PAY LESS? 






much. As John Ruskin so well 
expresses it: 

“‘When you pay too much you 
lose a little money, that is all. 
When you pay too little you 
sometimes lose everything be- 
cause the thing you bought was 
incapable of doing the thing you 
bought it to do . . . if you deal 
with the lowest bidder, it’s well to 
add something for the risk you 
run. And, if you do that, you will 
have enough to pay for some- 
thing better.” 

It is the duty—and the oppor- 
tunity—of any man selling a 
good product or service to be sure 
his prospects and customers are 
not blinded by false claims or 
alleged cut-price savings. There 
is no substitute for value. When 
we sell TRUE QUALITY, we are 
really selling ‘more for less.” 





SOLDIER SAYS 
SHOOTING SELLS 


A soldier who “shoots” straight 
with a camera as well as with a 
rifle is the winner of this month’s 


derschoot, Fort Polk, La. When 
he finishes his Army service, he 
will rejoin his father at Vander- 
schoot & Mansfield (Oldsmobile), 
Napa, California. 

“Every experienced salesman 


knows the value of a demonstra- 


tion ride,” Don starts out. “I 
drive first, demonstrating every- 
thing involved in operating the 
car. I do this with every prospect, 
and I see that he drives the car to 


| get the feel of it and a desire for 
$50 Universal C.I.T. Sales Ticker | 
| Award. He is Pfe. Don E. Van- 


it. But, I go further—during the 
demonstration ride, I try to drive 
by the prospects’ home. I tell 
them, ‘I’m a camera fan and like 
to keep photographs of custom- 
ers and prospects.’ 

“I ask them to let me take 
their picture standing beside the 


ADVERTISEMENT 


car and in front of their home if | 
possible. I never had anyone re- | 


fuse. I carry a cheap camera with 
some color film. 


“Tf I don’t close the sale then, | 


I call on the prospect again to 
present him with a good print of 
the picture and the picture helps 
sell for me. 

“There’s nothing expensive 
about this idea. An inexpensive 
camera will do the job, and color 
film is not an absolute'necessity, 
though it does help. It has paid 
off for me.” 
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1957 USED CAR 
STICKERS SPEED 
UP re 


The highly successful Universal 
C.1.T. Used Car Selling System 
now enters its fourth year with 
the introduction of windshield 
stickers covering 1957 cars of all 
makes. 

This Used Car Selling System 
is based on the fact that a late 
model used car can best be sold 
in the same way as a new car— 
by explaining to the prospect the 
improved features and perform- 
ance a better used car will deliver. 

To help salesmen build a strong 
sales story on the car’s merits, 
rather than merely on its price, 
Universal C.I.T. dealers have 
been provided with colorful, well 
organized and easily read wind- 
shield stickers for every model 
used car, going back to 1951. The 
stickers describe in selling lan- 
guage the principal features that 
made that car an outstanding 
value as a new car. 

Universal C.I.T. is supplying 
these stickers in whatever quan- 


LL 
Car Warranty Tie-in 


The system of selling a used car on 
its features and merits—and not 
on price —can be readily combined 
with the Car Warranty Corpora- 
tion Plan under which the pur- 
chaser receives a warranty cover- 
ing major mechanical breakdowns 
for a full year. These two elements 
of modern used car merchandising 
are calculated to overcome what- 
ever misgivings a prospective used 
car buyer might have. Any dealer 
stands to profit through quicker 
sales and better prices to well 
satisfied customers. 


(= eR 


tity its dealers require. A con- 
venient, indexed filing box is 
stocked by the local Universal 
C.I.T. sales representative when- 
ever he calls. In this way, every 
used car put up for sale can be 
promptly labeled and identified 
with the current sticker for that 
car. 

These stickers provide, in addi- 
tion, specific selling points which 
dealers can use in preparing copy 
for radio and newspaper used car 
advertising. Moreover, the color- 
ful windshield stickers help to 
“dress up’’ the lot. 

Dealers can obtain full infor- 
mation on the Universal C.I.T. 
Used Car Selling System, as well 
as a supply of windshield stickers, 
from their local Universal C.I.T. 
District Managers. 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


“Within the next few years, more 
and more big advertisers are going 
to switch to newspapers as their 
primary medium,” says Charles T. 


Lipscomb jr., president of the Bu-| 


of the advertising on television. But 
if a home is reading newspapers 
for an hour and a half a day it 
has a chance to see every ad that’s 
| being run in the paper they read,” 
Lipscomb said. 

2 * ° 


reau of Advertising of the Ameri-| 


can Newspaper Publishers Assn., 


“because the attraction and allure | 


of television are about over.” 

Speaking before the Assn. of 
Advertising Men and Women in 
New York, Lipscomb said “the 
searchlight is on the high cost of 
electronic advertising with its 
many variables. 

“Television costs are rising and 
ratings are declining,” he declared. 
“With more and more television 


Dodge, Plymouth Like Welk 
Dodge and Plymouth have re- 
| newed “The Lawrence Welk Show” 


|and “Top Tunes and New Talent” 
| for 52 weeks of the 1958-59 season. 


| This will be the fourth season for 
|“The Lawrence Welk Show” spon- 

sored by the Dodge Dealers of 
| America, and the third for “Top 
| Tunes and New Talent” co- 
| sponsored by Dodge and Plymouth. 


| 
| = * > 


stations coming into being, the au- ae 
diences become split, divided and| MPO Adds Division 

diminished to the point where ad-| MPO Productions, Inc., currently 
vertisers are getting very nervous./q leading producer of industrial 


be devoted to the production. of 
live industrial presentations. 

The services of the MPO Live 
Presentation division will enable 
MPO to deliver every variety of 
industrial show component, an 
Official said, 

Heading the new division is Bert 
|G. Shevelove, who has a _ back- 
ground as a producer, director and 
| writer in the legitimate theater, 
| television and industrial shows. 

+ + = 


| Chevrolet Renews Boone Pact 


“The Pat Boone Chevy Show- 
room,” which Chevrolet introduced 
on television last Fall, has been 
renewed for the 1958-59 season. 

The program is broadcast from 
9-9:30 p. m, EST Thursdays over 
| ABC-TV Network. 

* * 


* 
U. of M. Parley Apr. 17 
“Advertising and the Subcon- 
scious” will be the theme of the 
fifth annual “Advertising Confer- 
ence” to be held at The University 
of Michigan»Thursday, Apr. 17. 
Principal speaker at the day-long 
symposium is Vance Packard, au- 
thor of “The Hidden Persuaders,” 





The average home can get, at/| films and television film commer- 


most, only seven or eight percent|cials, has formed a new division to 





cme 


Not if you make the most of 


(Gleb NAMES WEEK—April 13-20, 1958 

An extra merchandising pay off for you. Cash 
in on the promotion and publicity of consumer 
media and brand manufacturers. For P-O-P 


and promotion aids write: 


who will address the luncheon in 
the League. All other sessions will 
be held in the Rackham Building, 


jointly by the U-M Department of 
Journalism, Department of Art ang 
School of Business Administration, 

Other speakers include Ben Geda. 
lecia, research vice-president fg 
, | Batten, Barton, Durstine and Qs. 
| born, Inc.; W. B. Booth, vice 
| president and copy director, ang 
| A. B. Scott, senior art editor, both 
| of Campbell-Ewald; Louis T. Hag. 
| opian, director of advertising and) 
sales promotion for Plymouth; 
| Prof. Richard L. Cutler and Prof, 
| Elton B. McNeil, both of the U. of 
|M. Psychology Department, ang 
Robert J. Eggert, market researeh 
manager for Ford Motor Co. 

+ * e 


Home State Cites McIntosh 


| Lawrence R. McIntosh, Detroit 
manager of the domestic division 
of Grant Advertising, Inc., recently 
received a “Distinguished Citizen” 
award from Gov. Albert D. Rose- 








Ad Award for Goodro— 


William E. Goodro, left, Denver Plym- 
outh and Dodge dealer, receives the “Ad 





of the year" award from Malcolm P. 
Grover, president, Advertising Club of 
Denver. Goodro received the award for | 
@ one minute TV film produced in the! 
Denver ABC TV studios. Goodro operates | 


| lini, of Washington. 

The presentation took place at 
the annual advertising awards 
banquet of the Advertising and 
Sales Club of Seattle. Guest 


two dealerships in Denver, Plymouth City 
and Dodge City, each single line firms. | 





with approximately 400 from all| 
fields of advertising attending. 


speaker was Oliver Treyz, presi- 
dent of ABC-Television. 

A native of Olympia, Wash, 
McIntosh started his advertising 


| career in the Pacific Northwest. 


The conference is sponsore i 








ers, Mr. 


state reset « 





All the neon lights 


the world won’t sell a pig-in-a-poke. 

What sells your customers on you is the 
consistent quality of your products. And 
the best way to insure that is to stock and 
feature manufacturers’ famous “Brands 
that have made a Name for themselves.” Ss Os ad 
The power, prestige, and reputation for 
quality the manufacturer must build into 
his name are automatically yours. They 


o to impress 


manufacturers’ famous brands! 


| Neagle Joins Houston Post 


Robert Barron, general advertis- 
ing manager of the Houston Post, 
has announced the addition of 
Cc. W. Neagle to 
his staff. 

Neagle, who 
recently resigned 
as vice-president 
of a Richmond 
|(Va.) advertising 
agency, formerly 
was general ad- 
vertising man- 
jager of the 
Charlotte (N. C.) 
Observer. Prior 
to that time, 
Neagle was assistant national ad- 
vertising manager of the Richmond 
| Times-Dispatch and News-Leader. 

: > > 





Cc, W. Neagle 


Wesley Gets Castrol 
Wesley Associates, Inc., have been 
| appointed as the advertising agency 
for Castrol Oils, Inc., manufacturer 
of motor oils and lubricants. 
Castrol is the registered brand 
| mame of C. C. Wakefield & Co., 
| Ltd, London, Eng., independent 
producer of motor oils. 
| Castrol is planning further ex- 
| panded distribution in the U. S&. 
| Detailed merchandising will support 
| the program, officials said. 
> > . 
. Names 
John J. Quinn has been named 
|} manager of the Detroit and Michi- 
gan editions of TV Guide, succeed- 
ing Eric G. Larson, who has been 
appointed national promotion direc- 
tor. Quinn had been advertising 
manager of the magazine's Phila- 
delphia edition. 
> > > 
Charles W. Grim has been ap- 
pointed to the Chicago advertising 
sales staff of Family Weekly. Grim 
formerly was with Woman’s Home 


Companion. 
> > > 


The American Weekly has named 
Joseph R. Sheehan manager of its 
Boston office and advertising repre- 
sentative for all New England. 
Sheehan, who succeeds the late 
Leon Stetson, formerly was with 
Hearst Advertising Service. 

~ 7 > 


Thomas C. Hunter has joined the 
product information section of the 
advertising, merchandising and pro- 
motion department of Chemstrand 
Corp., New York. Hunter recently 


- 9 completed a tour of duty with the 
e ] er e U. S. Navy. 
” * * 
>. bls Arthur D. La Hines has been 
named to the newly created posi- 
tion of nylon advertising manager 


of Chemstrand Corp. La Hines 
formerly was with Ellington & Co. 
* * + 


William J. DeGrace, formerly 
with Clark & Bobertz, Inc., De- 
troit ad agency, has been appointed 
public relations vice-president for 
Coy & Associates, another Detroit 
advertising and public relations 
firm. 


and fancy top hats in 


Bertram R. MacMannis has been 
named New York advertising sales 
manager for the U. S. edition of 
Reader’s Digest. While filling the 
newly created post, MacMannis 








BRAND NAMES FOUNDATION, wc. 


“Manufacturers’ famous brands make your selling easier.” 
437 Fifth Avenue New York, N. Y. 


give you status and importance to match 
anyone else’s—and then some! 

Put your money on Brand Names. Your 
customers do. 


will continue as Digest advertising 
representative in the New York- 
Philadelphia area. He joined the 
Digest in 1955. 
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ANOTHER ALCOA NATIONAL CONSUMER AD... 


Photographed by Mark Shaw, Dance Dress by Scaasi 


Alcoa Aluminum keeps alive your romance with Thunderbird 


When your neighbors’ envious and admiring glances are 
finally forgotten, and your first infatuation comes under 
the cold eye of reason, Alcoa® Aluminum will help your 
Thunderbird pass with flying colors. 


That gleaming grille will still be aglow with the luster that 
first quickened your heartbeat, because it’s made of Alcoa 
Aluminum. Not ordinary aluminum, of course, but alu- 
minum anodized to rival sapphire for hardness and thus 


¥ Alcoa Aluminum. 


invulnerable to rusting, pitting or peeling. All this with no 
care beyond routine washing and waxing. 


Alcoa Aluminum trim provides the “accent to elegance” for 
all fine cars at no extra cost. And while you don’t see it, alu- 
minum is performing with no less distinction in mechanical 
parts. Its use is a reliable index to your satisfaction with the 
next car you buy. Aluminum Company of America, 1846-D 
Alcoa Building, Pittsburgh 19, Pennsylvania. 


.. for Gleam and Go! 





another reason to talk up all the Alcoa Aluminum on the cars you sell. It’s 
your powerful new sales feature: standard equipment at no extra cost. 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





Glass Manufacture Called ‘A World of Its Own’ 
HERE is a world of difference between the manufactur- 
ing of glass and the manufacturing of a metal product 


such as an automobile. 


Proof of this is the fact that Ford Motor Co. is the only 
auto maker that produces any of the vast and increasing 


quantities of glass used in its 
cars today. 


Ordinarily, Ford fills about 
half of its own glass requirements, 
the remainder being produced by 
Pittsburgh Plate Glass Co. This 
firm also makes all Chrysler Corp. 
auto glass. All GM auto glass is 
manufactured by Libbey-O wens- 
Ford Glass Co. 

In discussing the differences 


Here’s why 


SARAN 
SEAT COVERS 


are a cinch to sell 


Stand on them, spill on them . . . 

do just about anything and you won't 
hurt Saran seat covers. The secret’s 
in the tough Saran fiber that 

shrugs off scuffs and soiling. 
Colorful Saran seat covers withstand 
the miles, months and messes, 
never showing their age. 


Saran seat 


hide upholstery. Woven into any of 
many colorful patterns, they’re 
designed to become uphoistery in 
fine fashion. Your customers are 
truly riding in style when they're 


riding on seat 


You don’t sizzle in summer and 
shiver in winter when you're sitting 
on Saran. Breathable Saran fabrics 

adjust themselves to the temperature, 
naturally. 

one of the nicest things you notice 
about sitting on a Saran seat cover is 
that you are comfortable. 


The Most Salable 





THE DOW CHEMICAL COMPANY, MIDLAND, MICHIGAN 





between glass and metal forming, 
a Ford Motor Co. glass manu- 
facturing official said that one of 
his problems is to persuade his 
“metal-minded” management that 
a glass product cannot be pro- 
duced with the same efficiency 
that a metal item can be made. 

This official said, “One of the big 
differences is that metal is usually 
covered with paint or something 


time-tested 


Durable 


Beautiful 


covers aren't meant to 


covers made of Saran. 


Comfortable 


In any season, in fact, 


Seat Covers Are 


You 


else at the end of the manufactur- 
ing process. And if there are any 
die marks or small defects on the 
piece, they can be camouflaged or 
sanded off. 
* * * 

“Bot with glass, it’s largely im- 

possible to make any surface 
repairs,” he continued, “Occasion- 
ally a defective glass edge can be 
reground. Anything inherently in 
the glass—such as a bubble—des- 
troys the product. It’s like a piece 
of metal that constantly has an X- 
ray on it. Glass scrappage is in- 
herently higher because you have 
to look through it, not just at it.” 

Many of the differences between 

glass and metal making have their 
basis in that glass is about four 
times as costly as metal—about 30 
cents a finished pound compared 
to 7% cents for steel. 

He said that glass is one of the 
most critical items as far as 
quality is concerned because of 
its effect on driving safety. 
“There are important differences 

in the way glass and steel are 


formed,” he said, “You usually cut | 


the metal with a die, but each in- 
dividual piece of glass must be 
scored and broken. Then you have 
to finish the edge. 


“In manufacturing the glass, 





CAN DEPEND ON 


‘ 








‘Taffy Pull’ at Ford Glass Plant— 


Molten glass pours from a refining furnace, right, at Ford's glass plant in Dearborn, 
The glass is “pulled” in a continuous strip nearly four miles long every 24 hours, It 


is 102 inches wide and 3/16 of an inch t 
_ a 


different thicknesses are a very 
acute problem, whereas in steel 
production this is not quite so im- 
portant. Extremely good parallel- 
ism of both sides of a piece of glass 
is needed if it is to provide good 
visibility. Any nonparellelism gives 





hick. 
= = * 


a lens effect and causes distortion. 
* = * 
| Glass Must Form Itself 
a lens effect is caused by 
variations in thicknesses which 
| bend the light rays. Also, you'll get 
|}some distortion anytime you have 


|a curved surface. It’s impossible | 


}not to get some distortion in a 
| panoramic windshield.” 

Minimum standards for optical 
| distortion in flat glass are es- 
tablished by the American Stan- 
| dards Assn., and the three auto 
| glass producers are required to 
| maintain these standards, No 
comparable standards are set for 
curved glass. 

The Ford official continued, “An- 
other important difference is the 
way the two products are formed. 
Metal is often formed cold by a 
draw die or stamping. In forging 
metal, you bring it to some point 
where it can be worked. 

“But you have to let glass form 
itself. In the bending process, you 
have to hold the temperature of 
glass within two degrees of 1,100 
degrees. That’s from 1,098 to 1,102, 
a much higher temperature than 


you use in forging. 
> > > 





S softens the glass, permit- 

ting it to bend into shape. 

Even this careful process leaves 

‘mold marks’ around the edge of 

the glass. These are usually con- 

cealed under the rubber stripping 
in a car.” 

He said that if the glass makers 
raise the working temperatures 
above 1,102 degrees, scrappage im- 
mediately goes up because the glass 
overbends. If the temperature isn’t 
high enough, the glass won't bent 
correctly. 

Although considerable techno- 
logical progress has been made in 
auto glass making in the last 
couple of decades, this business 
does not lend itself too much to 
automation because of the high 
cost of the product—makes dam- 
age an extremely costly factor. 

He said that automation was 
being used in the actual conversion 

of the sand and chemicals into 
molten glass, but that there had 
been little successful automation in 
glass fabricating processes, such as 
laminating, cutting to shape or 
bending. 


Handling Can Be Improved 
“J THINK,” he said, “that we've 
tried to automate our operation 
as much as possible. But you have 
to be very careful in the fabrication 
processes because labor is a small 
part of the cost at this point. An 
important advance in glass making 
occurred when we began the form- 
ing of glass into continuous sheets.” 

According to this official, material 
handling in the glass field offers the 
greatest potential for improved op- 
erations. 

He added that several impor- 
tant advances in this direction 
had been made at Ford’s new 
glass plant in Nashville, which 
probably will be dedicated this 
year. 

“You can’t hang glass on a con- 
veyor,” he explained, “although we 
did at one time. But the hooks 
caused too much damage. Now, 
glass is mostly moved by placing 
a large number of similar pieces on 
hand, lift or tow-train trucks and 
hauling them from area to area. 

In conclusion, he said that ma- 
terial handling is one of the larg- 
est cost items in the production of 
giass. 
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BENDIX SELF-ADJUSTING BRAKES ADD 
TO THE SAFETY AND ECONOMY OF THESE TWO GREAT CARS 


Mercury and Edsel for 1958 feature 
Bendix’ latest development—brakes that 
adjust themselves! 

The new Bendix* Self-Adjusting Brakes 
not only save the bother and expense of 
periodic brake adjustments but are safer, 
too. Stopping power is maintained at 
maximum because all four shoes are 
always correctly adjusted. And the driver 
is assured of effective brake applications 
because there is always maximum clear- 
ance between pedal and floor. 





sages SUSAR AAMAS AAAS 
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Reasons such as these make Bendix 
Self-Adjusting Brakes a real sales feature 
for any car. We predict you will hear 
more about them in the years ahead. 

For over thirty years Bendix Products 
Division has demonstrated its ability not 
only to meet, but to anticipate the needs 
of the automotive industry. From four- 
wheel brakes to power braking and 
power steering, Bendix has pioneered 
and developed many of the industry’s 
most notable advancements. 


*TRADE MARK 


Bendix fivisioxn SOUth Bend, wo. a 
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When shoe clearance exceeds a predeter- 
mined amount, a ratchet sets up the star wheel 
adjuster one notch as the brakes are applied 
while the cor is in reverse. This automatically 
compensates for lining wear, adjusting the 
shoes to exactly the right fit within the drum. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Minneapolis 

New-car deliveries in Minneapo- 
lis in March climbed nearly 13 
percent over February, but lagged 
slightly more than 13 percent be- 
hind March, 1957, according to 
Finance and Commerce, a business 
newspaper. 

March deliveries totalled 2,642, 
compared with 2,343 during Febru- 
ary and 3,163 during March, 1957. 

Chevrolet continued to lead Ford 
with 756 deliveries to Ford’s 445. 

Other registrations were: 
Plymouth, 234; Oldsmobile, 206; 
Buick, 176; Pontiac, 161; Rambler, 

111; Mercury, 107; Cadillac, 69; 
Dodge, 57; Chrysler, 44; Edsel, 
30; Volkswagen, 19; Lincoln, 18; 
DeSoto, 17; Studebaker, 15; Pack- 
ard, 2, and miscellaneous, 175. 

New-truck deliveries in March 
amounted to 215, compared with 
235 in the year-ago month. .By 


makes, registrations were: Ford, 
70; Chevrolet, 55; International, 
44; Dodge, 14; Studebaker, 12; 


GMC, 4; Mack, 3; Willys, 3; Divco, 
1; Volkswagen, 1, and miscellane- 
ous, 8—(Donald M. Lyons.) 

* + * 


Houston 

Dealers in Houston delivered 
3,051 new cars in March, compared 
with 3,353 in February. 

By makes, registrations were: 
Chevrolet, 946; Ford, 676; Oldsmo- 
bile, 233; Plymouth, 231; Buick, 
220; Pontiac, 143; Cadillac, 103; 
Mercury, 89; Dodge, 52; Rambler, 
47; Volkswagen, 32; Renault, 30; 
Chrysler, 29; MG, 26; Edsel, 24; 
Lincoln, 24; Metropolitan, 24; 
Studebaker, 23; DeSoto, 15; Impe- 
rial, 12; Volvo, 11; English Ford, 
9; Triumph, 9; Hillman, 8; Morris, 
6; Willys, 3; Packard, 2, and mis- 
cellaneous, 24. 

New-truck sales in March num- 
bered 500, compared with 459 a 
month earlier. By makes, they 
were: Chevrolet, 207; Ford, 171; 


International, 63; Dodge, 18; GMC, 
Willys, 4; 


18; Mack, 11; Volks- 


wagen, 2; White, 2; Diamond T, 1, 
and miscellaneous, 3—(Ruby Fen- 
oglio.) 


* * * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area “increased more 
than seasonally” in the week ended 
March 29, the Bureau of Business 
Research of the University of Pitts- 
burgh reported. 

The bureau’s seasonally adjusted 
index of general business activity 
stood at 87 percent of the 1947-49 
average during the week. It had 
been 88.7 a month earlier and 89.6 
at the end of January. 

Steel mills continued operations 
at 55.5 percent of the 1947-49 aver- 
age.—(Leon M. Leffingwell.) 


> > > 
Cincinnati 


Motor vehicle registrations in 
Hamilton County (Cincinnati), O., 








increased to 1,874 units during the 


1,776 in the preceding week, In the 
like week of 1957, 2,233 units were 
registered. 

A total of 672 new cars and 53 
new trucks were registered, com- 
pared with 627 new cars and 83 
new trucks in the previous week. 

A total of 1,069 used cars and 80 
used trucks were sold, compared 
with 993 used cars and 73 used 
trucks in the week ended March 27. 


Repossessions decreased to 43, or|. 


52 less than the previous week and 
7 less than in the like week of last 
year.—(Frank Kappel.) 


* * * 


Detroit 

New-car sales rose slightly dur- 
ing March in Wayne County (De- 
troit), to total 7,860, compared with 

6,972 in February. In March a year 
ago, however, sales numbered 15,- 
317. 

General Motors accounted for 
48.47 percent of all March sales, 
compared with 51.43 percent a 
month earlier. Ford Motor Co. was 
up to 3042 percent from 28.35; 
Chrysler gained from 14.82 percent | 
to 15.17, and all other makes rose 
from 5.40 percent to 5.94. 

Sales by individual makes 
(with market penetration in par- 
entheses) were: Chevrolet, 2,133 
(27.13 percent); Ford, 1,785 





Under construction—Trenton, Michigan, Plant 


McLouth Blast Furnace No. 2 


The second major expansion in four years is 


nearing completion at McLouth Steel. 


We are again adding to our facilities to bring 
you better steels for the product you make today 


. . . and the product you plan for tomorrow. 


McLouty Stee. Corporation 


Detroit 17, Michigan 
Manufacturers of high quality stainiess and carbon steels. 


jahead of February, but fell 





Oldsmobile, 563 (7.16); Buick, 495 
(6.30); Mercury, 445 (5.66); Pon. 
tiac, 315 (4.01); Cadillac, 3% 
(3.87); Rambler, 262 (3.33); 
Dodge, 251 (3.19); Chrysler, 193 
(1.31); DeSoto, 94 (1.20); Edsel, ag 
(1.09); Lincoln, 38 (0.48); Conti- 
nental, 37 (047); Imperial, 3 
(0.45); Studebaker, 11 (0.14); 
Packard, 3 (0.04); Willys, 2 (0.03), 
and miscellaneous, 189 (2.40). 
New-truck sales amounted to 4§ 
in March, compared with 404 j 
February and 699 in March, 1987 
Registrations by makes (with pen 
tration. in parentheses) were: 
Ford, 180 (39.39); Chevrolet, 1 
(25.83); Dodge, 56 (12.26); Inte 


tional, 30 (6.56); GMC, 21 (4.59): 
Mack, 16 (3.50); White, 9 (1.97) 
Diveo, 6 (1.31); Willys, 5 (1.09); 
Diamond T, 2 (0.44), and mise 


laneous, 14 (3.06). 

Used-car sales in March totalled) 
8,234, compared with 6,231 in Fel 
ruary and 13,393 in March a ye 
ago. Used-truck sales amounted te 
547 in March, compared with 344 q 
month earlier and 787 in the year 
ago month.—(Robert M. Lienert.) 


Columbus, O. 


New-car sales in metropolitan 
Columbus (Franklin County), 0, 
experienced a sharp seasonal up 
turn in March, but the increas 
still left them well behind a year 
ago both for the month and the 
first quarter. 


Last month’s sales of 2,070 cars 
ran 438 units or nearly 27 percent 
728 
units or more than 26 percent 
below March last year, according 
to figures compiled by the Colum- 
bus Automobile Dealers Assn. 


First-quarter sales of 5,557 ve- 
hicles fell 1,720 units or about 236 
percent below a year ago. 

Used-car sales did much better. 
The March total of 6,238 was 
2,107 units or 51 percent ahead of 
February, but 655 units or 95 
percent below March of last year. 
First-quarter sales of 15,208 fell 
802 cars or 5 percent below a 
year ago. 

Chevrolet continued at the head 
of the sales parade in March with 
651 registrations, well in front of 
Ford’s 431. Registrations of other 
makes were: Plymouth, 183; Olds- 
mobile, 153; Pontiac, 110; Buick, 
95; Dodge, 80; Mercury, 70; Cadil- 
lac, 49; Rambler, 40; Volkswagen, 
36; Edsel, 22; DeSoto, 21; Chrysler, 
18; Lincoln, 17; Studebaker, 11; 
Metropolitan, 9; Triumph, 9; Isetta, 
8; Renault, 8; Volvo, 7; English 
Ford, 6; Vauxhall, 6; Imperial, 5; 
Willys, 2; Packard, 1, and miscel- 
laneous, 22.—(Justin Henley). 

- 7 7” 


Omaha 


Chevrolet held on to its top sales 
spot in the Omaha market when 
March figures were announced. 

Its registration total was 245, 
compared with 214 for Ford. Other 
top sellers: Plymouth, 78; Pontiac, 
63; Oldsmobile, 61; Buick, 35, and 
Cadillac, 30. Foreign cars accounted 
for 38 registrations. 

The month’s total was 870 units, 
compared with 902 in February. 

Truck sales for March totalled 
92, compared with 95 in February. 
Registrations by makes were: 
Chevrolet, 29; International, 25; 
Ford, 17; GMC, 7; White, 6; Willys, 
3; Mack, 3; Divco, 1, and Volks- 
wagen, 1—(Arthur R. Oleson.) 


Record Year 
Reported by 
CIT Financial 


NEW YORK. — CIT Financial 
Corp. reports 1957 record net in- 
come from operations of $39,092,388, 
or $4.27 per common share, com- 
pared with $37,753,863, or $4.12 per 
common share in 1956. 

Deferred income—backlog of the 
corporation’s future earning power 
—exceeded $200 million for the first 
time, totalling $205,777,303 at Dec. 
31, 1957, compared with $190,534,646 
a year earlier and $195,164,652 at 
June 30, 1957. 

Arthur O. Dietz, president, told 
stockholders that the “corporation 
enters 1958 with a record level of 
deferred income and, while current 
economic conditions will create 
many challenges, we believe that 
our diversified operations will con- 
tinue to produce a substantial vol- 
ume of profitable business and that 
another good year is in prospect 
for CIT.” 
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can design and 
manufacture axles for 
any vehicle you produce... 
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has the most 
diversified corps of 
engineers in the industry... 


am 


a 


a 
ps * 


| { 


‘ 


has the 
axle industry’s largest 
production facilities... 
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Write for Spicer Axle Equipment 


DANA CORPORATION « Toledo 1, Ohio 


DANA PRODUCTS Serve Many Fields: 


AUTOMOTIVE: Transmissions, Universal Joints, Propeller Shafts, Axles, RAILROAD: Transmissions, Universal Joints, Propeller Shafts, 
Powr-Lok Differentials, Torque Converters, Gear Boxes, Power Take- Generator Drives, Rail Car Drives, Pressed Steel Parts, 
Offs, Power Take-Off Joints, Clutches, Frames, Forgings, Stampings. Traction Motor Drives, Forgings, Stompings. 

INDUSTRIAL VEHICLES AND EQUIPMENT: Transmissions, Universal AGRICULTURE: Universal Joints, Propeller Shofts, Axles, 
Joints, Propeller Shafts, Axles, Gear Boxes, Clutches, Forgings, Power Take-Offs, Power Take-Off Joints, Clutches, Forgings, 
Stompings. Stampings. 

AVIATION: Universal Joints, Propeller Shafts, Axles, Gears, MARINE: Universal Joints, Propeller Shafts, Gear Boxes, 
Forgings, Stampings. Forgings, Stampings. 


Many of these products manufactured in Canade by Hayes Steel Products Limited, Merritton, Ontario 
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SELL | 
‘MORE TRUCKS’ 
SOLD ONLY THRU 


CHEVROLET AND 
G.M.C. DEALERS 


BE FIRST AND LEAD 
WITH THIS UNIT 


WRITE 
HIGHWAY CRUISERS 


739 WN. Georgia 
Azusa, California 
SEE 
Chevrolet Silverbrook P. 84 
GAC. Trk. Equip. Cat. P. 59 
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Sowite 
BUILDY BUSINESS | 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and saticficed cus 
tomers assures better serv 
ice relations tethd« 
repeat business ir 
creases sales volume 
Typ-cal sample, compicte 
Getaiis on request 


- Stomat nc. 


Division of C. A. Mereren Co 
S2ni $0. CHEROKEE ST., DENVER 23, COLO 


New Book Tells How to 
Operate Profitably 
in a Buyer's Market! 


Automobile - 


Dealer 
By Martin H. Bury 


Now entering its second printing! 
Already hailed os the “bible” of 
its field. Required reading for every 
automobile decler and sclesmon. 
Written by Martin H. Bury, who 
created one of the nation's most 
successful dealerships. Covers new 
and used cor displays ond soles; 
service and parts departments; 
compensation and incentive pions; 
financing, cor rentals, advertising, 
accounting methods . . . the works. 
Use coupon to order now. If, after 
10 days, you do not want to keep 
this remarkable book on your shelf 
for permanent reference, return it 
and we will refund your money! 
Mail that coupon now, while you're 
thinking of itl 





Philpenn Publishing Co. 
1750 N. Broad Street, 
Philadelphia 21, Pa, 


Please send____copies of new book, 
The Automobile dealer. 


[1 enclose check, covering books at 
$5.20 each. 


(0) Send books C.O.D., and I'll pay 
mailing charges. 


ee 
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Zeae..._£_£Sete.—§_. 


| Inc., 
i|Co.. Parsons, Kans.; Brooks Buick 
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Across the Nation... 


Auto Dealer Changes 


Carl C. Blanchard has sold 
Farmington Motor Co. (Ford), 
Farmington, N. H., to two long- 
time employes, Walter Huckins 
and Marshall Brough. Blanchard 


now is Farmington’s postmaster. 
| * * 


58 Dealerships 


For Rambler 
Added by AMC 


Fifty-eight Rambler dealerships 
were added by American Motors 
Corp. in December, according to 
L. W. Stevens, director of automo- 
tive dealer development. They are: 


Scroggs Motor Co., Magnolia, 
Ark.; Hub Motors, Inc., Holland, 
Mich.; J. N. Peck, Inc., Logan, W. 
Va.; Horne Buick Co., Inc., Forest 
City, N. C.; 2222 Rambler, Inc., Chi- 
Wienhoff Motors, Waterloo, 
Iil.; Hank’s Pontiac, Hardin, Mont.; 
Stoker Motor Co., Tooele, 
Bishop Bros. Motor Co., Eldorado, 
Ark.; H. C. Amos, Ocean City, N. 
J.; Farel Y. Becker, Schuylkill 


| Haven, Pa. 


Cliff Packer Motors, Inc., Alex- 
ander, Ark.; Sims Motor Co.. Now- 
ato, Okla.; Leutheuser Buick, Inc., 
Hillsdale, Mich.; Jerry Davidson 
Buick, Inc., Clio, Mich.: Art Post 
Rambler, Kalamazoo, Mich.; Bos- 
tick Motor Co., Guymon, Okla.; 
Morrow Motor Co.. Carrollton, Ga.; 
Navorro, Inc., Key West, Fla.; 
Kriegh Motor Co. Minneapolis, 
Kans.: Oscar's Rambler Sales, 
O'Neill, Neb. 

Macal Motors, Inc., Bethesda, 
Md.; Grandy Motors, Inc., Ska- 
neateles, N. Y.; Grist Motor Sales, 
Inc., Oak Harbor, O.; Staring Pon- 
tiac Co. Denison, Tex.; Murphy 
Lincoln-Mercury Corp., Paoli, Pa.; 
Hardy Buick-Rambler, Vivian, La.; 
Wilkins Motors, Inc., Shelbyville, 
Tenn.; Towbin Edsel, Inc., Lake- 
wood, N. J.; Edw. Fritch Rambler 
Sales, Jasper, Ind. 


John Tatum Buick, Inc. Ft. 
Walton Beach, Fla.; Waters Motor 
Co., Madison, Wis.: Cherry Motor 
Co., Santa Fe, N. M.; Herman Mo- 
tors, Inc.. New Kensington, Pa. 


Orrin W. Fox Co.. Pasadena, 
Calif.; Midtown Auto Sales, North 
Providence, R. L; Dennison Motor 
Co., Dickson, Tenn.; Williams Mo- 
tors, Hamilton, Tex.; Grant Motors, 
Inc., Eugene, Ore.; Wildes Motor 
Co., Inc., Plymouth, Mass.; Young 
Motors, Inc., St. Paul; Hogan 
Brothers, Inc., Marengo, Ia.; Goers 
Motor Sales, Altamont, Il; Ben- 
nett Rambler, Inc. Owatonna, 
Minn.; Ploof Motors, Inc., White- 
hall, N. ¥ 

Sorensen Rambler Co., 
Wyo.; Pope Pontiac Co., Jackson, 
Tenn.; Schluessel Auto Co., Hart- 
ford, Wis.; Haun Motors, Prince- 
ton, W. Va.; Everett Dye Motor Co., 
Independence, Kans.; Cliff Motors, 
Inc., Clifton, N. J.; Peiffer Auto 
Service, Inc. Port Washington, 
Wis.; Lemley Motors, Inc., Jersey 
City, N. J.; South Side Motors, Inc., 
Gibson City, IIL; Tri-State Farm 
Store, Keokuk, Ia.; Webb's Garage, 
Milford, Del.; George Motor 


Casper, 


& Farm Supply, Augusta, Kans. 
> ” . 


Rootes Appoints 


14 U.S. Dealers 


Fourteen dealers in 11 states and 


| Alaska have been appointed by 


Rootes Motors, Inc. The company 
said 12 of the outlets will handle 
both Hillman and Sunbeam cars. 

The dealerships are: W. D. Field 
Motor Co., 115 Front, Juneau, 
Alaska; Gila Motors. Safford, Ariz.; 
Stan Burberick, El Camino and 
Castro Sts.. Mountainview, Calif.: 
Imported Cars of Ardmore, 1017 
W. Broadway, Ardmore. Okla; 
Economy Motors, 207 Fillmore, 
Amarillo, Tex.; Sam Buchanan 
Pontiac, Inc., 1415 Franklin, Waco, 
Tex. 

Davis Motor Sales Co., 324 New 
Haven Ave., Milford, Conn.; Con- 
tinental Garage, Inc., 201 Silas 
Deane Highway, Rocky Hill, Conn.; 
Overseas Motors of Naples, Fourth 
Ave. and Tenth St., Naples, Fila. 
(Hillman only); Import Motors, 


Utah; | 


Ltd., Inc., a division of Hix Green 
Buick Co., 46 N. E. North Ave., 
Atlanta. 


Lyons Import Cars, 3940 Barry-| 
point, Lyons, Ill.; Potomac Motors, | 


Inc., 111 S. George, Cumberland, 


Md.; Port Huron Thrifty Cars, Inc., | 
703 Huron, Port Huron, Mich., and | 


Eich Motor Co., 1933 Division, St. 
Cloud, Minn. (Hillman only). 


* * * 


Eight U. S. Dealers 
Appointed by Renault 


Renault of France has announced 
the appointment of eight U. S. 
dealers. 

They are: Matthews Motors, 770- 
790 State, Bridgeport, Conn.; Golart 
Motors Co., Blue Star Highway, 
New London, Conn.; Bristol For- 
eign Car Sales, 195-198 Burlington, 
Bristol, Conn.; Luby’s, 1286 Boyl- 
ston, Boston; Como Motor Sales, 
Inc., 2 Vernon, Ware, Mass.; Motor- 
Sport Enterprises, 1808 New Rd., 
Robert Kirkwood Highway, Wil- 
mington 5, Del.; Valley Machinery 
Co., P. O. Box 1550, Havre, Mont., 
and Blackmon Motors, 429 Orange, 
Green Cove Springs, Fla. 

> = = 


Austin Deal Sells Austins 


Austin Imports, Austin, Tex., has 
been named a dealer for Austin, 


Renault and Triumph cars. 
* * + 


Moeller, Holmes Buy Deal 
Bob White Motors (Studebaker- 





Packard), 27249 Center Ridge Rd., | 
Westlake, O., has been purchased | 


by Robert Moeller and William 
Holmes. The 
Moeller & Holmes, Inc. 

> * = 


Hall Buys Out Bales 


Jay Hall has purchased the Pat) 
Bales Lincoln-Mercury-Continental | 


dealership in Van Nuys, Calif., and 


renamed it Van Nuys Motors, Inc. | 





firm’s new name is} 


CAR DEALERS — AUTOMOTIVE 
PARTS JOBBERS — DISTRIBUTORS 


PROTECT YOUR PROFITS — 
STOP MYSTERIOUS LOSSES 


Over $2,000,000 per day is lost by businessmen in the United States because of 
DISHONEST and careless employees. EMBEZZLEMENT alone accounts for $2,000,000 
per day. What steps do you take to prevent this happening in your business? 


Service by Dukes Corporation can help you immeasurably in preventing and DETECT- 
ING employee-embezziement. We also check the efficiency, sales knowledge and 
courtesy of employees, which also results in lost business to you. 


One of our Field Representatives is in your area and can acquaint you with this 
service at no cost to you—talk to him. 


Send your business letterhead to our Executive Office, we will have a Field Man 
contact you immediately. Our forty years of experience equips us with knowledge 
of where to explore for all sources of defalcation. We are nationwide. 


DUKES SERVICE IS CURRENTLY USED BY THOUSANDS OF 
CAR DEALERS. 


SEND US YOUR LETTERHEAD OR CALL US COLLECT, 
ILLINOIS 7-1616. 
DUKES CORPORATION 


78-17 37th Ave., Jackson Hts. 72, New York 
BRANCH OFFICES IN PRINCIPAL CITIES 





© EASIER TO INSTALL © SAVES TIME © INCREASES PRO 
Write For Full Information Today... £3 
SCHOFIELD MANUFACTURING CO. Va 

1146 E. 222 ST. © CLEVELAND 17, OHIO ARS 


A-1695 


New Profit Franchise Opportunity 





| in America’s Fastest Growing HIGH PROFIT industry! 


National first place Gold 
Medal Award. 

An exclusive 10-yeor War- 
ranty on all the “Vital” 
Parts. 


SOUTHERN CALIFORNIA’S BEST KNOWN BUILDER OF AWARD-WINNING 
SWIMMING POOLS OFFERS EXCLUSIVE ‘PROFIT-FRANCHISES’ IN YOUR CITY! 


*« 


NO CONSTRUCTION 


EXPERIENCE 
ashy Oe 
« 
LOW INVESTMENT! 
a 
ALL OPERATING DETAILS 


101d e188 


Here’s what it means to you... 


You'll be building and selling a ‘famous name’ pool 
with a protected franchise. You’ll be an important part 
of America’s fastest growing industry with sales 

of over $500,000,000 last year. 


Your exclusive profit-franchise will include: 


* NATIONAL FINANCING + FINEST WARRANTY IN POOL INDUSTRY 
¢ SALES TRAINING ¢ IMMEDIATE CONSTRUCTION TRAINING 
* EXCLUSIVE POOL AND TILE DESIGNS + ACCOUNTING & MANAGEMENT SYSTEMS 
¢ BENEFIT OF MASS PURCHASING * SIMPLE ORDERING—FAST DELIVERIES 


WRITE—WIRE—OR PHONE COLLECT FOR COMPLETE DETAILS 
WAHLSTROM SWIMMING POOLS coasr-ro-coast 


WAHLSTROM BROS. INC. 


* 273 W. Alameda Avenve, Burbank, Calif. 


Phone Victoria 9-2261 + Ask for Mr. Mattsson 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

THE past the higher courts 
have very consistently held that 
the owner of a garage or parking 
lot is liable for theft of a parked 
automobile, if the testimony shows 
that the theft resulted from negli- 


owner. 

Last month a higher court ren- 
dered an important decision hold- 
ing that under 
no circumstances 
is a garage or 
parking lot owner 
liable for theft of 
a parked automo- 
bile, if the testi- 
mony shows that 
the owner of the 
parked automo- 
bile locked it and 
took the keys. 

For example, in 

L, T. Parker Travelers Insur- 
ance Co. v. Robert, 143 N. E. (2d) 
189, the testimony showed facts, as 





named Robert, drove his automo- 
bile into a garage and received a 
claim check. Robert turned the 
ignition switch to neutral; rolled 
up the windows; locked doors and 





took the keys with him. The auto-| 


mobile was stolen. 

In subsequent litigation the 
higher court held the operator of 
the garage not liable for theft of 
Robert's automobile, and said: 


follows: An automobile owner, | 


gence of the garage or parking-lot| and bailee is created where a vehi- 


upon whether the parking lot oper- 
| ator assumes control over and cus- 
tody of such vehicle, or simply 
|grants permission to park the ve- 
|hicle at a designated place upon 
the parking lot.” 


This higher court went on to ex- 
plain that the relationship of bailor 


cle is delivered to a garage or 
parking-lot operator and the igni- 
| tion switch and car are left un- 
locked so that the vehicle might be | 
moved. , 

Under these circumstances the 


need not have to “stop on a dime” 
even though, in effect, he claims 
he can do this, the Pennsylvania 
Supreme Court decided. 

The case involved Joseph De- 
Marco, Pittsburgh, who was injured 
in a crash at an intersection. 

A lower court found that De- 
Marco had claimed he could have 
stopped his car in “one foot,” since 
he was traveling six miles per hour, 
but that he did not. The court held, 
therefore, that he was guilty of 
contributory negligence. 

Not so, said the Supreme Court, 
and awarded DeMarco $5,500 in 
damages. 

Said Justice Michael Musmanno: 
“It is common knowledge that 
motorists sometimes speak loosely 
of being able to ‘stop on a dime.’ 


| But we know as a matter of reality 


that . . . it is impossible, at almost 





garage or parking-lot owner may 
| be liable for theft of the automo-| 
bile. However, according to the) 
new law, the relationship of lessor | 
|and lessee is established where the 
|owner locks his automobile and| 
keeps in his possession the keys to 
| the car. 

> = = 
Couldn’t ‘Stop on Dime,’ 
He Wins Court Appeal 
| PHILADELPHIA.—A_ motorist) 









“Whether the relationship be-| 


tween a driver and a parking-lot 
operator is that of bailor and bailee 
or of lessor and 


FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
®@ Step Up Sales Volume! 

@ Pion on Steady Business! 
OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cers Are Located 
In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 


NEW 
1958 
PENNANT 
CATALOG 


New Designs—New Lower Prices 


Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get 
attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 












|}are best and 


any speed, to stop within the diam- 
eter of our popular 10-cent piece.” 
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High Court Deplores 
Back-Seat Driving 


PHILADELPHIA. — Silent wives 
“the husband-father 
is still king at the wheel of his car,” 
the Pennsylvania Supreme Court 
has decided in a case appealed by 
Harry S. Cole and his wife, Mar- 
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“We're 
them ‘no-money-down’ deals.” 


interested in one of 





garet, from a Chester County Court 
| decision. 


| The Coles’ car collided with a 
truck on a snow-covered road and 
the Coles and their four-year-old 
son were injured. They sued the 
truck driver, but the County Court 












the buy® 


Aso SRI ATE 
Pog Pee 
e. 


held that since the snow and the 
frozen ruts in the road were obvi- 
ous, Mrs. Cole should have ordered 
her husband to stop. The County 
Court claimed that her failure to 
do so constituted contributory negli- 
| gence although the car was travel- 
|ing at only five miles an hour. 

| The Pennsylvania Supreme Court 
| found that the lower court’s ruling 
| was “a rather novel observation” on 
|the duty of a wife when her hus- 
band is driving. 

The Supreme Court added “if 
|there is one thing that a wife 
should do when her husband is at 
the wheel, it is to do what Mrs. 
Cole did, and that is to remain 
| silent.” 





| Convertible-Top Material 


Is Called Fade-Resistant 


CLEVELAND. — New fade- 
resistant top material for convert- 
ibles has been developed from its 
Geon polyvinyl material, according 
to B. F. Goodrich Chemical Co. 

Goodrich said Geon resins dis- 
perse easily in the formulation, 
which has first-rate coating charac- 
teristics. Geon lengthens the life of 
the top in all kinds of weather and 
retains the flexibility needed in 
this kind of application, the firm 
said. 
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Highways 


rel Traffic deaths, injuries and ac- 
cidents are preventable and 
: Detroit’s record through the years 
id attests to this, according to Walker 
= L. Cisler, chairman of the board of 
— the Detroit’s Traffic Safety Assn. 

“ft Cisler told representatives of the 
100-member companies of the as- 


+ 

a sociation and city and state safety 

re officials at the association’s annual 

in meeting that accidents are not the 
price we pay for progress, as some 
might seem to believe. 

“Accidents are prevented by un- 
ceasing, intelligent effort—effort on 
the part of officials and agencies 
entrusted with this task and effort 

je- on the part of a co-operative and 
rt- aroused citizenry,” he said. “Detroit 
its has approached the traffic safety 
ng problem in this manner for many 
7 years and it has brought note- 
_ worthy results.” 

on, He asserted that the 1957 record 
c= was the finest Detroit has ever 
of recorded in the 35 years complete 
nd accident records have been main- 
in tained. 

mm “Here is one startling comparison 


& Safety 





years ago, when there were only 
400,000 automobiles registered in 
Wayne County, motor vehicle 
deaths on Detroit streets totalled 
396—in other words approximately 
one death for every 1,000 cars. Last 
year, when automobile registrations 
had climbed to 1,100,000, the motor 
vehicle death toll was 179, or about 
one fatality for every 6,000 cars.” 


N. C. Says Lew 
Boosts Number of 


Insured Drivers 


The North Carolina State Motor 
Vehicle Bureau reported that the 
compulsory financial responsibility 
law which went into effect recently 
has resulted in a sharp drop in the 
number of motorists involved in 
automobile accidents who are un- 
insured. Although there has been a 
decline in registrations as a result 


to point this up,” he said, “Thirty'of the law, the total now is ap- 
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proaching the 1957 level, the bureau 
added. 


As of March 18, the report con- 
tinued, there were 1,374,147 regis- 
trations, only 28,018 behind the 
registrations on the same date last 
year. The decrease rose to as high 
as 90,000 during the registration 
period beginning Jan. 1. 

Miss Foy Ingram, head of the de- 
partment’s registration division, 
said some of the decline is due to 
the economic situation, which has 
resulted in a slowdown in the pur- 
chase of new cars and trucks. 

She said that registration of new 
cars and trucks and out-of-state 
vehicles brought into North Caro- 
lina for the first time is running 
some 13,000 behind last year. She 
said there may be a sizable in- 
crease in license-tag purchases fol- 
lowing the 25 percent cut in the 
price of the 1958 tag on Apr. 1. 

Tom Creekmore, chief of the 
financial responsibility section of 
the department, said “our evalu- 
ators have seen definite evidence 
that nearly all persons involved in 
accidents in North Carolina are 
covered.” 

* = > 


Automotive Safety Group 


Sets Up $2,000 Fellowship 
A $2,000 fellowship has been of- 








fered by the Automotive Safety 
Foundation for study in the field 
of highway traffic administration 
at Michigan State University. 

The fellowship is open to a col- 
lege graduate interested in earning 
a master’s degree in the fields of 
traffic-safety organization adminis- 
tration, driver-license administra- 
tion, traffic safety, public informa- 


tion or related areas, MSU said. 
+. . * 


Connelly Presents Car 


Connelly Dodge Co., Sewickley, 
Pa., has presented a 1958 Dodge to 
West Allegheny High School’s driv- 
ing class. Bianchi and Crea, Mc- 
Donald, formerly provided Chevro- 
lets for the class. 

aa * = 


New Yorker Would Train 
1,000 ‘Traffic Vigilantes’ 

A plan to train 1,000 citizens as 
“traffic vigilantes’ to spot and re- 
port traffic violators has been pro- 
posed by Edward Cirlin, president 
of the Kings County (N. Y.) Insur- 
ance Brokers Assn. 

Under Cirlin’s plan, the City and 
State would train persons in the 
traffic laws. These people would be 
empowered to report traffic viola- 
tions such as speeding, reckless 
driving or double parking. After a 
driver was reported twice, he would 


Change over original equipment tires to the sensational 


puncture-sealing SEIBERLING SSealed)-Aine_tire 


) You'll not ‘only make a big profit. You will assure customer satisfaction with a 


guarantee of tire service that you can’t make with original equipment tires. 


The Seiberling Sealed-Aire tire is guaranteed in writing to give its users full tread 
wear—even guaranteed against loss of mileage because of road hazards. During the 
first 30% of tread wear, it will be replaced free of charge if it should fail for any 


cause to give satisfactory service. After the first 30% tread wear, adjustment is made 


on the basis of unused tread depth. And you are authorized by Seiberling to make the 
adjustments on the spot. 


WITH SEIBERLING’S CAR DEALER PROGRAM— 






NO new equipment is needed. 
NO extra personnel is required. 


NO advertising expenditure is called for. 


NO extra “paper work” is necessary. 


CAR DEALER PROGRAM 
Mr. L. M. SEIBERLING, Vice President in Charge of Sales 
Seiberling Rubber Company, Akron 9, Ohio 


Name 


Firm Name 


Address 


Street 


Seiberling makes it easy and profitable 
for you to get into the changeover busi- 
ness. If you are interested in hearing the 
details, we will gladly have a repre- 
sentative contact you for an appointment, 


Title. 





—Phone 





23 


be required to attend a school for 
delinquent drivers. After three re- 
ports, a driving re-test would be 
given. 















































= * * 
Inspection Demonstrations 


Planned in 7 Idaho Cities 


Vehicle safety inspection demon- 
strations are planned in seven 
Idaho cities this spring. 

Plans for the project were an- 
nounced by Albert H. Tennyson, 
Boise, president of the Idaho Motor 
Transport Assn., and Clyde W. 
|Campbell, Idaho supervisor of the 
Interstate Commerce Commission. 

7 = = 


\‘Foto Patrol’ Cives Police 
Snapshot of Speeding Car 

| Top Buffalo police officials and 
City Judge Madge Taggart at- 
tended a demonstration of a new 
|} antispeed device called Foto Patrol. 
|. The device tells how fast a driver 
is going, records on film the date, 
| time and location, and snaps a pic- 
jture of the rear of the auto and 
|the license plate number. 

+ = > 


| Excessive Speed Cost 

| Detroit $7 Million in °57 

| The average Detroit traffic ac- 
cident caused by too much speed 
in 1957 cost $529; the average in- 
|jury and fatal accident due to 
excessive speed amounted to $1,- 
| 768, and the average property- 
| damage accident cost $193, accord- 
ing to the Traffic Safety Assn. 

The association said speed was 
the major cause of nearly 16,000 or 
23 percent of Detroit’s accidents 
| last year. About 3,000 were fatal or 
|injury accidents. The total cost of 
| speeding accidents was estimated 
at $7,813,000. 


_Boston’s New Police Chief 


Orders Stricter Noise Curb 


Leo F. Sullivan, Boston's new 
police commissioner, has ordered 
stricter enforcement of the city’s 
antincise ordinances. 
| Whistles and other vehicle noises, 
loud or excessive noises during the 
|loading or unloading of vehicles 
jand by the destruction of bales, 
crates and containers are pro- 
| hibited 





| 
| 





Coming. - - 
_ MAY 7th, 8th & Ith 


COLOR STUDY 


| On each of these days, the 

| Houston Chronicle will conduct 

| a massive color study similar 

| to the Milwaukee Journal's 

| “COLOROPTICS.” Publication 
Research Service will study 
readership and retention of 
Chronicle color ads. 





For further information contect M. J. 
| Gibbons, Houston Chronicle, Houston, 
Texes or your Branham representative. 


- THE HOUSTON CHRONICLE 


JOUM T. JONES, M., President 
8. W. McCARTHY, Advertising Director 
M. }. GIBBONS, Genera! Advertising Mer. 


| THE GRANMAM COMPANY —Nasonal Represemsative 
















MOTOR ay 
MASTER 


MOTOR MASTER PRODUCTS CORP. 
BOX 96., DEFIANCE, OHIO 


| UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
OGENUINE BLUE CROWN SPARK 
PLUGS. 
OMOTOR MASTER UNIVERSAL 
JOINT KITS. 
NAME 


STREET 
CITY & STATE 
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No other car at the price offers the big-car size, roominess and comfort found in this new, low-priced Mercury. 


In 


The New, Low-Priced Mercury |. 


ca 


...it arms you with greater selling power 


is 


than ever before! j ®* 


al 


Oe 








In today’s market, new-car buyers are looking for the 


greatest automotive value available before making their final 
selections. They want to make sure they’re getting the most 
car for their money. 

Our reason for introducing the new, low-priced Mercury 
is to put you Mercury dealers in the strongest possible com- 
petitive selling position. We want to help you win a bigger 
Share of the new-car sales in the low-medium-priced 


automobile market. 


FORD FAMILY OF FINE CARS CLEARINGHOUSE 


FORD MOTOR COMPANY 


You are now equipped with a new, full-sized Mercury 
model. It has Mercury’s distinctive Clean Line Modern 
Styling and the many other exclusive Mercury features — 
selling features you can hit hard. The new Mercury is 
unmatched at its price for roomy comfort and bigness. 

But most important is the big price advantage. This new 
addition to the Mercury line gives you the widest possible 
price range for your customers. It arms you with greater 


selling power than ever before! 


NO. 78 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD e THUNDERBIRD e EDSEL e MERCURY @ LINCOLN @ CONTINENTAL MARK Ill @ ENGLISH FORD LINE e FORD TRUCKS 
TRACTORS @ FARM IMPLEMENTS ee FORD INDUSTRIAL ENGINES 
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Introductory Offer— 


To introduce Coni-Seal wheel cylinder 
cups, Signal-Stat Corp., Brooklyn, N. Y., is 
offering a hone and plastic ‘Sellector” 
kit with each CSA-3 cup assortment. The 
offer is timed to coincide with the be- 
ginning of the spring brake season. The 
kit contains an assortment of 80 Coni-Seal 
cups. Individual sections are clearly 
marked as to cup size and special grooves 
provide a permanent compartment for the 
hone. 


| 
| 


| divisions of Young Spring & Wire 





In a move keyed to strengthen 
Hyster dealer sales activity in the 
areas of the large industrial truck 
users, Robert K. Waldren has been 
named Midwest major account 
representative for Hyster Co. at 
Chicago. The company’s main office 
is in Portland, Ore. 

Waldren joined Hyster in 1957 
following several years of retail 
| selling with M. H. Equipment, Inc., 
| Hyster dealers in Peoria, Ill., and 
St. Louis. He also served as man- 
lager of the St. Louis branch. 


* > * 





|Young Appoints Helwig 
To Head Two Divisions 


T. W. Helwig has been appointed 


| 
| group executive in charge of two 


Corp., which manufacture ma- 


| terials handling products. He will 


head the company’s Daybrook Hy- 
draulic division, Bowling Green and 
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Representatives for PITTSBURGH TUBE COMPANY 


COLD DRAWN BUTT WELDED 








Auto Personnel 





Upper Sandusky, O., and the Ot- 
tawa Steel division, Ottawa, Kans. 

Edwin L. Johnson continues as 
general manager of Ottawa Steel. 
Helwig has been with Young since 


trict manager, has been appointed 
Western regional manager. He will 
be succeeded by Elmer C. Heide- 
man, who has been manager for 
Southern California. 

Bernard L. Lockridge, who has 
been assistant district wholesale 
manager in Kansas City, has been 
appointed district manager for 
Southern California. 


+ * * 


1946, and has been general man-| Warinner Named to Manage 


ager of Daybrook Hydraulic since 
1954 when it became a division of 
Young. 


Hobbs Promotes Booth 


To General Sales Manager - 


Byron D. Booth has been named 
general sales manager of the John 
W. Hobbs Corp., a division of 
Stewart-Warner Corp. 

Booth, who has been assistant 
sales manager for 
the past 11 years, 
replaces F. Lee 
Farmer, who re- 
mains in the firm 
as vice - president 
in charge of in- 
dustrial sales. 


lights and 
switches to auto- 
motive manufac- 
turers, and also 
manufac - 
tures and markets a complete line 
of running time meters. 
= = = 


Chrysler Corp. Appoints 
James to L. A. Regional Post 


The appointment of Joe James 
as assistant Chrysler regional man- 
ager for Los Angeles has been 
announced. 

James has been with Chrysler 
Corp. four years. Prior to this ap- 
pointment, he was Los Angeles 
business management manager for 
Plymouth. 


B, D. Booth 


Binns to Head Sales 


George Binns has been named 
sales manager of Atlantic Casting 
& Engineering Corp., Clifton, N. J. 

> > > 


TCI Appoints Kerman 


Louis Kerman has been named 
assistant to the president of Trans 
Continental Industries, Detroit. His 
headquarters will be the Chicago 
offices of Highway Trailer Co., 
a TCI subsidiary. Kerman formerly 
was a fleet sales representative for 
Fruehauf Trailer Co. 

> 


> > 
Autocar Names Mason 


To Sales Post in Midwest 


Walter S. Mason has been named 
special representative for Autocar, 
with headquarters at Kansas City. 
In the heavy-duty 
motor transporta- 
tion field since 
1944, he had been 
handling sales for 
Reo in Atlanta 
prior to his ap- 
pointment. 

Mason will 
work with the 
White-Autocar 
sales organization 
on vocational as- 
signments and in 
special markets in the Midwest. 

> 





W. S. Mason 


Ford International Names 


Grimes Product-Plans Chief 


William M. Grimes has been 
appointed to the new post of prod- 
uct planning manager for the Ford 
International division. 

Grimes, former manager of the 
product planning office of the 
M-E-L division, will assist in the 
development of forward product 
plans of the division and associated 
manufacturing companies. He 
joined Ford Motor Co. in 1949. 

> 


Pontiac Names Noonan 


John W. Noonan has been named 
assistant manager of Pontiac’s Los 
Angeles zone. He has been business 
management manager in Los An- 
geles since 1956. 

* * * 


Bassett Resigns at Enka 


C. Chester Bassett jr. has resigned 
as sales vice-president of American 
Enka Corp. 

* ” ” 


Goodyear Promotes Trio 


To Posts in Western Region 
Carl A. Crafts, who for the last 

five years has been Goodyear Tire 

& Rubber Co.’s Los Angeles dis- 


Hobbs supplies | 








Ford’s Memphis District 


Lewis T. Warinner, formerly 
executive assistant sales manager 
for the Southwest region of Ford 
Division, has been appointed Mem- 
phis district sales manager. 

Warinner succeeds Richard P. 
Harman in the Memphis post. 
Harman previously was named ex- 
ecutive assistant to the general 
sales manager of Ford division. 

* + * 


Resolute Promotes Espinola 


Manuel J. Espinola has been 
elected resident vice-president in 
Rhode Island for Resolute Insur- 
ance Co. and Resolute Credit Life 
Insurance Co., Hartford, Conn. He 
has been a special agent with the 
Resolute Insurance Group since 
1956. 


Dodge Appoints Guilmet 


In Truck Distribution 


Chester F. Guilmet has been 
named director of distribution at 
the Dodge Truck plant. Guilmet, 
who joined Dodge Truck in 1938, 
had been manager of authorizations 
and schedules at the truck plant 
since September, 1956. 

> = 
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Huppower Names Shaver 


Kent P. Shaver has been ap- 
pointed to a newly created sales 
engineering post at Huppower, di- 
vision of Hupp Corp. He formerly 
was sales manager of R. L. Kuss 
Co. 

> * > 

Firestone Ups Keddington 

Lioyd K. Keddington has been 
appointed assistant sales manager 
in charge of retail operations for 
the Los Angeles district of Fire- 





stone Tire & Rubber Co. He had 
been stores supervisor in the dig. 
trict. 

* + * 


Price Retires After 36 Years 


At Kent-Moore Organization 

The retirement of A. E. Price 
has been announced by Kent-Moore 
Organization, Inc. Price, former 
vice-president of the company, was 
presented a statement of commen- 
dation for his 36 years of service, 

Price began his career at the firm 
as a machine operator in 1922. At 
|that time the company was known 
|as Hinckley-Myers. 

x * 

| 

Dodge Names Preston 
Edward J. Preston has been 
|named Dodge regional service 
manager in Minneapolis. A veteran 
of 33 years in the automotive field 
|in the Chicago area, Preston will 
| supervise Dodge service activities 
|}in Minnesota, North Dakota, South 
Dakota and portions of Wisconsin, 
|Iowa and Wyoming. 

> * = 


U. S. Steel Unit Ups Pyle 


George A. Pyle has been ap- 
pointed manager of Stainless-steel 
products sales for U. S. Steel’s 
| American Steel & Wire division. He 
|succeeds Banks E. Eudy, who re- 
| tired. 

+ = > 
| Avis Promotes Moran 


|\To Administrative V. P. 


| John P. Moran, comptroller of 
Avis Rent-a-Car System, has been 
appointed to the new position of 
administrative vice-president. 

| Moran joined Avis last October. 
Prior to that he operated Recording 

| & Statistical Services, Inc., San 

| Francisco, and was executive vice- 
president of Lone Star Boat Mfg. 
Co., Inc., Dallas. 

> 





* > 


| Airline Shifts 4 Executives 
| G. Elmo Coon has been appointed 
| district sales manager at San 
Francisco by American Airlines. 
Replacing him at Dallas is H. P. 
| Oliver, who is succeeded in Mem- 
|phis by Frank H. Kirchberg. 
|Kirchberg is succeeded in New 
| Orleans by Alex L. Alpers. 





A few prime franchises open to: 


NEW 
DEALER 


CAR 
S ONLY 


IN FASTEST GROWING 
LEASING AND RENTAL SYSTEM! 


Over 250 of Nation's Leading Dealers Join System in Only 


6 Months! 


Now boost sagging profits by securing your fran- 
chise in the eminently successful Cars Rental Sys- 
tem, Inc.—the system designed exclusively for new 
car dealers . . . and directed by the dealer-members 


themselves. 


The Cars System offers unparalleled experience 
in leasing and renting—the fastest growing busi- 
ness in the country today. Members now in 48 
states, Canada and Mexico enjoy major savings, 
scores of benefits. If qualified, you secure every 
business aid to start operating immediately. Don’t 
miss out. Enlightening “Three Day Seminars” in- 
troduce you to every facet of the business and the 
big advantages offered by your Cars System. 


PHONE COLLECT TODAY TO ATTEND SEMINAR, 
APRIL 21, IN BEAUTIFUL FT. LAUDERDALE, FLA. 
ABSOLUTELY NO OBLIGATION. PHONE LOGAN 6-3635 


Se. ee 


—<—Foaua~ 


RENTAL SYSTEM 





CARS RENTAL SYSTEM, INC. 


Authorized Dealers Rental And Leasing System 
Mailing Address: P.O. Drawer 7126-A3 
910 Sunrise Lane © Fort Lauderdale, Florida 


Look For This Sign 
of Reliable 
Renting and Leasing! 
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What's New... 


In Parts and Accessory Distribution 


Ohio Mfg. Co. Leases 

New Plant in St. Louis 

ST. LOUIS. — Ohio Mfg. Co., 
maker of replacement automotive 
wire and cable, has leased a new 
1500-square-foot building at 1024 
§ Theresa Ave. 

* * + 


Clevite Service Issues 


Bearing Wall Chart 

CLEVELAND. — Clevite Service, 
Cleveland Graphite Bronze, a di- 
yision of Clevite Corp., has released 
a3 comprehensive wall chart for use 
jn automotive repair shops cover- 
ing all causes, effects and cures 
of engine bearing failures. 

The chart is profusely illustrated 
and furnishes over-all diagnosis of 
engine troubles. It is available 
from NAPA jobbers and Clevite 
Service. 

* +. 7 


Firm Gets Shelf Rights 


DECATUR, Ill—Swain & Myers, | 
Inc. manufacturers of custom) 
store equipment, has acquired ex- 
elusive U. S. rights for the manu- 
facture and distribution of 
Swedish-designed Lundia prefab- 
ricated adjustable wood shelving. 


> * * 





Two Guarantees 
Is Prestone’s Goal 


For 758-59 Season 


NEW YORK.—National Carbon 
Co. has announced a “double guar- 
antee” will be the theme of its 1958- | 
59 Prestone merchandising plan. | 

Under the plan, dealers will be} 
urged to add their personal guar- 
antee to that already in force by 
National Carbon, said F. W. Ber- 
dan, automotive products sales 
manager. 


He said National Carbon would 
underwrite the expense of the plan 
by reducing the dealer's Prestone 
price by 6% cents a gallon on pur- 
chases from Apr. 1 and Oct. 31. 

“Promotional material, designed 
to identify the dealer as a partici- 
pant in this double-guarantee pro-| 
tection plan, will be included in a| 
deluxe display kit supplied by us| 
to dealers placing preseason or- | 
ders,” Berdan said. 


> * * 


Sundstrand Offers Color TV 
In Sander-Naming Contest 


ROCKFORD, Ill.—In a contest | 
open to auto body and fender | 
repair shop men, both independ- 
ent and dealer shops, throughout 
the country, Sundstrand 
magnetic-pneumatic products di- 
vision, Sundstrand Machine Tool 
Co., seeks a name for its Model 
OS-800 air sander designed for 
auto-body work. The contest 
closes June 30. 


Grand prize for the winning 
name is an RCA Victor Westcott 
console color television set with 
21-inch tube (overall diameter). 
Contest details are available from 
Sundstrand jobbers. 


* * * 


Mystery Men to Reward 


Those Who Suggest M.O.A. 


WILMINGTON, Del.—A force of 
350 “mystery men” will operate 
until June 30 throughout the U. S. 
in a promotion on Du Pont No. 7 
M.O.A. motor oil additive. 

Each “mystery man” will act only 
when making regular stops at serv- 
ice stations and car dealers for 
purchase of gas, oil, lubrication and 
other usual station service. If the 
dealer or employe, without prompt- 
ing, suggests M. O. A., the “mystery 
man” will give him a $5 certificate 
redeemable by mail from the home 
office here. 

* * 7 


Ad Contest Entrants 


To Share Their Ideas 


CHICAGO.—Automotive jobbers 
who enter the Annual Advertising 
Awards Contest this year will learn 
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which were the best and most ef- 
fective advertising practices em- 
ployed by other jobbers competing 
in the contest. 

The ad competition, which has 
become nationally known in the 
automotive industry, is held among 
jobbers who do 75 percent or more 
of their business at wholesale. 
Entrants compete in three volume 
catagories — small, medium and 
large. A report on the contents of 
each entry will be sent to all con- 
testants after judging is completed. 

+ * * 


Wholesaler Panel to Discuss 
Michigan’s Tax Structure 
GRAND RAPIDS, Mich.— The 


State’s tax structure will be the} 


topic of a panel discussion at the 
fifth annual convention of the 
Michigan Automotive Wholesalers 





at the Pantlind Hotel here Apr. 27- 
29. 

Questions and problems posed by 
members of the group will be taken 
up by the panel, a convention 
spokesman said. 

* + * 


°58 Electrical Catalog 
Is Published by AEA 


CHICAGO.—The Automotive 
Electrical Assn. has published its} 





Bearing Distributors Meet— 


The first meeting of the newly formed United Motors Service Industrial Bearings 
1958 Electrical and Fuel Systems| Distributors’ Council was held in Hartford, Conn. Here, on the left side of the table, 
Catalog and will distribute more} are Dean A. Wood, Bearing Sales and Service, Portland, Ore.; Olin S. Livingston, 
than 300,000 copies to automotive | Moffatt Bearings, Philadelphia; Lester Berry, Berry Bearings, Chicago; R. John Moore, 
service outlets, according to J.| Detroit Ball Bearing, Detroit, and Harold Belanger, TEK Bearing Co., New York. On the 
Howard Reed, AEA executive sec-| right side are Roland N. Dames, R. J. Bearing Corp., St. Louis; Joseph K. Weiser, 
retary. | Minnesota Bearing Co., Minneapolis; Paul G. Hull, Allied Bearings Supply Co., Tulsa, 

The catalog covers fast-moving | Okla.; J. M. Bruening, Bearings Inc., Cleveland, and Raymond E. Latham, Bearings 
parts for distributors, generators, | Sales Co., Los Angeles; Ronald S. Withers, UMS general manager; Warren E. Milner, 
starting motors, carburetors, fuel | general manager, Hyatt Bearings; Seth H. Stoner, general manager, New Departure, 
pumps, fuel gauges and fuel lines| are seated along the rear of the table with other members of their staffs. The 
for cars and light trucks. A price! council discussed merchandising, sales promotion, advertising, marketing and other 
list is included in each catalog. | topics of mutual interest. 














CENTRAL MOTOR LINES INC. GETS OVER 3 
RECAPS PER TIRE WITH FIRESTONES ! 


“Fast, over the highway hauling is our specialty,” 
reports Joe K. Hall, vice president and general manager, 
Central Motor Lines Inc., Charlotte, North Carolina. 


Every year the big Central Motor Lines fleet rolls up 
tremendous mileage along the Eastern Seaboard and the 
Middle West hauling textiles and general freight. 
Schedules are tight, speeds as high as legal limits permit. 


‘**Firestone Transports 


for our kind of trucking,” Mr. Hall continues. ‘*Con- 





TRANSPORT 


SUPER MILE 
TRANSPORT LUG TRACTION 


sistently, we average three recaps per tire and up. No 
tires we tried hold costs in line like Firestones.”’ 


Leading fleet records prove Firestone S/F (Safety- 
Fortified) cord builds in extra stamina for extra recaps. 
Firestone’s exclusive treating process eliminates stretch 
and body-growth to give more retreads for lower cost 
mileage. 


On drive wheels and free rolling wheels, Firestones save 
truckers money at every turn. No wonder they’re the 
pride of America’s great truck fleets! 


are the best answer we’ve found 


YOU CAN'T BUY A TIRE THAT COSTS LESS PER MILE THAN FIRESTONE 


restone 


‘ 
BETTER RUBBER FROM START TO FINISH 
Enjoy the Voice of Firestone every Monday evening on ABC television 
Copyright 1958, The Firestone Tire & Rubber Company 


AGE SUPER MILEAGE SUPER ALL 














RADIO ANTENNA—Swept-wing styling, 
plus top or side cowl mounting on any 
car cowl or fender contour, are said to 
be features of the model JA-7 Bullet 
auto radio antenna announced by Merlin 
Mfg. Co., 4720 Warner Rd., Garfield Hts. 
25, O. The unit comes with two chrome, 
die-cast swivels, which permit vertical or 


45 degree angle mounting of the remov- | 


able mast, and two plastic base mount- 
ing pods for any car contour. The mast 
is @ 3-section telescoping unit which ex- 
tends to full 57 inches, It features water- 
proof and rattieproof construction. 

i 





SHELVING—A line of bin-type shelving 
for the storoge of bulk and packaged 
smoli ports has been announced by 
Penco Metal Products Division, Alan Wood 
Steel Co., 200 Brower Ave., Ooks, Po. 
Available in 20 standard models, these 
small ports units offer a wide variety of 
bin orrangements for specific storage or 
inventory purposes. The typical unit shown 
(Model 153), hos a total of 64 bins in 
four different sizes. The complete line 
offers models with from seven to 162 
bins. Constructed of heavy-gauge steel, 
Penco smoll ports units ore 36 inches 
wide, 12 inches deep and 7 feet, 3 inches 
high. 





CIRCUIT CONTROL—The Hickman Re- 
mote Circuit Control is designed to cut 
down time and labor for motor mechanics. 
The control starts an engine without 
ignition keys; permits intermittent turn- 
over of engine; allows for continuous turn- 
over of the engine without engine firing; 
acts as a flashlight; locates blown fuses; 
checks electrical equipment; locates 
broken circuits; by-passes any switch; 
serves as a test lomp; acts as a direct 
switch and also an intermittent switch, it 
is claimed. The device may also be used 
to check generators with the use of on 
ampmeter and for checking voltage reg- 
viators. H. H. Hickman Co., 14222 S. E. 
Laurie, Portiond 22, Ore. 

a2 2 


Stainless-Steel Heater 


Utilizes Exhaust Gases 


A stainless-steel heater, which 
it says gives 50 percent more heat 
at slow speeds and warms up twice 
as fast as existing heaters, has been 
introduced by Hanlon & Wilson Co., 


| functional step ladders manufactured by | 


|when not in use to conserve floor space. 
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NEW PRODUCTS 


Pennwood and Wilson Sts., Wil- 
kinsburg, Pa. 


The firm said the heater utilizes 
hot exhaust gases and is ideal for — - 
foreign cars with air-cooled en- 
gines. The heater is available in a 
“do-it-yourself” assembly kit, the 
firm said. 


~_ 


REAR QUARTER PANEL—A replacement 
1957-58 Plymouth rear quarter pone! for | 
four doors is being produced by Scho- 
field Mfg. Co., E. 222nd St., Cleveland 17, 
Ohio. These panels, available in lefts and 
rights, are die-formed and trimmed ready 
for quick installation. It is claimed that 
the use of the Schofield replacement ports 
| “transform an expensive, difficult repair 





job into a simple panel replacement.” 
| > > > 





STEP LADDER—A pyramid design safety 
feature is incorporated in the line of 


the Ballymore Co., West Chester, Pa. The | 
design places the stanchions farther apart | 
at the bottom of the ladder than they | 
ore at the top and makes the entire unit 
sturdy, it is said. In addition, step lad- 
ders without handrails may be stacked 





TURNTABLE—An improved power turn- 
Models available range from one to table, available in diameters of four, five 
seven steps including a three-step “A” | and six feet, has been developed by 
type unit. Handrails are supplied on all| Rapids-Standord Co., Inc., 342 Ropistan 
six and seven-step ladders and are op-| Bidg., Grand Rapids 2, Mich. Chief im- 
tional on two to five-step models. Widths | provements are said to include a die- 
at base range from 17% to 30 inches. | formed table top that provides a flict, trve 

s . s surface for smooth, easy tronsfer of goods 
between adjoining conveyors, and a drive 
arrangement for quieter and more effi- 
cient operction. Wheel feeder sections | 
bolted to the bose con be positioned to | 
| allow virtually ony degree of transfer 
| to 180 degrees. Ovtside guord rails and 
inside adjustable guard rail ore furnished 
for each desired degree of transfer. Tele- 
scoping legs permit height of the unit, 
from floor to the top of the table, to be 
|adjusted from 24 to 39 inches. Other 
heights are available on request. 

. > 


> 
Antidazzle Device 
| Antiblenda, a device imported 
from West Germany, is said to 
| change the glare of oncoming head- 
lights to a soft, green glow. It is| 
an eight-inch unit fitted with 
bulb and is attached behind the | 
| driver’s seat with a switch on the| 
instrument panel. Antiblenda is) 
| available from Decorama, 240 E.| 


STOCK RACKS—The Challenge port-| Ninety-second St, Brooklyn 12, | 
able steck racks are said to provide | N. Y. 
30 to 40 squore feet of movable siorage 
space in just a few square feet of stor- 
ege spoce. large rubber tired costers 
permit movement between pieces even 
when fully loaded. Removable masonite 
shelves — two to each level — add to 
versolility, it is seid. Two sizes ere evail- 
oble: Model A with 20 by 27 inches of 
space on each level, and model B with 22 
by 34 inches. Challenge Machinery Com- 
pany, Grond Hoven, Mich. 

















BODY TOOL—A tool that hydaulically 
pulls damage straight out from the exact 
point of impact is now being distributed 
by Blackhawk Mfg. Co., 5325 W. Rogers 
St., Milwaukee 46, Wis. It is said to be 
the answer to tight, cramped quarters 
where it is difficult to push with existing 
body repair tools because of fewer sup- 
port spots. The Pull-Dozer is powered by 
a Blackhawk 10-ton Porto-Power ram and 
is constructed of tough, heat-treated alvu- 
minum alloy. The Pull-Dozer has two 
large casters for easy portability and ex- 
tremely fast positioning. Only one man 
is needed to wheel to job, set up and 
operate, it is deimed. 





* 

Triped Bumper Jack 

Offered by Universal 
Universal Tool & Stamping Co., 

Inc., Butler, Ind., has announced 


the addition of a tripod-type jack 
to its line of Little Giant automo- 


FUSE HOLDER—Stonderd Motor Prod- 
vets, Inc., 37-18 Northern Bivd., Long 
Island City 1, N. Y., has released a fuse 
holder, FH-1, which con be wsed for all| tive bumper jacks. 
six and 12-volt systems. This holder is} The jack, Little Giant Model 610, 
said to held every aviometive fuse of| features an exclusive dual-type lift- 
¥," diemeter. hook design that permits a snug 


‘ 


"| stations and garages 
| bumper-jack 


sees | 


multiple filter 


and safe fit on every type of 
bumper, Universal said. The jack 
enables jobbers, dealers, service 
to reduce 
inventory and_ still 
offer a complete line to fit every 


model car, the firm added. 
* = > 





NYLON TIRE—An all-nylon cord truck | 
tire—the Rib Hi-Miler Nylon—has been 
placed on the market by Goodyeor Tire | 
& Rubber Co., Akron, O. The tire is made | 
of triple-tempered 3-T Nylon cord, and 
features the wide, flat, five-ribbed tread | 
design of its rayon counterpart. Cord used 
in the Rib Hi-Miler Nylon is triple-tem- 
pered, that is, processed at a definite 
temperature for a precise period of time 
and at electronically-controlied tension, to 
moke it as strong and durable as pos- | 
sible, it is said. The tire is available in| 
tube-type construction in sizes 6.00-16) 
through 10.00 by 22. Tubeless versions 
cre aveoilable 
sizes. 


in 650-16 and 6.70-15 


— 






7" | 
:| 


OIL FILTER—Said to be the first suc- 
cessful plastic filter produced in the! 
United States, the Mor-Flo filter capitalizes 
on the residvol static electricity in tenite 


butyrote plastic from which its tough 
bedy and element retoiner ere molded, 
es on odded meons of retaining fine 
settlings and preventing their re-circulation 
in the engine. In addition, the unit offers 
trops and three settling 
creos, all in less spoce thon is usually 
required. Used in conjunction with a steel 
adapter, the filter can be instelied in 





mony mokes of avtomobiles, trucks, ond 
gos engines. Acme Plastics Products Co., 
1129 East Second Ave., Pine Bivfl, Ark. 

7 . > 





WHEEL STEP—The Mechanics’ Pal, a 
wheel step that helps mechanics get at 
“under-the-hood" fix jobs, has been an- 
nounced by Bear Mfg. Co., Rock Island, 
Hi. The step, placed over the tire, is 
designed to fit all tire sizes up through 
the 900s. “Swing arms" ellew plecement 
under any fender and lock in plece when 
weight is added to the step. The locked 
swing orms, combined with teeth that grip 
treads firmly, prevents any slipping ond 
sliding and does not harm tire treads in 
eny wey or mork sidewolls ond wheel 
rings, it is cloimed. 





MERCHANDISER—A self-service flashlight 
bulb merchandiser, designed to facilitate 
flashlight bulb sales, has been announced 
by General Electric's Miniature Lamp 
Department, Nela Park, Cleveland 12, O. 
The hexagonal shaped merchandiser dis- 
plays 30 lamps, each individually pack- 
aged, with storage space for up to 100 


additional lamps inside the unit. The 
merchandiser was designed to remind 
customers of their need for flashlight 


bulbs, and to solve the storage, breakage, 
and display problems of the retailer. 
* * * 


f 





BODY PANEL CUTTER—York Tool Wore- 
house, 1905 W. Market St., York, Pa., has 
announced a tool that is said to be ideal 
for sheet metal work. The tool is de- 
signed to cut out replacement panels, 
door ponels, quarter panels, turret tops 
or any section of the body. The unit will 
cut ovt any section without damaging 
surrounding metal, ie is Gained. 





HAND THROTTLE — Accurate Products, 
Inc., Indianapolis, Ind., hes announced 
the addition of a hand throttle conversion 
kit to its present line of equipment. The 
kit is available in one model (No. 3149) 
which fits all makes of cors, it is claimed. 
The unit is used to prevent engine stall- 
ing, to hold speed constant for tuning 
engine, or to increase and hold speed 
when changing fhe bottery. 





MIRROR—The “Duet" No. 566 is a de- 
luxe fender-mount mirror that movunts 
“over the bead" on all new cars. The ad- 
justable beses fit fender contours of most 
cars, and mounts on non-steining polye- 
thelene geskets with stainless steel screws. 
The 3% by 5% inch replaceable mirror 
head can be locked securely in place. 
A lead sulphide coating pretects glass 
from discoloration, it is said. Yankee 
Metal Products Corp., 25 Grand St., Nor- 
walk, Conn. 
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On the Financial Front 


Goodyear Tire & Rubber Co. has 
reported the highest sales and earn- 
ings in its history for the year 1957. 
The showing also constitutes a rec- 
ord for the rubber industry, Good- 
year claimed. 

Goodyear’s sales last year in- 
creased 4.6 percent to a new high 
of $1,421,850,335, compared with $1,- 
358,763,538 reported for 1956. 

Net income amounted to $64,825,- 
516, a gain of 3.7 percent over 1956 
earnings of $62,456,130. 

In announcing results of the 
year’s operations, E. J. Thomas, 
president, and P. W. Litchfield, 


expect a good market for the com- 
pany’s products, although a very 
competitive one. 

Particularly promising, they 
added, appear to be the domestic 
replacement tire market and for- 
eign operations. They also look for 
continued growth in many of the 
company’s nontire lines. 


cated that deliveries of rubber 
goods for original equipment pur- 
poses will be lessened if the present 
substantially lower automotive pro- 
duction estimates for 1958 hold 
throughout the year. 

. * 


Seiberling Lists 
Drop in Profit 


Sales of Seiberling Rubber Co. in 
1957 were up slightly over 1956, and 
the company’s U. S. divisions had 
a good profit year. But President 
J. P. Sieberling said a dip in Cana- 
dian earnings caused a decline of 
10 percent in consolidated net in- 
come. 

Net sales of $46,934,437 compared 
with $46,633,811 reported for 1956, 
a new high. Profit after taxes was 
$943,011, compared with $1,051,049 
in 1956. 

The Canadian subsidiary, com- 
pleting a major plant expansion, 
had manufacturing problems re- 
sulting in higher costs and “a sharp 
decline” in profits, particularly in 
the last four month of 1957, he said. 

7 * + 


Fruehauf Reports Drop 


In Sales and Earnings 

Fruehauf Trailer Co. reported 
sales of $243,250,317 and earnings 
of $1,702,279 during 1957. 

The 1957 totals were both below 
the 1956 figures of $268,460,758 in 
sales (a record high) and earn- 
ings of $6,300,317. 

* * 


Hertz Revenue Up 26.7%; 


Profit Shows 19.1% Increase 


Record-breaking increases of 26.7 
percent in revenues and 19.1 per- 
cent in net income after taxes 
were reported for 1957 by Hertz 
Corp. 

Gross revenues were $80,698,657 
for the year and net income was 
$5,696,725, after taxes, Revenues in 
1956 were $63,691,113 and net in- 
come was $4,781,862. 

« - * 


Tidewater Oil 


Tidewater Oil Co., report for 1957 
vs. 1956: Net income, $34,937,000 
and $38,784,000; sales in ’57, $596,- 


’ 


* * 


Houdaille Net Rises 
To Nearly $4 Million 


Houdaille Industries net income 
for 1957, after taxes, rose 25 per- 
cent on a gain of 4.3 percent in 
Sales, 

Consolidated net sales of Hou- 
daille Industries were $78,728,905, 
compared with $75,423,565 for 1956. 
Net income totalled $3,814,197, up 
from 1956’s $3,055,503. 

. * 


Firestone Reports 


Dip in Sales, Net 


First-quarter sales of Firestone 
Tire & Rubber Co. dropped 6.7 
Percent and estimated earnings 
were down 14.7 percent, according 
to Harvey S. Firestone jr., chair- 
man. 

Sales during the three-month pe- 
riod ended Jan. 31, amounted to 
$250,274,188, compared with $268,- 
094,881 in the corresponding period 
@ year ago. 

Net income was estimated at $11,- 





697,239, in contrast to $13,710,790 at 
the end of the first quarter last 
year. 


National Automotive Fibres 

National Automotive Fibres, Inc., 
Detroit, report for 1957 vs. 1956: 
Profits, $1,018,052 and loss of $1,- 
821,001; sales, $47,375,065 and $45,- 
946,283. 


* * * 


Robertshaw-Fulton Controls 


Robertshaw-Fulton Controls Co., 
Richmond, Va., report for 1957 vs. 
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increase of 4 percent over sales of 
$596,574,000 for the preceding year, 
Hill reported. A sharp fourth- 
quarter decline was offset by the 
high level of sales in the first nine 
months, he said. 

Net earnings were $57,963,000, 
compared with $55,382,000, he 
added. 

+ * * 
Hoover Ball & Bearing 

Hoover Ball & Bearing Co., six 
months ended Jan. 31, 1958 vs. 1957: 
Sales, $11,658,958 and $9,571,467; 
earnings, $922,540 and $772,696. 

+ * = 


Gardner-Denver 
Gardner-Denver Co., Quincy, Il, 
report for 1957 vs. 1956: Profits, 
$15,884,271 and $14,385,114; sales, 








29 


ings. were recorded last year by 
Industrial Acceptance Corp., Ltd, 
Montreal. 


Net income amounted to $8,254,- 
552, compared with $7,940,819 in 
1956. Total assets at the close of 
1957 were $460,052,534, compared 
with $448,305,592 a year earlier. 

* * = 


American Brake Shoe Sales 


Set Record; So Does Income 


Sales and earnings set new rec- 
ords in 1957 for the second con- 
secutive year, American Brake 
Shoe Co. reported. 

Earnings were $9,124,438, up 2 
percent over the $8,963,359 earned 
in 1956. Sales for 1957 were $186,- 
851,369, compared with $186,142,261 
a year earlier. 

* > : 





1956: Profits, $8,502,081 and $8,921,-| $72,821,071 and $64,062,367. 
y 170; sales, $71,282,374 and $72,640,- ee ee 
chairman, said that in 1958 they] 354. 


Pittsburgh Plate 
Sets Sales Mark 


For the third successive year, |; d for 1957, aft arry- ti 1 
Pittsburgh Plate Glass Co. estab- Seale a $700,000 [" mas with or S @. s 
lished a new high in sales in 1957,/4 net profit of $1,439,404 in 1956 Ind . 
: , ; : 439, . ustrial Acceptance 
On the other hand, they indi-| §ccerding to David G. Hill, presi-| Sales for 1957 were $64,726,638, as 


Sales of $620,803,000 showed an| The company’s automotive divi- 








Motor Wheel Has Loss 


Despite Sales Boost 

Motor Wheel Corp., Lansing,| more comfortable seat.” 
reports that 1957 sales volume ex- 
ceeded that of 1956 by $3,270,000.| sion operated at a profit, but its . @-an 
However, a net loss of $804,392 was| appliance division incurred an op- 





compared with $61,456,638 for 1956,| Notes Record Profit 


J INTERMATIONAL SERVICE \. 


Check the class of service desired; 
otherwise the message will be 









Check the class of service desired; 
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Send the following message, subject to the terms on back hereof, which are hereby agreed to 


AUTOMOBILE AIR CONDITIONER DEALERS 

PROFIT STREET 

NATIONWIDE, U.S.A. 

VORNADO SEVEN STAR “MARKET BUSTER” SALES PACKAGE 
AUTOMOBILE AIR CONDITIONER PROGRAM THE GREATEST PROFIT 
MAKING PLAN EVER OFFERED THIS INDUSTRY STOP URGENT 
THAT YOU SIGN UP IMMEDIATELY REPEAT IMMEDIATELY TO GET 
IN ON THIS GREAT NO=INVESTMENT ASSURED PROFIT PLAN STOP 


ONLY A FEW OPENINGS LEFT STOP ACT NOW STOP 


hele & the gleatect plan ever... 
® @¢ 






7 STAR 
“MARKET BUSTER’ SALES PACKAGE PLAN 


6 A practical merchandising program covering 
pre-season and in-season sales 


7 Anew “no investment” purchase plan for 
qualified dealers 


1 A complete, beautifully styled line with improved 
performance and mechanical design 


2 A NEW, completely flexible dealer inventory plan 


3 A streamlined, effective warranty program 
covering local and in-transit situations 


A broader, more complete training program 
covering sales, installation, and service 


5 Astronger, broader national and LOCAL 
advertising program 


Here’s all you have to do..: 
Contact your local 
Vornado Automobile Air Conditioner Distributor 


The O. A. Sutton Corporation, inc. + 1612 West Second Street 
Wichita, Kansas 


UUs ang fl Cn maaan of oa ng planes 


Distributed in Canada by Alliance Motors, Schell Avenue, Toronte 10 - 


Allis-Chalmers 
‘“ 4 ; Allis-Chalmers Mfg. Co., Milwau- 
Let’s see something with @ | kee, report for 1957 vs. 1956: Prof- 
its, $17,819,251 and $20,355,045; sales, 
$534,146,214 and $547,439,265. 


ACF Industries 
Combined earnings of ACF In- 
dustries, Inc., were $7,444,000 for the 
first nine months of its fiscal year. 
In the like period of the last fiscal 
New records in assets and earn-| year earnings were $6,537,000. 

















Why The Rambler 6, / 
Car, Is Not In The 1958 


HERE’S THE REAL REASON: OFFICI/ 


OF LESS THAN 220 






pic 


Rambler 6—the All-Time Economy King—hag 1$ 
Owners the finest, most economical, most effien 


Yes—Rambler 6—the car that holds the all-time 
Mobilgas Economy Run record in actual miles 
per gallon—is barred from competing in the 1958 
Run. Although all other U.S. made six cylinder 
cars except one are still eligible to compete, we 
are confident that no car in this year’s Run will 
equal or surpass the amazing records that 
Rambler has established through the years. 


Let’s Look at These 
All-Time Records 


1951—Rambler 6 with overdrive set the all-time 
record for the Mobilgas Economy Run— 
31.05 miles per gallon. 





1955—Rambler 6 set the all-time Mobilgas Econ- 
omy Run Record for cars with automatic 
transmission—27.47 miles per gallon. 


Year after year in the Mobilgas Economy Runs, 
Rambler swept the field in miles per gallon, 
beating other 6-cylinder entries by as much as 
6 miles to the gallon. 


. . and Look at Rambler’s 
Other Records 


1. 1956, Rambler 6 with overdrive set the all-time official 
NASCAR —coast-to-coast record—Los Angeles to New 
York—32.09 miles per gallon. 


2. 


Wi 
ect 






























ierica’s No. 1 Economy 
Mobilgas Keconomy Run! 


ULES NOW BAR CARS WITH ENGINES 
SIC INCHES DISPLACEMENT 


14 195.6 cubic inch Displacement Engine to give 
fient performance of any American-Built Car! 


2. 1957, Rambler 6 with overdrive set the all-time official enabling Rambler to show sales gains of 69 per cent for the 
NASCAR border-to-border record— Winnipeg, Canada 1958 model year to date. No other car in the industry can 
to Monterey, Mexico—33.93 miles per gallon—less than boast of comparable sales gains. 

a penny a mile for gas. Car buyers know that only Rambler gives them the best 


3. 1957, under the supervision of the Indiana Toll-Road of both: 
Commission, a Rambler 6 with overdrive, traveling at 
an average speed of 55 M.P.H. over turnpikes from 
Chicago to New York and return, averaged 30.14 


miles per gallon. That’s why so many thousands are switching to Rambler 
in 1958. 
: Astute Automobile Dealers Are 
ia L A &, pt e Switching to Rambler in 
MARCH WAS THE ee 


Only Rambler dealers can sell the acknowledged economy 


BEST 4 ALES MONTH oe car that is smashing sales records, week after 
4| IN RAMBLER HISTORY = | Ttiercrraciggey crt memento 


know that Rambler has what buyers want—economy, per- 
formance, comfort, the extra strength and safety of Single 


1. American big-car room and comfort. 
2. European small-car economy and handling ease. 





Wise car buyers know that Rambler is the acknowledged Unit Construction, low first cost, low operating cost and top 
economy leader among all American-built cars. That’s one resale value. 
of the reasons they are buying Rambler in record numbers— Wouldn’t you like to be selling Rambler today? 
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We Have The Product For The 





Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


Expanding Compact Car Market... 
YOU Have The Opportunity! 


Gentlemen: Will you please provide me with more complete information 
about the Rambler franchise. | understand that | am under no obligation 
and my inquiry will be held in the strictest confidence. 





Rambler Franchises Also Available in Important Export Markets. 
In Canada write to: American Motors (Canada), Ltd., 2951 Danforth Ave., Toronto 





| 
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How They're Pushing Sales 


Dealer Ad Ideas 


Chevy Buyers Thanked ' 
OBLES CHEVROLET, INC.,| 
Manchester, N. H., inserted a| 

quarter-page ad in the New Hamp-| 

shire Sunday News saying “Thank 

You, Mr. and Mrs. Chevrolet 

Owner.” 

“We take pride in announcing,” 
the ad read, “that. the official motor 
vehicle registration figures just! 
released for the year of 1957 show 
that again more people in Man- 
chester and more people in New 
Hampshire bought new Chevrolets 
than any other car.” 

> > > 


‘Never Give Up...’ 


AKING its cue from the Old 
Philosopher, Woodburn Ram- 
bler, Woodburn, Ore., advertised: 
“You say you tried out one of 
those big, bulky 1958 cars, and it 
was so clumsy there’s a little man 
in back with a red lantern to help 
you park? 
“And you drove it home to im- 





|}the street,” 


press your neighbor, and those 
wide, fat fenders knocked his fence 
down? 

“And you can’t even buy steak for 
your eyes, ’cause that hungry auto- 
mobile took all your dough for gas? 

“Is that what’s troubling you, 
cousin? 

“Try the new ’58 Rambler... ” 


* * * 


|Reputation Takes a Ride 


« 


IN you drive a new or used 
car out of our place, we're 
watching our reputation go down 
said Central Carolina 


Motors, Inc. (Cadillac-Oldsmobile), 


| Winston-Salem, N. C., in an ad. 


The firm, which claims it is 
“large enough to serve you, small 
enough to know you,” said it’s 
good common sense when buying 
a car to know the reputation and 
facilities behind the dealer you're | 
doing business with.” 

Stressing used-car dependability | 
in particular, Central Carolina said | 


all its tradeins are checked and 
serviced thoroughly by factory-| 
trained men. 


How Much? 


. oe shopping for dis- 
counts were advised in a news- 
paper ad by Burwell Chevrolet, Inc., 
Rock Hill, S. C., to see how “much” | 
they get, rather than how much 
they get “off.” 

The ad continued, “The biggest 
discount you can get anywhere is 
the truth. 

“We have a standing rule here at 
Burwell Chevrolet. No sale is ever) 
complete until the customer is} 
satisfied. We shall abide by this 
credo as long as our name is on 
the door.” 


* * 


* * * 


A Cupful of Gas 
A COFFEE-CUPFUL of gasoline 
and an English Hillman added 
up to a successful promotion for 
Herbert Jones Motors, Little Rock, 
Ark. 
Residents were invited to see how | 
far they could drive the Hillman on 





| a cupful of gas. There was a $100) * 


prize for the winner. 


Among the publicity benefits’ 


Mitchell Adds Rambler— 





Mitchell Rambler has been opened in Atlanta by Thomas R. Mitchell, who also 
operates a Buick dealership in the city. Mitchell's building has a four-car showroom, 
a 22-stall service department and a 50-vehicle used-car lot. 


accruing to the dealership was a) 
lengthy article by Charles Allbright, | 
a columnist for the Arkansas| 
Gazette. Allbright, an “economy-| 
run” contestant, wrote of his un- 
successful attempt to win the $100. | 

* * * | 


‘Just Honest Dealing’ 
HAPPILY admit,” said) 


Braun Ford, Inc., Gulfport, 
Miss., “that more people are buying | 


| 





more than 40 years of outstanding performance 


In specifying components for the automobiles they build, car manufacturers 
will do well to examine the record of the Stromberg * Carburetor—more than 
40 years of outstanding performance. Extreme RELIABILITY and outstanding 
GASOLINE ECONOMY are Stromberg’s distinguishing characteristics. And the 
record proves it. Stromberg Carburetors are designed and built by Bendix- 
Elmira, pioneer in fuel system engineering and the first manufacturer to 
develop an electronic fuel injection system for automobiles. Owner loyalty is 
the auto maker’s most priceless asset. Stromberg helps build owner loyalty. 


Bendix-Elmira, Nn. vy. 


ECLIPSE MACHINE DIVISION 


percolation 


*REG. U. 5. PAT. OFF. 


yr 





HERE'S HOW STROMBERG OUTPERFORMS THEM ALL 


@ Economical operation, more miles per gallon, 
happier customers 


@ Fewer moving parts, fewer mechanical failures, 
reduced service cost 


@ Substantially reduced incidence of icing and 


@ Thin aluminum throttle body and flange for 
quicker heat transfer 


from us now because we have no 
‘rigged’ prices, ‘packed’ charges, 
‘highball’ or ‘lowball’ salesmen or 
wired booths. 

“We only have honest dealing 
and, mayhap, the world’s finest 
service for our customers. 


“Need more be said?” 
> o = 


A Thank-You Note 
N INSTITUTIONAL advertise- 
ment carried the message of 
F. G. Smart Chevrolet Co. to the 
residents of Pine Bluff, Ark. 

It was headed, “Thank you, Pine 
Bluff, for the confidence you have 
placed in our firm over the past 52 
years. 

“We have enjoyed serving you, 
and we are looking forward to 
many more happy years in Pine 
Bluff,” the ad continued. “We shall 
continue to strive to offer you the 
finest transportation facilities avail- 
able anywhere. 

“Please remember our welcome 
mat is always out. 

“We would also like to thank 
you for the wonderful reception 
you have given our '58 Chevy. If 
you haven’t seen it, come in 


soon... 
a ae 


Casey Go Bragh 


H4L CASEY, owner of Hal Casey 
Chevrolet, Buffalo, made the 
most out of St. Patrick’s Day and 
his Irish name. 

He staged a big birthday party 
promotion in his agency the day 
before St. Patrick’s Day and invited 
all Buffalo to participate. 

Casey gave away growing sham- 
rocks, hot coffee and birthday cake. 
The promotion was a good traffic 
puller, especially in the South Buf- 
falo area where a large percentage 
of the population is of Irish descent. 

- > o 


‘Larceny Will Be Legal’ 


HE idea that 1957 models are 

“steals” was utilized by Broad 
Motors (Ford) in a recent ad- 
vertisement. 

The ad asked readers to “plunder 
us! hold us up! beat us down on 
price! but please! send Forty 
Thieves at once to Broad Motors 
Ford.” 

The ad pointed out that “larceny 
will be legal” if readers availed 
themselves of the opportunity to 
“steal” the cars. 

* > > 


Brothers Prove Ad’s Power 


ARBERINO BROS. (Pontiac), 
Wallingford, Conn., is convinced 
there’s nothing like advertising to 
establish one’s identity at a glance. 
The firm used a series of ads in 
the Meriden Record that featured 
caricatures of brothers Pete and 
Steve to carry the dealership’s 
message. 

To test the effectiveness of the 
campaign, a postcard was placed in 
the mail in Meriden. The card con- 
tained no name or address, only the 
name of the town, Wallingford, and 
a clipping of the caricatures with 
an arrow pointing to Pete. 

The card was directed to “Dear 
Pete” and carried a brief message 
lauding the ad campaign. The card 
was delivered to Pete personally 
by a Wallingford mailman, the 
brothers said. 

“We have been enthused by the 
results of this campaign beyond our 
greatest expectations,” the brothers 
said, “with a big increase of sales.” 

a 7 * 


Open House at Fincher 


INCHER MOTORS, INC. (Olds- 
mobile), Rochester, N. Y., went 
after spring business with an open- 
house promotion in which refresh- 
ments were served throughout the 
day and balloons and candy were 
given to children. 
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Average Prices of Used Cars Sold at Auction 


"56 =°57 
June 


Prices of "57s added and '49s dropped in November, 1956, Prices of '58s added and '50s dropped in December, 1957. 


Market Trend 


The overall average price of 
used cars sold at wholesale 
auctions last week declined $10 
to $979, according to Autemotive 
News’ index. 

Largely responsible for the fall- 
off was a $76 drop in the price of 
58 models. Other setbacks were 
$25 for '56s, $15 for ’5is, $6 for 
‘4s and $3 for ’57s. The price of 
‘Sis represented a new low for 
that model for the fourth straight 
week. 

Three models showed gains. The 


price of °53s rose $23, 52s went 
up $18 and '55s climbed $6. 


At a group of representative 
auctions last week, the average 
consignment was 191.6 units, com- 
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(Compiled by Automotive 


"66 =°57 
duly 


56°57 
Aug. 


"56 =°57 
Sept. 


News from Auction Reports.) 


ES 


& 


"57 
Oct. 


"56 °S7 
Dec. 


"56 °57 
Nov. 


Figures alongside bars represent dollars. 








ALABAMA 








JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO 





COLORADO AUTO AUCTION 
SOUTH 


UTTLETON, COLO. DENVER 
DEA 


Auctioneers: 
Colonels Johnny Wood and Dean Devis 
All cars paid for by our own check through 
The Bank of Denver 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
95 So. Sante Fe Littleton, Colo. 
Ph: SU 1-6673 — Smith, Southworth, Kerr 
Auction Every Friday at 12:00 A. M. 

We Issue Auction Checks and Insure Titles 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I2th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








FLORIDA 


BUSINESS 


iS GOOD 
In North Florida! 


Mr. Dealer . . . Do you have surplus 
inventory? Do you want to raise cash? 


AUCTION for ACTION! 
We hove the buyers . . We need 
cars! 


Sale Every Tuesday 11 A.M. 


FLORIDA 
AUTO AUCTION 
Daytona Beach Municipal Airport 


(Owned and operated by dealers, for 
dealers only.) 








‘MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just /, mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





pared with 2114 the previous by My —, a oo) oe $3,- 
. o* (ps); (60) -Gr., ’ * (ps). 
week, The sales ratio was 67.9 '56 (62) coupe de Ville, $2,720* (ps), 
percent, compared with 71.3 per- $2,580* (ps). 
cent a week earlier. "55 (62) coupe de Ville, $1,980* (ps). 
. . ‘ CHEVROLET—’5S Nomad station wagon, 
Prices marked with an asterisk $2,775*; Impala (8) 2-dr. Hardtop, §2,- 
indicate a unit equipped with an 630* (ps), $2,575* (ps); Bel Air (8) 
. * : - ° 
automatic transmission or over- ox at te a tae Hardtop, $1,850° 
drive, and (ps) indicates power $1,835* (ps), $1.680*, $1,445; 4-dr., 
steering. $1,840*, $1.765* (ps), $1,760*, $1,670° 
* * * (ps), $1,650; Two-ten (8) 2-dr., $1,- 
490 
LITTLETON, COLO. '56 Bel Air (8) 2-dr., Hardtop, $1,315*, 
$1,275*; Two-ten (S) 4-dr., $1,115*, 
Colorado Auto Auction, Inc. Sale every $905, $S85 
Monday. Prices are for sale of March 31. '55 Bel Air (8) 2-dr. Hardtop, $1,150*, 
BUICK—’'57 Super 4-dr., Riviera, $1,995* $1,065*, $1,040*, $970*, $920, $865; 
(ps); Speeial 4-dr.. $1,760*. Two-ten (6) 4-dr., $750*°, $690. 
"56 Special 2-dr.. Riviera, $1,.350*; Cen- ’54 Two-ten 4-dr. station wagon, $780; 
tury 2-dr Riviera, $1,180* Bel Air 2-dr., $500. 
‘55 Century 2-dr., Riviera, $1,125* (ps); DeSOTO—’'55 Firedome (S) 2-dr. Hardtop, 
RM 2-dr Riviera, $1,100* (ps) $1,070. 
"54 Century 2-dr.. Riviera, $825* (ps); "54 (8) 4-dr., $505* (ps). 
Special 2-dr., $360*; Super 4-dr., $610*. DODGE—’'57 Custom Royal (8) 4-dr., $1,- 
"52 Special 4-dr., $340 815* (ps). 
| CADILLAC—'58 (60) 4-dr., $6,250* (ps). ’55 Coronet (8) 2-dr. Hardtop, $870*. 


MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
| On M2i—One Half ame west of Grandville, 
ch. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
"Michigan's Best" 
Phone: ARdmore 6-4720 





MISSISSIPPI 


Box 8468, Wednesday, 12:30 P. M. 





MISSOURI 


| KANSAS CITY—K. C. Auto Auction, 
| 1900 Truman Rd. Two big sales each 
Wed.-Fri. All models both days. 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 








NEW JERSEY 






























Crossroads 


. . . where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 


You will reach both groups 
through an ad in Automotive 
News. 






3711 Western Road 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


“DUAL RING" 2 lines running simultane- 
ously. 
Conveniently located in the heart of the 


automobile world. 


Ten acres of completely fenced parking 
area, 

Always a fine selection of sharp cars. 
Friendly relations prevail at all times. 
Congenial auctioneers. 

Fair management. 


MICHIGAN'S FINEST SALE 
SALE EVERY WEDNESDAY 


M. D. McCollum, Vice-President and Manager 
Phone CEdar 9-4492 






Crossroads of the East 


JUNCTION OF PENNSYLVANIA AND 
NEW JERSEY TURNPIKES 


N. A. D. E. 


Dual Lane Sale — Every 
WEDNESDAY, 11 A.M. 


We issue auction checks, guarantee titles 


NATIONAL AUTO 
DEALERS EXCHANGE 


Route 206 South, Bordentown, N. J. 
(Exit 7, N. J. Turnpike) - AXminster 8-1702 













































LEADING USED-CAR AUCTION DIRECTORY 


Frequency Rates: Listing (maximum: three lines of type) —$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display (minimum space, 1 inch on 1 
column—maximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept., Automotive News, Detroit 26, Michigan. 


| JACKSON — Greater Jackson Auto| 
Auction, Inc., Wilmington St., P. O. | 


| 
| 
| 
| 
| 
| 
| 
| 
| 





















| °56 (88) 4-dr., $1,450*. 


'55 (98) Hardtop, $1,380* (ps), $1,310* 
(ps); (88) Super Hardtop, $1,220* 
(ps), $1,215* (ps), $1,170*, $980* (ps). 

‘54 (98) 4-dr., §$990° (ps), $975* (ps); 
(88) Super 4-dr., $825*. 

"53 (98) Hardtop, $540*. 

'52 (88) Hardtop, $310*, $105°*. 

"50 (88) 4-dr.. 2 at §$100*. 

PACK AR D—'53 Patrician 4-dr., $265* 

(ps). 

'52 4-dr. $140*. 

PLYMOUTH—’57 Belvedere 4-dr., $1,550* 

(ps). 

’56 4-dr. station wagon, $1,125, $995; 
Belvedere, Hardtop, 2 at $1,055; Savoy 
(6) 4--dr., $680 

‘55 Plaza station wagon, $935*; Belve- 
dere 4-dr., $635°*. 

‘54 Belvedere 4-dr. station wagon, $585. 

PONTIAC—’57 Safari station wagon, $1,- 

875*: Chieftain Hardtop, $1,580*°; 4-dr., 
$1,545°*. 

56 Star Chief Hardtop, $1,375* (ps); 


Chieftain 2-dr., $980*. 
’53 Chieftain 4-dr., $295*. 
RAMBLER—’ 58 Cross Country station wag- 
on, $2,425, $2,400. 


'S7 4-dr., $1,875*; station wagon, §$1,- 
800°. 
57 °58 | ’55 Cross Country station wagon, $1,050*. 
Apr. | MISCELLANEOUS—’'58 Chevrolet (6) %- 
to Date ton pickup, $1,695. 
'56 Dodge %-ton pickup, $785; Stude- 
baker %-ton pickup, $715; Chevrolet 


| 
(Copyright, 1958, by Automotive News) %-ton pickup, $880, $870. 


'54 Chevrolet %-ton pickup, $570, $550; 
Dodge 1'%-ton pickup, $710 


°53 Coronet (8) 4-dr., $265°*. on ; 
FORD—'57 (8) station wagon, $1,715*, $1,- "53 Chevrolet %-ton pickup, $400, $360. 
540, $1,420; Custom (8) 300 4-dr., $1,- 49 Willys pickup, $205. 


160* 
’56 Country sedan 6 pass., $1,150* (ps); 


JENISON, MICH. 


Custom (8) Ranch Wagon 1,100; 4- 
er. $1 025, $815, gre; Peiviuns (8) Grand Rapids Auction. Sale every Tues- 
conv. $1,075*. one day. Prices are for sale of Apr. 1. 
‘55 Fairlane Sunliner, $925°. Market very strong on all average or 
"54 Hardtop, $730: 2-dr.. $445*. better cars. Bidding strong from start to 
'53 station wagon. $515; 2-dr., $250. an of sale. Sold 113 cars from 152 
"52 Main 2-dr., $170. onermegs. 
"651 2-dr., $270, $185. BUICK—'57 Super Riviera, $2,150° (ps); 
'50 2-dr., $270. 4-dr., $1,495* (ps); RM 2-dr. Riviera, 
IMPERIAL—’'57 4-dr., $3,150° (ps), $2,- $2.120* (ps); Special 4-dr., $1,945°; 
980* (ps). 2-dr.. $1,895° (ps) 
LINCOLN ‘57 Premiere coupe, $2,775*° "56 Super 2-dr $1.355* (ps); 4-dr., 
(ps), $2,745*° (ps). $1,245° (ps) 
'56 Premiere coupe, $2,000* (ps), $1,980° 55 Special Riviera, $995*, $940; 4-dr. 
(ps). ; : sedan, $855* 
’55 Capri 4-dr., $1,060° (ps). 54 Super Riviera, $765* (ps); Special 
"54 Capri coupe, $775* (ps) a -dr., §540° - a a 
MERCURY—’'57 Montclair Hardtop, §$2,- 52 Super Riviera, $280*, $200, $145°. 
385*: Monterey 2-dr., $1,610* CADILLAC 56 (62) 4-cr., $2,415° (ps). 
56 Montclair Hardtop, $1,250*. 54 (62) 4-dr., $1,560° (ps) 
’55 Montclair Hardtop, $1.190°. CHEVROLET—'58 Impala conv., $2,685° 
OLDSMOBILE—'57 (88) Super conv., $2,- (ps); sport coupe, $2,650° (ps); Bel 
210° (ps), $2,200° (ps). (Continued on Page 34, Col, 1) 











NEW YORK 


NEW YORK 


THE 
WALL STREET 
OF 
| AUTOMOBILE 
ROW— 


Your 








Thruway Auto Auction, Inc. 
Route 188 Buffalo, New York 
EVERY MONDAY 


insured Checks Insured Titles 

Fast, Accurate Market Reports 
Phone: HObort 4700 Al Clements, Owner 
Flying Dealers — Land at Buffalo Air-Park, 
5S miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 





NORTH CAROLINA 


SYRACUSE RALEIGH — Mann's Auto Auction 
Sale, Re. 5. Ph. 3-1564, Titles & 


checks guaranteed. Mon. 10 A. M. 


AUTO AUCTION 


Celebrates - 
National Auto 
Auction Week 

WEDNESDAY, 
APRIL 23—AT NOON 


Huge Free 





OHIO — ae 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sele Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
Your Good Will—Our Most Valuable Asset 





Turkey Festival! pe Sw ae — i 
Possible $500 CASH for Sees aCe 
one dealer! PENNSYLVANIA 





For Fun and Profit—See Us! 
MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—!0:00 A.M. 





NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 


%& Dual Lane Selling 
%& Auction Checks 
% Titles Guaranteed 


issued 


and checks are insured 


EVERY TUESDAY 12:30 P.M. 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 8. Spielman 
John W. Becker 





WASHINGTON 


















NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. ; 
Every Monday — I! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 


SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattie 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check” 
Bill Johnsen Beb McConkey 
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Used-Car Auction Prices 





(Continued from Page 33) 


Air 4-dr., $2,200*; 2-dr., $2,140*; Del- 
ray (6) 2-dr., $1,650. 
56 Two-ten 2-dr., $850*. 


’55 Bel Air sport coupe, $965; 4-dr., | 
$880*, $850; Two-ten 2-dr., $705°*, 
$515; 4-dr., $565. 

54 Bel Air 4-dr., $600*; 2-dr., $560; 
Two-ten 4-dr., $455 


63 Bel Air 2-dr., $360°; 4-dr., $355, 
$300; coupe, $305. 

"52 4-dr., $170°*. 

"41 4-dr., $450. 

DeSOTO—'55 Firedome club 

050°, 

"54 4-dr., $450 

"53 4-dr., $350* (ps). 


coupe, $1,- 


DODGE—’'57 Royal 4-dr. Hardtop, $1,850*° 

(ps); Coronet 2-dr., $1,775* (ps). 
55 Royal 2-dr. Lancer, $800*. 
"653 4-dr., $255. 

FORD—'57 Fairlane 500 Victoria, $1,745°, 
$1,735*; Fairlane Hardtop, $1,650°; 
coupe, $1,545* (ps); 4-dr., $1,340°*; 
Custom 4-dr., $1,230. 

56 Thunderbird, $2,100*; Fairlane 4-dr., 


$1,200* (ps), $1,065*; Victoria, $1,- 
050°, $1,015; station wagon, $1,155; 
Custom 2-dr., $875, $865, $780. 

"55 Fairlane conv., $1,025*; Victoria, 


$920°*; 4-dr., $900*, $810°; 2-dr., $680, 
$575, $505; Custom 4-dr., $630, $585. 
"54 Custom sedan, $520, $475, $370. 
"653 Main 2-dr., $265. 
"52 4-dr., $200. 
‘51 club coupe, $325 
MERCURY—'5S4 station wagon, $710; 2- 


If satisfied 


customers 


SOCONY MOBIL OIL COMPAN 
MAGNOLIA PETROLEUM CO., GENE 


dr. 


$450". 


’53 Monterey 4-dr., $370; 2-dr., $305. 


NASH—’'54 Statesman 4-dr., $420. 
'53 coupe, $300; 4-dr., $250*. 
OLDSMOBILE — '58 (88) 4-dr., $2,670° 
(ps). 
'57 (88) station wagon, $2,260° (ps); 
Holiday, $1,975* (ps); (98) 4-dr., $2,- 
160* (ps); (88) Super 4-dr., $1,770° 
(ps). 
"56 (88) Super 4-dr., $1,550° (ps). 
"55 (88) 4-dr., $1,175* (ps), $1,175; 
2-dr., $900°*. 
"64 4-cdr., $555°*. 
’53 4-dr., $355* (ps), $200°. 


PLYMOUTH—’ 57 Fury coupe, $1,755*; Bel- 


vedere coupe, $1, 


500 


725° (ps); 4-dr., 
* 


(ps). 


"55 Plaza 2-dr., $420. 


PONTI 
"4 © 


"53 Chieftain 4-dr., 
"52 coupe, $260; 


AC 
Yhieftain Catalina, $595*. 
$465, $280°*. 
4-dr., $200*. 


RAMBLER—’56 4-dr., $965. 


$1,- 


'57 Chieftain Catalina, $1,810°. | 


dr., 


STUDEBAKER '53 Commander 4- 
$290°. 
MISCELLANEOUS—’'58 Willys pickup, $2,- 


125; 


Ford Ranchero, $1,720. 


"56 Volkswagen 2-dr., $1,225. 
"54 Dodge panel truck, $390. 


CHICAGO 
Greater Chicago Auto Auction. 
every Thursday. Prices are for sale 


Apr. 3. 














INC., and Affiliates: 
L PETROLEUM CORP. 


Sale 


of 


243 units were sold from 381 offerings. 
BUICK—’57 Special Riviera, $1,705*. 
’56 RM 4-dr., $1,540* (ps), $1,500* (ps); 
conv., $1,535* (ps); Super conv., $1,- 
525* (ps); Riviera, $1,365* (ps); Spe- 


cial Riviera, $1,300*, $1,230* (ps); 
Century Riviera, $1,160* (ps). 
’55 Super Riviera, $945* (ps), $910*, 


$845, $800*, $790*, $780*; Special Rivi- 
era, $935*, $910* (ps); 4-dr., $830°*. 
’54 Super Riviera, $700* (ps), $600°; 
Century 4-dr., $680*; Special, $475. 
’53 Super Riviera, $435*, $300*; Special 
Riviera, $225*. 
*51 RM 4-dr., $215*. 

CADILLAC—’58 (62) coupe, $4,005* (ps). 
'56 (62) coupe de Ville, $2,450° (ps), 
$2,395* (ps); 4-dr., $2,100* (ps). 

’55 (62) coupe, $1,675* (ps). 
*54 (62) coupe de Ville, $1,625* 

"53 (62) 4-dr., $655* (ps). 

"52 (62) 4-dr., $475°. 

*49 (62) coupe de Ville, $200*. 
CHEVROLET—’58 Nomad station wagon, 


(ps). 


$2,450* (ps). 

’57 Bel Air conv., $1,835* (ps); Sport 
coupe, $1,575°; 4-dr., $1,550°; One- 
fifty 4-dr., $1,405*; 2-dr., $1,265; 
Two-ten 2-dr., $1,245. 

’56 Bel Air Sport sedan, $1,305*, $1,- 
270*; 2-dr., $1,055; Two-ten station 
wagon, $1,275, $1,270*, $1,085; 2-dr., 
$870, $725°. 

"55 Bel Air coupe, $965* (ps); 2-dr., 
$730; Two-ten station wagon, $855. 

"54 Two-ten 4-dr., $470. 

"53 Bel Air 4-dr., $570*, $380; Sport 
coupe, $435; 2-dr., $385; Two-ten 4- 
dr.. $200*. 

| DeSOTO — ‘57 Firedome coupe, $1,900* 
(ps). 

"53 Firedome 4-dr., $215°*. 

DODGE—’57 Royal Lancer 2-dr., $1,650* 


(ps). 
"55 Custom Royal Lancer 4-dr., $675°. 
"54 Coronet 4-dr., $380°. 
’53 station wagon, $350. 





cars... 
s 


sub-zero cold. 


of gasoline. 


Outsells all other 
year-round oils by far! 


‘ 


Mobiloil Special can help you make new 
car customers permanent customers. 

It’s the year-’round oil that’s right for all 
.a “must” for new cars! 





Model Breakdown 
Of Auction Averages 








April, 1958 March, Feb., 

Model To Date 1958 1958 

1958.. . $2,708 $2,778 $2,828 
1957.. 1,653 1,657 1,691 
1956.. 1,164 1,166 1,171 
1955.. 899 895 891 
1954..... 618 598 590 
19658..... 381 359 357 
1952 237 243 230 
ae 174 185 183 
Overall ——— ———— —————- 
Average $ 979 $ 985 $ 993 





FORD—’58 Fairlane (8) 500 Victoria, $2,- 
350*; Custom 300 4-dr., $1,750. 

’57 Thunderbird, $2,560*, $2,530° (ps); 

Fairlane (8) 500 4-dr., $1,500°; conv., 


$1,475* (ps); Country sedan, $1,705*; 
Ranch Wagon, $1,400*; Custom 300 
2-dr., $1,320*, $1,025; 4-dr., $1,275, 


$1,240, $1,235. 

’56 Fairlane (8) Victoria, $1,150* (ps), 
$1,145* (ps); conv., $905*; 2-dr., 
$810*, $720, $700; Country sedan, $1,- 
000, $925*; Custom 2-dr., $915*, $910*, 


$800, $790*, $755; 4-dr., $690; Main 
2-dr., $680. 
'55 Fairlane (8) conv., $970*; Victoria, 


$895*; 4-dr., $795*, $785*; Custom 2- 
dr., $655°. 

"54 Crest Victoria, $625* (ps), $495°*, 
$295*; Custom 4-dr., $405, $400; 2-dr., 


$390° 
$395, $385; 


53 Crest Victoria, 2-dr., 
*52 Ranch Wagon, $305; sedan, $280*. 


$345° 





Can double engine life . . . in summer heat, 
In effect, increase the octane rating 
Help control engine knock, pre-ignition 


ping, spark plug fouling. 


Increase gas mileage, engine power. 





Another reason you’re Miles Ahead with Mobil 











HUDSON—’57 Hornet Hollywood, $1,569 
(ps). 

"55 Hornet 4-dr., $575*%, $400°; 2-dr, 
. 


0*. 
LINCOLN—’57 Premiere Landau, $2,719 
(ps). 

’55 Capri coupe, $1,075* (ps). 

’54 Capri coupe, $590* (ps). 
MERCURY—’57 Turnpike Cruiser, $2,339 

(ps); Montclair coupe, $2,005* (ps); 
4-dr., $1,885* (ps), $1,875* (ps): Mom 
terey 4-dr., $1,675*; coupe, $1,380, 

’56 Monterey station wagon, $1 285°; 
coupe, $1,205* (ps); 4-dr., $1,205* 
(ps); 4-dr., $1,205* (ps); Montclair 
coupe, $1,075*, 

’55 Montclair coupe, $1,150* (ps); Cu 
tom coupe, $885*; 4-dr., $750, $5809, 
$530*; Monterey coupe, $800*, $7299, 

*54 Monterey coupe, $630*, $585*; 4-dr,, 
$630. 

’53 Custom 2-dr., $355*; 4-dr., $340*. 
NASH—’54 Statesman 4-dr., $445*, $310¢, 
OLDSMOBILE—’57 (88) Super 4-dr., §2,. 

045* (ps); (88) 4-dr., $1,715*, $1,610*, 
°56 (88) Holiday, $1,370* (ps), $1,360*, 


$1,150* (ps); 2-dr., $1,320*, $1,255, 
$1,190*; 4-dr., $1,220°. 

"55 (88) Holiday, $1,200* (ps), $1,085* 
(ps); 4-dr., $935*; (98) Holiday, $1,- 
095* (ps); (88) Super 4-dr., $1,015* 
(ps). 

"54 (98) Holiday, $1,075* (ps); cony., 
$950*° (ps); 4-dr., $705*; (88) 4-dr,, 
$810* (ps). 


"53 (98) 4-dr., $420* (ps). 
PACKARD —’56 Clipper coupe, $1,000* 
(ps). 
"55 Clipper 4-dr., $735*. 
PLYMOUTH—’57 Belvedere (8) coupe, $1,- 


675* (ps), $1,550*%; Savoy (8) 4-dr., 
$1,495* (ps). 

"56 Belvedere (8) coupe, $925*; Belve- 
dere (6) 2-dr., $870; Savoy (8) 4-dr., 
$915, $825, $800. 

"55 Belvedere (8) 4-dr., $740*; conv., 
$300*; Plaza 4-dr., $460. 

"53 Cranbrook 4-dr., $265. 

PONTIAC—’56 Star Chief conv., $1,400* 
(ps); Chieftain Catalina, $1,170*; 2- 
dr., $850°*, 

‘55 Star Chief Catalina, $1,075*; Chief- 
tain 4-dr., $880*; 2-dr., $505*. 

"54 Star Chief 4-dr., $550*; Chieftain 
4-dr., $325* (ps). 

"53 Star Chief Catalina, $330*, $265* 
(ps); 4-dr., $270°*. 

RAMBLER—'5S8 4-dr., $2,100*. 

°56 4-dr., $925*. 

‘55 Cross Country, $845. 

STUDEBAKER — '53 Commander 2-dr., 
$300. 

"52 Champion coupe, $275. 

MISCELLANEOUS—-'58 Volkswagen 2-dr., 


$1,870, $1,825. 
"55 Austin 2-dr., $440. 
'53 Ford %-ton pickup, $425. 
"53 Dodge 1%-ton cab and chassis, $430. 


BUFFALO 


Thruway Auto Auction, Inc. Sale every 
Monday. Prices are for sale of March 31. 
Used car market is flourishing. Good 
clean cars in top demand at top dollar. 
Seld 36 cars from 68 consignments, 
BUICK—'56 Special 4-dr., $990. 
"53 RM 4-dr., $400° (ps); Super Hard- 
top, $295°. 
CADILLAC—'52 (62) 4-dr., $465°*. 
CHEVROLET—’'55 Two-ten 4-dr., $765; 2- 
dr., $755. 
"54 Two-ten 2-dr., $520. 


"53 Two-ten station wagon, $300; 4-dr., 
$205. 
"52 station wagon, $315. 
DeSOTO — ‘57 Firedome Sportsman, $1,- 
925° (ps). 
"56 Firedome 4-dr., $960*. 
DODGE—’53 Coronet 2-dr., $205. 
FORD—'56 Fairlane conv., $1,100*; Coun- 


try sedan, $1,295* (ps); Custom 4-dr., 


$750. 
’55 Fairlane 2-dr., $905*; Custom station 
wagon, $900. 
"53 Ranch Wagon, $550*; 4-dr., $400*, 
$165. 
MERCURY — ‘'54 Monterey 4-dr., $620°, 
$500°*. 
"52 Monterey 4-dr., $120*. 
OLDSMOBILE—'56 (88) 2-dr., $950*. 


"53 (98) 4-dr., $585*° (ps). 
PACKARD—’'53 coupe, $250* (ps). 
PLYMOUTH—’'57 Piaza 4-dr., $1,200*; Sa- 

voy 2-dr., $1,155°*. 

"56 Belvedere conv., 

"52 coupe, $160. 
PONTIAC—'55 Chieftain Hardtop, $995* 

(ps); Star Chief 4-dr., $615* (ps). 
MISCELLANEOUS — '55 Chevrolet %-ton 
pickup, $513. 


LOS ANGELES 


Harold Henry’s Los Angeles Auto Auc- 
tion. Sale every Tuesday. Prices are for 
sale of Apr. 1. 


$1,100* (ps). 


BUICK—’'57 Century station wagon, §$2,- 
455° (ps). 

"56 Century Riviera, $1,465* (ps); Spe- 
cial Riviera, $1,355* (ps); RM 4-dr., 
$1,350* (ps); conv., $1,335* (ps). 

"55 Century Riviera, $1,235* (ps), $1,- 
100* (ps); RM Riviera, $1,125* (ps), 
$800* (ps); Super Riviera, $1,030* 
(ps), $975* (ps), $920* (ps). 

"54 Special Riviera, $775* (ps); 2-dr., 
$620°. 


’53 Super conv., $475*. 
"50 Super Riviera, $220*; Special sedan, 


$105*. 

CADILLAC—’'57 Eldorado Seville, $4,500* 
(ps); (60) 4-dr., $4,155* (ps); (62) 
4-dr., $3,310* (ps). 

’56 coupe de Ville, $2,980* (ps); 4-dr., 
$2,950* (ps); coupe, $2,375* (ps). 
’55 Eldorado coupe, $2,350* (ps); coupe 


de Ville, 2 at $2,300* (ps); 4-dr., $1,- 
845* (ps). 

"54 conv., $1,780* (ps). 

53 (62) 4-dr., $700* (ps). 

"52 (60) 4-dr., $1,000* 
Ville, $870* (ps); 

*51 4-dr., $420*. 

"50 conv., $445°; 4-dr., $255*. 

’49 conv., $270*. 

"48 4-dr., $120*. 

"42 (60) Special sedan, $175*. 

CHEVROLET—’58 Impala (8) Sport coupe, 
$2,620*, $2,600*; Bel Air (8) 2-<r., 
$2,410*; Yeoman station wagon, §$2,- 
335°; Biscayne (8) 4-dr., $2,250* (ps), 
$2,105*; 2-dr., $2,205* (ps). 

"57 Bel Air (8) conv., $1,650* (ps); 
Sport coupe, $1,795*, 3 at $1,750* 
(ps), $1,740*, $1,695*; 4-dr., 2 at $1,- 
725* (ps), $1,705* (ps); One-fifty (8) 
2-dr., $1,530*; Two-ten (8) 4-dr., $1- 
530* (ps), $1,495*, $1,410; 2-dr., $1,- 
390*, $1,250. 

’56 Corvette, $2,025*; 


(ps); coupe de 
conv., $605*° (ps). 


Two-ten station 
wagon, $1,405*; Sport coupe, $1,355* 
(ps), $1,325*; Delray, $1,165*; Two- 
ten (6) 2-dr., $1,000*, $865*; Bel Air 
(8) conv., $1,345*. 

‘55 Bel Air (8) Sport coupe, $1,290*, 
$1,225*; 2-dr., $985*, $775*; Two-ten 
(8) 2-dr., $840*; 4-dr., $735*; Two-ten 
(6) 2-dr., $755; 4-dr., $690, $560; One- 

(Continued on Page 36, Col. 1) 
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$430. 


out of every dollar spent on 


every 


ood 
ollar. 


-| automotive products is spent by households that read 
4 an average issue of LIFE 


LIFE gives you a vast and responsive market every single 
week. The average issue of LIFE is read by 15,320,000 house- 
holds—31° of all U. S. households. And these 31° buy 38°% 
of all automotive products. 


What a market. And what a selling opportunity, when you 
know for certain that you can reach 38¢ out of every con- 
sumer dollar spent for these products. 


These newly released figures from LIFE’s Study of Con- 
sumer Expenditures reaffirm what LIFE advertisers already 
know: that all across the country, people who read LIFE are 
the people who are receptive to selling messages . . . the peo- 
ple who actually do the better-than-average purchasing. 


No wonder in 1957 U.S. passenger car manufacturers invested 
more dollars and bought more pages in LIFE than in any 
other magazine. 





Source: LIFE’s Study of Consumer Expenditures, an analysis of $200 billion spent by U. S. 


households for consumer goods and services in 1956. 


1,- 
8) ADVERTISED IN 


onty [Wa 


gives you so much selling support... 





so swiftly, so surely 
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Used-Car Auction Prices 


(Continued from Page 34) 





fifty 2-dr., $595. 


080; Custom (8) 4-dr., $1,070. 
"54 Bel Air 2-dr., $630; Two-ten 2-dr., 


’56 Country sedan, $1,400*; Fairlane (8) 





$600. Victoria, $1,245*° (ps); sedan, $1,000*; 
’53 Two-ten Handyman, $510*; 2-dr., | conv., $1,070* (ps); Custom (8) 2-dr., 
$470, $425; conv., $400*. | $1,040*; 4-dr., $1,005*; Main 4-dr., 
"52 4-dr., $285, $205. $835*. 
"51 2-dr., $220 ’55 Thunderbird, $1,735* (ps); Country 
°49 4-dr., $120. sedan, $1,405* (ps), $1,200*° (ps), $1,- 
OHRYSLER — ‘57 Windsor 4-dr., $1,990* 170* (ps); Fairlane (8) Victoria, $1,- 
(ps). 070* (ps), $950*, $845* (ps); club se- 
'53 Windsor 4-dr., $395*. dan, $900*; 4-dr., $755; Ranch Wagon, 
’52 Newport, $280*° (ps), $175* (ps). 4 a ons ele” $755°; Custom 
/. . ) 2-dr., ‘ le 
i. 58 Firedome Sportsmen, $2,965 | *54 Crest Victoria, $685*, $600*; conv., 
‘56 Fireflite Sportsman, $1,635° (ps). Seae?: “oenem San = coet ere. 
"55 Fireflite Sportsman, $1,275* (ps). 4-dr., $345: Main 2-dr $355. r 
"53 4-dr., $205°. ’ - e . : 
’52 4-dr., $185*, $170* 53 Custom -4-dr., $450°* (ps); coupe, 
ae ’ , $430°; conv., $395*. 
DODGE—'57 Custom (8) Royal Lancer,| ‘52 Custom 2-dr., $355*. 
$2,045*; Coronet (8) 2-dr. Lancer, ’51 cou $200° 
pe, . 
$1,400. | °5O 2-dr., $100, 
hs ae on” $300*; Meadow- | ‘49 conv., $120°. 
roo -dr., $275. | , e 
"52 Coronet 4-dr., $200*. | KAISER—'S3 4-dr., $235°. 


FOR D—'58 Thunderbird, $4,400* (ps), | UINCOLN — ’57 Premiere coupe, $3,100° 


$4,300* (ps), $4,290* (ps), $4,250°| (ps), $3,085° (ps). 

(ps), $4,200* (ps), $4,150° (ps), $4,- "56 Premiere coupe, $1,935* (ps), $1,- 
135* (ps), 2 at $4,130* (ps), 2 at $4,- 925° (ps). 

100, $3,950°. | MERCURY — ‘56 Custom station wagon, 


’S7 Country sedan, $1,865*, $1,855*, $1,- | $1,330*; Monterey coupe, 2 at $1,300*, 


850°; Ranch Wagon, $1,700*, $1,585*; $1,060. 

Fairlane (8) 500 conv., $1,700° (ps); "55 Monterey station wagon, $1,285*; 
Victoria, $1,670* (ps); sedan, $1,650*, coupe, $1,025*, $1,000*, $925*; Mont- 
$1.575*; Custom (8) 300 2-dr., $1,- clair coupe, $1,015* (ps), $860°* (ps). 
485°, $1,425°; Custom (6) 4-dr., $1,- ‘54 Monterey coupe, $750* (ps); 4-dr., 








$515*; Custom 4-dr., $485*. 
’53 Monterey coupe, $535*, $490°, $480°; 
conv., $350*; Custom 4-dr., $400°. 


"51 4-dr., $135. 
*49 4-dr., $130. 


NASH—’55 Ambassador 4-dr., $920* 
’54 Statesman 4-dr., $290*. 
’53 Statesman 4-dr., $300*. 
’51 Statesman 4-dr., $150*. 


OLDSMOBILE — ’57 (88) Fiesta station 
wagon, $2,450° (ps); Holiday, $2,150° 
(ps), $2,030* (ps), $1,875*. 

"56 (88) Super Holiday, $1,605* (ps); 
(88) Holiday coupe, $1,515* (ps). 

°55 (88) Super 4-dr., $1,250* (ps); Holi- 
day, $1,250* (ps), $1,150* (ps), $1,- 
080*; sedan, $1,025", $975*; (98) 4- 

dr., $1,170* (ps). 

"54 (88) Super Holiday, $903°*; (88) 
Holiday, $805*; (98) Holiday, $680°. 

"53 (88) 4-dr., $395*; (88) Super sedan, 
$355*, $350°; (98) 4-dr., $380°, 

"52 (98) Holiday, $215°; (88) 
$200*, $160*. 

"5O 4-dr., $105*. 

PLYMOUTH —’'58 Belvedere (8) 
coupe, $2,500°; (6) 
wagon, $2,400°. 

’57 Fury Hardtop, $2,400* (ps), $1,950*; 
Suburban, $1,900*; Belvedere (8) club 
sedan, $1,675* (ps); Sport sedan, $1,- 
660°. 

"56 4-dr. Suburban, $1,300*; 2-dr. Sub- 
urban, $1,205*, $1,150*. 


(ps). 


$360°. 
4-dr., 


Suburban station 


Sport | 


Chieftain 4-dr., $1,210*, $1,155*, $1,- 
125°. 

’55 Star Chief Catalina, $1,105* (ps), 
$1,040*. 


*54 Chieftain 2-dr., $450*. 

’53 2-dr., $275. 

’52 Chieftain 2-dr., $165; 4-dr., $165. 

’51 Catalina, $150*, $135°. 

50 2-dr., $120*. 
RAMBLER—’56 Cross Country, 

’55 Cross Country, $990*. 
STUDEBAKER—’56 Power Hawk sedan, 


$1,500*. 


$890°. 
MISCELLANEOUS — ’58 Ford (6) %-ton 
pickup, $1,150. 

’57 Hillman Minx 4-dr., $1,160; Husky, 
$1,075. 

’56 Chevrolet %-ton pickup, $1,040; Ford 
%-ton pickup, $760, 4 at $750; Volvo 
station wagon, $1,510; 2-dr., $1,410. 

"54 Studebaker %-ton pickup, $290*. 

"53 Dodge %-ton pickup, $400. 

"52 GMC %-ton pickup, $395; Studebaker 
%-ton pickup, $230; MG roadster, 
$700. 

"51 Dodge %-ton flatbed, $180. 

’50 Ford %-ton panel, $145. 


FARGO, N. D. 


Tri-State Auction Co., Inc. Sale every 
Thursday. Prices are for sale of Apr. 3. 

Sold 56 cars out of 114 consignments. 
BUICK—’'53 Hardtop, $360*. 

"51 4-dr.. $150*. 


55 Belvedere (8) station wagon, $1,150*, | CHEVROLET—’57 Bel Air (8) 4-dr., $1,- 


$1,100*; 4-dr., $990*; Sport coupe, 
$985*, $835*; Savoy (8) club sedan, 
$665*; 4-dr., $585. 

"54 Plaza Suburban, $540. 

"53 Cranbrook 4-dr., $285; 


$245; business coupe, $200. 
"51 4-dr., $220. 
*49 Suburban, $150. 


PONTIAC—’57 Star Chief Catalina, $1,- 
940° (ps). 
"56 Star Chief Catalina, $1,310° (ps); 


| 
| 


| 
| 





club sedan, | 


CHRYSLER—’51 NY 2-dr., $155* 
DeSOTO—’53 Firedome 4-dr., $345*. 


620°; Two-ten (8) 4-dr., $1,460, 
445; Deluxe (8) 4-dr., $1,400. 
"56 Two-ten (8) 4-dr., $1,000, $800. 
"55 Bel Air (6) Sport coupe, $1,045*; 


(6) 2-dr., $665. 

"53 Two-ten 4-dr., $435; Bel Air 4-dr., 
$285. 

"51 4-dr., $235, $220, $190. 

"49 4-dr., $130. 


$1,- 


(ps). 


For fuel filters with sales features 


~ CARTER 





@ FUEL SYSTEMS 





Carter's specially designed Ceramic Filtering 
Element with microscopic pores! Carter's ex- 





clusive Magnatrap® . . . powerful permanent 
magnet that fits inside any Carter Fuel Filter, 





) CARTER 


mn 


ST. LOUIS 7 


a: 


no porous filter can catch! 





traps and holds smallest particles of iron oxide 


Increase your profits with the sales features of 
the famous Carter Fuel Filter Assortments. Filters 
to fit practically any make or model of car or 
truck. For details, call your Carter supplier. 


INDUSTRIES 


TE 


MISSOURI 


CARBURETOR 


MODERN FUEL SYSTEMS 





DODGE—’52 Wayfarer 2-dr., $170. 
F OR D — '56 Custom (8) 4-dr., $1,970*; 
Main (6) 2-dr., $790. 

’55 Fairlane 4-dr., $790*. 

°54 Main 2-dr., $455. 

*53 Custom 2-dr., $455. 

*52 4-dr., $320, $190. 

*51 4-dr., $170. 

"50 (8) 2-dr., $135. 

MERCURY —’'55 Monterey 4-dr., 
Sport coupe, $815* (ps). 

’54 Monterey 4-dr., $625*; Custom 4-dr., 

$400*. 

*52 Monterey coupe, $380. 
NASH—’55 4-dr., $920°. 
OLDSMOBILE—’56 Super (88) 4-dr. $1,- 

370° (ps). 

"54 Super (88) 4-dr., $835*° (ps); Deluxe 

4-dr., $690*. 

"53 (98) 4-dr., $480* (ps). 

*51 (88) 2-dr., $110*. 

"50 2-dr., $180*. 
PLYMOUTH—’55 Savoy Hardtop, 

*54 2-dr., $390. 

"53 4-dr., $150. 

"52 4-dr., $150. 

"51 4-dr., $145. 
MISCELLANEOUS—’'56 Ford %-ton, $765. 

’55 Ford %-ton, $730. 

*53 Ford i-ton (wrecker), $865. 

"48 International 2-ton, $390. 


NEW YORK CITY 


Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Apr. 1. 

An 80 percent sale here this week with 
dealers bidding very sharply for cood 
clean merchandise, Rough and off cars 
bringing just what they are worth. Sold 
86 out of 114 offerings. 


$330*; 


$740°. 


BUICK—’56 Special station wagon, §$1,- 
335°; 4-dr., $1,080°*. 
’54 Century Hardtop, $710*. 
53 Super Hardtop, $530°; 4-dr., $340*; 


RM Riviera, $450*. 
CADILLAC—’57 (62) club coupe, $3,400*. 
"53 (62) conv., $955°. 
"51 4-dr., $320°. 


CHEVROLET—’57 Bel Air 4-dr. Hardtop, 
$1,585; Two-ten 4-dr., $1,275, $1,235, 
$1,230. 


"56 Bel Air 4-dr., $1,190*; Two-ten sta- 


tion wagon, $1,065; 4-dr., $975, $940, 
$935, $930, 2 at $925; 2-dr., $980, 
$930, $890. 
’55 Two-ten station wagon, $870*; 4-dr., 
} $725°. 
| "54 Bel Air 4-dr., $605°; 2-dr., $580; 
| One-fifty station wagon, $505°; 2-dr., 
| $375. 


’53 One-fifty station wagon, $375. 
"52 coupe, $245°. 





"51 4-dr., $110. 
CHRYSLER—’'53 NY Hardtop, $375*; 4- 
dr., $275*; Windsor conv., $255*. 
DeSOTO—'53 sedan, $365*. 
DODGE—'55 Royal Hardtop, $720°*. 
"53 Coronet 4-dr., $235*. 
FORD—’57 Custom 4-dr., $1,300*, $1,275*, 
$1,200°, $1,165°. 
"56 Country sedan, $1,150; Custom 4-dr., 
$1,000. 
"55 Fairlane conv., $975*; Custom 4-dr., 
$700° 
| °S4 station wagon, $625; Crest 4-dr., 
$600°*, $475°; Main 2-dr., $220; Cus- 
tom 2-dr., $405. 
"53 Custom (8) 4-dr., $355°; Custom (6) 
4-dr., $305 
"52 station wagon, $400. 
| °S1 4-dr., $125°. 
HUDSON—'S4 4-dr., $340°*. 


MERCURY—’'54 Monterey Hardtop, $580°*; 
Custom 2-dr., $665. 
"53 Hardtop, $470°. 


| NASH—'53 Statesman 2-dr., $300. 
| OLDSMOBILE—'54 (98) 4-dr., $640*; (88) 
4-dr.. $690°; conv., $650°. 
‘53 (98) Holiday, $305°; 4-dr., $215°*, 
$205*. 


"51 4-dr., $180°. 

"50 station wagon, $110. 
| PLYMOUTH—'56 Belvedere 4-dr., $960*. 
| "54 Belvedere 4-dr., $500°; Hardtop, 

$550. 

‘53 Savoy station wagon, $300. 

"51 station wagon, $150. 
| PONTIAC — '56 Chieftain Catalina, 

200°; station wagon, $1,165°. 

"55 Chieftain 2-dr., $650°. 

'53 Chieftain 2-dr.. $315°. 

"52 Catalina, $195°. 

"51 4-dr., $105°. 
STUDEBAKER—'53 Commander Hardtop, 
| $400° 
WILLYS—'50 station wagon, $215. 


$1,- 


MISCELLANEOUS — '55 Chevrolet %-ton 
pickup, $515. 
DYER, IND. 
Dyer Auto Auction. Sale every Friday. 


Prices are for sale of Apr. 4. 

Very gratifying sale even though there 
was a double holiday involved, Market 
appears to be strengthening continually. 

| Sold 191 cars out of 293 consignments. 
| BUICK—'57 Special conv., $2,000° (ps). 
| ‘53 Super Riviera sedan, $390°; Special 
| 2-dr., $295°; Special Riviera sedan, 
$270*; RM 4-dr., $275* (ps). 

"52 RM 4-dr.. $210°; Super 4-dr., $150°. 
CADILLAC—’57 (62) coupe, $3,095* (ps). 
| "S54 (62) 4-dr., $1,495° (ps), $1,400° (ps). 
| °53 (62) 4-dr., $650°. 

"52 coupe de Ville, $600*; 

$545° (ps). 
CHEVROLET "56 Two-ten (6) 2-dr., 

$950°, $925; (8) 4-dr., $885°; Bel Air 

(6) 4-dr., $870. 

55 Bel Air (8) coupe, $700*; (6) 2-dr., 

$675; Two-ten (6) 2-dr., $555*. 

"53 Bel Air 4-dr., $330. 

"52 Deluxe sedan, $285, $200, $175. 

"51 2-dr., $275°. 


(62) coupe, 


DeSOTO—'53 Firedome 4-dr., $155*; 4- 
dr., $175. 
DODGE—'57 Coronet (8) conv., $1,665°; 


4-dr., $1,385°. 
"54 2-dr., $295°. 
"53 Coronet 4-dr., $330*. 
FORD—'57 Thunderbird, $2,650°; Fairlane 


(8) 500 4-dr. Victoria, $1,575*, $1,- 
430°, $1,425*; Custom (8) 2-dr., $1,- 
170°. 

"56 Country sedan (8) station wagon, 
$1,295* (ps); Custom (8) station 
wagon, $1,100*; 


Victoria, $1,100*; 4- 
dr., $795; 2-dr., $650. 

’55 Fairlane (8) conv., $880°; Custom 
(8) 4-dr., $755°. 

HUDSON—’'54 Hornet 4-dr., $425°*. 

‘53 Wasp 2-dr., $105. 

MERCURY—’57 Monterey sedan, $2,000°, 
$1,400*; coupe, $1,600*. 

"56 Monterey station wagon, 
(ps), $1,410* (ps); 
$1,215*. 

"54 Monterey 4-dr., $545*; coupe, $515°; 
Custom 4-dr., $370*. 

NASH—’53 Statesman 4-dr., $190. 
OLDSMOBILE — ’'57 Super (88) Holiday 
sedan, $1,990* (ps), $1,885*%; (88) 4- 
dr., $1,500*, $1,395°, 

"56 (88) 2-dr., $1,200°*. 

"55 (98) 4-dr., $1,290* (ps); (88) Holi- 
day sedan, $1,035* (ps); (88) sedan, 

(Continued on Page 40, Col. 3) 


$1,530° 
Montclair coupe, 
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PHILADELPHIA, PA.. JANUARY 26, 1988 


Unusual, Imaginative Window Treatments Add dd Interest to Rooms 


ae a epee By BARBARA BARNES 


“DOES YOUR HOME need a quick pick-up? 

There is no better way to give it one than by chang- 
the window treatments 

And there is no sitrer way to let it become “dated” 
im by leaving the game old curtains up year after 


ar. 
% If you're doubtful about new ideas, you'll find that a 

; Ay g . . wup of rodms recently done over at Lit Brothers will 
+ < ——S wide a dozen or so—ail of them fresh and imagin- 


ae + . ve. 
e ee The first lesson the rooms teach is: “Don't overdo.” 

PS : Vt cutter ap windows with layer after layer of ma- 

lal ; 

The next is: Consider windows and walls as a single 

t, nol asa lot of separate little cut-up areas. 


WITH THESE TWO principles in mind, you can take 
“4ty in a lot of different directions. 

“equa, homefurnishings co-ordinator at the 

*ed unusual windows to go with Spanish, 

““torian and Contemporary furniture— 

~ adaptable enough to go with any- 


4ing is a pair of windows 

‘“e conventional sense. 

“sg with black grill 
‘“ambra 

“= cut from 

* fabric 


1 room, in which 


¢ the in with the 


shocking pink.” 


‘esting contrast 

up in a floral 
*tween the win- 
Italian room is 
re of their being 


1g on a balcony 
tains. you'd see 


MOORISH GRI . 7 = s sd by a “marble” 


a in Philadelphia nearly everybody reads The Bulletin oe 





Pursui 


Among the largest cities, Philadelphia has _ sales messages are carefully read by the entire 


Leave: the highest percentage of home ownership. family—in the home, where most of the de- 
acite ns fel It’s a city where life revolves around home, _ cisions to buy are made. Philadelphians like 
ron tiatbeon “Ti family and friends. And this good life is | The Bulletin. They read it, respect it and 
scan Teenager,” & ‘ ° ° 9 es es 
H. Remmera anc accurately reflected in Philadelphia’s home __ respond to the advertising in it. 
Bobbe- Morr c newspaper—T he Evening and Sunday Bulletin. 
ac. Indvanapolt . . 
5 1 ule . The Bulletin goes home . . . delivers more 
eed te tho Por > ae a Ge of a one eng * copies to Greater Philadelphia families 
versity) Opimion tan newspaper, The Bulletin adds its distinc- 
present-day probi ; ; ae . every seven days than any other newspaper. 
Meas. tive and characteristic reporting of local news 
Sandy towers and exclusive family features 
eee © y teatures. Advertising Offices: Philadelphia * New York + Chicago 
modern civilization. T, a T p Representatives: Sawyer Ferguson Walker Company, 
slid Acmatonns set o advertisers, The Evening and Sunday Detroit + Atlanta * Los Angeles + San Francisco « Seattle 


many 
alarm when they le Bulletin offers important advantages. Your Florida Resorts: The Leonard Company, Miami Beach. 


and pale gold. 


The Bulletin publishes the largest amount of R. O. P. t Lic Beothers) 
color advertising in Philadelphia—Evening and Sunday! 
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dark-haired, fine- 
ice; two children 










who recently dis- 
grant hair tonic 
pupil at Lamber- 
and Nancy, just 





for kindergarten 
1, whose favorite 
‘pink, blue and 
not red.” 








ive in a two-story 





om brick row 
of many similar 
wvases ui Overbrook Park, 






which they bough! from blue- 
prints ten years ago And no- 
body stands in awe of Dr. 
Levitt just because he knows 
what's going on in the heav- 
ens; at home he's husband, 
father, handy man, pal and 
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In the Letterbox 


(Continued from Page 14) 





from the dealers to the factory 
would reflect sales for the wide- 
awake manufacturer ready to — 
serve them. 

Under an open merchandising 
method where the dealer may buy 
what he wishes, he certainly would 
want the items the public is asking 
for. The manufacturers are going 
to have to “create the desire” for 
their product in the public mind. 
The dealer could advertise himself 
and relative advertising costs would 
certainly be more effective if his 
ad could reach potential buyers of | 
all makes rather than a single line 
of merchandise. 

Dealerships of the future are, 
by public demand, going to have a 
variety of makes, free parking and 
realistic prices. The price pack will 
have to go, as the public only be- 
comes confused, learns to distrust 
the dealer. 

Perhaps the “historic” markup 
is a thing of the past. The public 
is no longer willing to pay it and 
the dealers are not getting it. 


potential. The same would apply to 
management and service personnel. 

The only way to bring profit 
into the auto business is by mod- 
ern merchandising methods, It is 
misleading to think that legisla- 
tion can maintain profits by law. 
Proper ethics and regulations to 
protect the public is fine, but the 
new dealer law in California has 
created a Frankenstein and is 
perpetuating the very evils that 
are killing off the auto dealers 
and keeping them captives of the 
factory. 

If legislation of some help is 
needed, it should start by requir- 
ing safety checks on all cars before 
they can be retailed. 

Having been associated with the 
automobile business for many 
years, we feel this letter reflects 
the thinking of all mature “auto- 
mobile people.”—James Fany and 
Viren. DuNN, Fleet Sales Co., 4715 
Crenshaw Blvd., Los Angeles 43, 
Calif. 


2 * * 


would be paid to the dealer quar- 
terly with no amount of finance 
charge withheld, as the major fi- 
nance companies have the indi- 
vidual contract guaranteed by the 
dealer, and they are using his 
money to further their invest- 
ments. 

4. Manufacturer to obtain a 
closed-territory system, whereby 
every car sold in a dealer’s closed 
territory by another dealer would 
be subject to 10 percent of the 
invoiced price of the automobile 
to be paid to the dealer in whose 
territory the car was sold. 

5. That every small dealer have 
at least one line of cars which 
can be considered staple, such as 
General Motors (Chevrolet and 
Cadillac), Ford Motor Co. (Ford) 
and Chrysler Corp. (Plymouth). 
This would have a tendency to 
strengthen the small dealer in 
economic uncertainties, which 
higher-priced lines are subject to 
in good and bad times, 

6. When a corporation goes into 
business, it must declare itself, 
either as a retailer or a whole- 


saler, and if it obtains a license as | 


a retailer it cannot wholesale, and 
if it obtains it as a wholesaler it 
cannot retail. This would eliminate 
bootlegging. 

7. That each manufacturing con-| 





Anniversary Celebration— 


Golden anniversary of CIT Financial 
Corp., New York, founded in 1908 and a 
pioneer in development of installment 
credit sales for automobiles, also marks 
50 years of service with the firm for 
Claude L. Hemphill, left, shown here re- 
ceiving CIT’s only 50-year pin from Presi- 
dent Arthur O. Dietz. Hemphill helped the 
late Henry Ittleson open CIT’s first office 
and is now a director, 
| but to all dealers, and have the loan 
guaranteed with some banking 
corporation, similar to that system 


—__ 


sales, service and financial prob. 
lems, and this to be a continuoy 
program of the manufacturers. 

9. The U. S. Government to 
establish a $15,000 tax exemption 
on all corporations or business 
with less than one million dollars 
net assets. This $15,000 tax 
exemption would be good only if 
the $15,000 was reinvested within 
the business. 

10. That the dealer contribute 59 
cents and the manufacturer 5 

cents for each car sold; this money 
to be spent for promotion and 
goodwill of the automobile dealers 
of America. 

11. That there be one set of list 
prices and that all dealers, under 
penalty of cancellation, use this 
and only this price, so that a new 
automobile purchased in the State 
of Maine or California would have 
the same list price, subject, of 
course, to any State or County 
taxes. 

12. That there be a uniform code 
of licenses for both manufacturers 
and automobile dealers, so that no 
political ambitions or other undue 
influence would enter into the 
granting of a license for an auto- 
mobile concern, and that it would 
be just as tough to become a dealer 


= ah ae aaa ee — oe Oe See Dealer Offered cern set up a loan department, so| Used by the VA on loans. in Cincinnati, as it is in Boston— 
= = on te shop all the | (Eprror’s Note: This letter was |that a dealer could obtain a low-| 8. That each corporation have a|CHartes G. Hat, President, Hall 
7 te 4 and | addressed to President Eisen- | cost loan, not set up as it is now to| well-trained staff to assist small| Buick & Pontiac, Inc. Orleans, 
dealers hower, and a copy was sent to | the large metropolitan dealers only, business in the management of | Mass. 


It is asking a great deal to ex- 
pect salesmen to cold-canvass for) 
a single line today. Usually the) 
salesman spends more in time and | 
money than the amount of com- 
mission on a competitive market 
is worth. His only hope is to work 
his bird dogs. 

Under an open dealership, pros-| 
pecting would be more rewarding. 
Open dealerships could attract the 
best salesmen with the increased | 


| Automotive News): 


In these troubled times there are 
many solutions to a varied number 
of problems which are both im- 
practical and unhealthy for a na- 
tion. I am not an economist, nor 
an individual who has a cure-all, 


| but I would like to bring before you 


pertinent facts relating to an in- 
dustry that I believe is a most 
|important part of our economy to- 
day. 








New Commercial Car Registrations, 
All States for February, 1958-1957 


Truck istrations by states are 


released weekly, as compiled Brock- 
way | role? 


by R. L. Polk representatives in 
state capitals. 
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Stwde- 
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> I have a simple 12-point plan, 36 States Previously "58| 32| 11856; 194) 1937) 9803) 2500) 4359) 398 201; 617 B01; 1265) 33963 
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put in tion by the giant auto- 57| 720) 12) 78 530} 170) 210), — 4H) C22} 42} SS] st 

| — 8 425 | 2 si; 380) s«it)Cti«éi 15 l 20 10) 39; 1195 





8-Year Term mobile manufacturers and some | ©°°'?'* ‘57 | $63 9] 65) 4411 182) 1% 21 12; 16| 8} 18i3 












































UFO . C—In Carteret | Becessary to be put in motion by | (77; 58 i) 336 4) 61) 358) 104) te2) 22 4) 27; 19) +24) 1e 
foleenter Court a heme 4, Presid-| * Siant government. i caienl ‘7 |___ 466 8) 110] 448] ta) 39), zz} a) a9} ot] Sa) SH 
ing Judge Joseph W. Parker sen-| 1 think that financially the tre-| Kansas Ss [246 i9| 178) 61 100) 3 4 a 7 
tenced H. Earle Mobley, former|™¢€ndous impact of large business| _ ‘S| | _ 22 5 24; 247) 9 79 4) 0) 
Morehead City automobile dealer,|°" “Our economy has finally weak- | Kentucky a | 30 3 Te 3 i 17 i3) 4 
to 8 to 10 anes on each of two|ened the small business man who aa: “ ~ ; 38 < Fi a na d 8 — - - um 

' ' n i | ; 
fraud indictments, The sentences | ™uSst —— the pee sine ‘57| | 1091 10) 168} 857] 172) S57) 12 2 | 4 59) 2621 
are to run concurrently. produced by the larger manufac- | Tipp: 8) 49 | i 2s) S| mm 4 ae ae 
Judge Parker also sentenced | ‘turers, and this in my opinion is 57) 448 | $2} 376] 108), 146 4 3 5 9 2} 1154 
Mobley to 3 to 5 years on each of | the simple answer to the present) iisouri ‘58 | Sv 5) 4) ALCO) 284) 2 6 is} 20) ~=S«4|~—sS38 
12 embezzlement indictments, the | ttend or recession... . ; ‘S7| | 74 5 68) 508} ISI] 72 10 24 57) 16 31) 1787 
12 terms to run concurrently. The | Following is my 12-point plan: New York ‘58 10; 554 6) 173) 431 170; 430) 67) 7| 4 0 é2)s1S9) 223 
later Mentnce, snk to bgin |, §,New ca fo be shipped to| > eee eee ee 
the expiration of the 8-to-10-year | dealers and placed on consignment | “tishome ‘7 | 776) | wm wal wl 93 5 | 2 Hl 5| bl 
terms, were suspended on condi-| for @ period of 120 days. After this | =~ se | 218) 3, 10, «| @ 27 3 WW 2 oy 3% 
tion Mobley remain on good be-| the dealer would have to pay in- ‘57 | 330) | 3%) 307 77\ 130 1| 1} 30] = StS]? 
havior for a five-year period after| terest for the additional time he | pjjjivanie 58 8) 54) 7; 148) 500) 133) 2%| + +#+7 is} 73). ~~ 89) ~«Sto2|—=C9 
expiration of the original sentence. | Wished to keep the vehicles. > ‘57 12} 830) 10} 218) ~— 34] ~— 222} S359) 39 85| 167 30| 2684 
Judge Parker reserved judgment 2. All major finance com- | Vermont ‘58 is | 6! 16 6 9 ! 2) 5S 
on a third fraud indictment until; panies to have a reasonable fi- (os wv 18) =. i nee ee s oe ! 83 
the June 9 term of Superior Court) mance charge and that the | All States Reported ro Si) 16005) 251 2806, 14045) 3643) 6403) 681, «274, ~=«OG99| ~~ ig07| levi, 4936 
For February 57 37; + 22769| 253 3320} 18244 5101; 6769 86S 59! 1178 1802 1199) +62129 
here. Apparently this was done to| allowed practice of using high |—/ Se) 113) 34534) 444) S839 20661, 7566) 13925) 1626, 664) 1709| 2702 3a2i| iorsos 
allow some action to be taken on| and inflated charges cease. To Date 57| __«88| 43589 —-Séi| 7201 31540] 10276, 14308) 1882/1288 2431| | 3675| —2269| 119108 





$50,000 “breac ract” serve earned for handlin : ; : a 
& br h of cont t” suit + vi t be th tail & “The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
Mobley had filed against Atlantic | an guaranteeing e Fre paper exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the revort is published. 
Discount Corp. of the major finance companies R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions."—R. L. Polk & Co. 


New Passenger Car Registrations, All States for February, 1958-1957 
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The 1957 figures for Nash and Hudson are included in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 


‘ 





Previously Reported ‘58 = 279; 5808; 2508 581! 2265! 51I87| 14632| 25173| 38666 1936) 1330) 5465| 47397| 11955| 4858; 49319) 13172 10567! 89871| 151/ 1628! 1779; 8491! 178519 
For February '57| «3756 221| 3977) + 4875} 1301! 4701} 10247) 24113) 45237) 56807) | 1626) 10932} 69365) 18497} 5308) 55713) 16508) 13961| 107987) 365) +2530) +2895) 3452) 234913 
California "58 800 149 949, 488) ~=—-205 353) 1248) 3127) 5421; 7430 = 387 1037; 9160| +1620, 1257| 9885) 2006) 1622) 16390|  20'  226|  246| 4721| 36887 
‘57 629 142 771 876 277 728| 1664) 3754) 7299) 10936 431 2338} 13705) 2830] 1270] 9011! 2597| +2381) +1089 30} 355) 385) 2727) — 
, Florida "58 191 2 233 105 7 | 198| 776| 1238) 1923 tas) 101 | 212| +2356) ~=—«S5I 450) mel 639/ 396 | 5146 5 = 60 a 
‘57 183 48 23! 204 13 17% 665| 1367} 2525} 3352 179) 586] 4117] —991| ~—550) 923; 6 7063) 12 99 TT 526| 14573 
Georgia 58) 173 35) 208 9) 30 4i|-269|+~=«749| += eB] «a 754) 70) 32| 160| 2016) «493 137; 2140, ~—S—««679|~—S—38i| 3830) é| 43) | “3| 7739 
‘57 83 16! 128) >| 9| 333) 795) 1379) 3122) | Ld 408} 3567) —683)_—187|_—«3002) =~ 761! ~—610)_—«5 243] 3} 78) 8! 108| 10477 
ndiana "58 I 5 i 6 23 68; s«s52 a 84 207; «1880 ~~ 180 ™ 506|-343| «3232 11] 156) 67 I79) 6504 
‘57 154 sl 159) 50 216) 435 1027] 1905] 2980 56 3470 as + 714, 561} ase 20 193} 213]_—«101| 10606 
nsas "58 9 94) a 3 73] 24 “| ae 50| mI 104 «1227 a 65) sesas 223! —«23i|—S«s775 i 34 35; ««137| = s-3714 
‘57 63 4 67) 33) 9 42 95 464} 1005) 2B 171| 1204 212 69} a 217; 728| 1757 4 | 28) 31} 355! 
Kentucky "58 7 9 87) 4 5 31 15 = 2; ~C«S id 21 a 1194 3% 414; 262) —=—o2459 8 4 32) ei; 4339 
a ‘57 5! 52| cA 202 i 934| 1827 27 263| 2117 503 tlt to 482 397 = ;| 49 56| 30 = 
Massachusetts 58) x a ba 122 2s 107 267 1040, ‘1591! a7 77 168; 1903| 475| 234) té6e4 552; 390 é 54 60 
57 390} 249 287 1938 2574|  2583/ 113 513} 3209 | %0) 274 oan 1057) ie] 53 5353 131 | 9 91 iE Me 
Michigan 58) 1% 211 rT 1351| 2398| 4008) am i. 669/515 1240) Sit 1700; —«1143) «9843 7 106| 689) 1873! 
zd a4 36 533 0 710 - 3332} 6186) 7355! 1617 — 2199} 1123; az? 2194] 1559 13697 |_ 2 al 207 361| 30099 
Mississippi 3) “8 a5] a a 223 339 760 “| “5 6! | 206; 6 ~ a i 74 ~—C«SO|—=Sé«ds32)=C“<C<‘<*7Y|SS 3 @2) 291! 
‘Sy 17 18} 10 198 342| 570) ~=—*1143 176 Isat 353 74) 1257 77 241} 219% ' 9 4 | 4188 
Missouri 142| 15 157 7 24 74| +224 659 aa Zot Vea] 3 235 ml a 206; 2411 wm 433) 12 72| += 289| ~=—« 8078 
115} 2 117 141 49 163 353} 1004) 1710 439 | __207|_—- 2653) $91 4755 H| iiel inl 90| 10094 
York 58) 3 605; «SIS 121; 412 945|  -2137| «4130 200 a) 650| 5179/1587; 1034) e472 11 1295!" 11874 29 318|  1648| 23754 
'57| 388 25 413| 793 161; 648 al 2717| 5610 rey 240 1108 pass 2117| 720) 5059} 1901; 1475! 11272 2 274 oF a 
58) 119 | 126 2” 14 33 188 335 a) 2) | a mr a 710) «138, —Ss«w44)~—SC«'0 63) 7 
‘s7 143 z= 167 3! 160 508} 1027! 1310 56 278 tera} 129] 1479| 369] 383) 2748) ia} 93 % ion 
exas ‘58 253) = aH 67 173 “ 1518| 2424| 5473 202; «142 476 a = 623| 6956) 1786) —*11e5{ 12139 8 ig 154| 624) 22131 
57 = 3 7 116 335| +738 = = 7701 |} 2 1265| 9079 577 a 1895} 1538) = 13 173 "I a= 27009 
Vermont ‘58| ! 1 is my 3 2 186 
tS “a a! a  - e 133, an i| | at elt | 447 
All States Reported ‘58/ A oa 3917 Tiese 27713 87791|  21343| 9763) 9233 18551| 166776  261| 2 wa 19530| 333580 
For February '57| t33| 572| 7135) 5602 mid 8412 itera] ont a nal ar 1086 ces 3218 = 132455| 33299 i004 | wal 50593) 25199| 204160 536 EE 9180] 438725 
‘ear ‘ss; 1320! eas 10824) at 8966| 21469 “104461 — | 8587 5617| 20643) 166415| 48636 20616) 196367 40192 iT 4} 30404) 715512 
To Date ‘S7| 13477) = 1157) 16766| 16874| 36794 34523 159604| 219126 636! 9780 265267| 68312 76501 wee a 49214 corel 3 gE os 18430| 876045 


pert is published, R. L. Polk & Co. cannot assume any liability by reason of 
Polk & Co, 








——, 


| prob. 
tinuoug 
PTs. 

nt t 
nption 
Si ness 
lollars 


To- | 
TAL 


33963 
42622 


1374 
1971 


11% 
1813 
112 
1531 


670 


Leal 
1198 
147 
2621 


728 
mst 
1535 
1787 
72233 


133 
oA) 


1027 
1997 


83 
491% 
62127 
101504 
19108 


been 
ished. 





e-window’ test to sell more E-Z-EYE options 


lise this ‘toll 





See Raymond Burr as ‘Perry Mason”’ in The Perry Mason Show, CBS-TV Network, Saturday Nights 


“Perry Mason” proves E-Z-EYE is the next best thing to air conditioning 


Let your customers drive your demonstrator out in Reduces fatiguing glare, too 
the sun and roll the E-Z-Eve window halfway down. 
They'll feel the sun burning their forehead while the 
rest of their face stays shady cool. The reason: E-Z-Eyve 
Safety Glass has a special blue-green tint that filters 
out hot solar radiation, keeps it from pouring in 


on the car’s occupants. 


This test also shows how E-Z-Eye protects against 
glare fatigue, caused by squinting into strong natural 
light. Particularly through the windshield, your cus- 
tomer will see how shaded E-Z-Eyve Safety Plate 
reduces glare while giving clear, undistorted vision. 


Any wonder why E-Z-EYeE is one of your car’s most wanted 
options? Anda most profitable one for you? Sell it! 


3 steps 
0 added 
protits 


I= -Z-[EY I= 


1. ORDER YOUR CARS FROM 
THE FACTORY WITH E-Z-EYE 
GLASS. Cars move more 
easily with E-Z-Eye (na- 
tional surveys show more 
than 55% of car buyers 
want tinted glass). 


SAFETY 


2. EQUIP ALL YOUR DEMON- 
STRATORS WITH E-Z-EYE. No 
better way to sell the 
features of E-Z-Eve than 
by giving your prospects a 
convincing look-through. 


Raat ae 


I 
| 
\_~,- 


with the shaded windshield 


LIBBEY - OWENS - 


3. SELL UP TO E-Z-EYE AT 
OPTION-CHOOSING TIME.One 
of the least expensive of all 
optional features, but an 
extra sale for you and much 
of it clear profit! 


‘oO. PLATE GLASS 


FORD GLASS COMPANY, TOLEDO 3, OHIO 
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$1,080*, $840. 
54 (98) 4-dr., $670. 
= deluxe '53 (88) 4-dr., $340*. 
PACKARD—’'54 coupe, $615* (ps). 
’53 conv., $410. 
PLYMOUTH—'57 Plaza (6) 2-dr., $1,200°. 
'56 Belvedere (8) 4-dr., $1,255*; Plaza 
. (6) 2-dr., $650. 
ector '55 Belvedere (8) 4-dr., $650*; conv., 
at pro $575*; Plaza (6) 4-dr.,. $540. 1465, 
wm PONTIAC—’'57 Chieftain (8) 4-dr., * 
-aoor 440° 
*56 Chieftain (8) 2-dr., $755. 
'55 Star Chief (8) conv., $1,025°. 
°54 Chieftain 4-dr., $330°*. 
’53 Chieftain sedan, $405, $280. 


’52 sedan, $225*. 


RAMBLER — '57 Custom station wagon, 
$1,750°. 
'55 station wagon, $840, $825. 
MISCELLANEOUS—'58 MG roadster, $1,- 
950 
'56 Ford %-ton pickup, $665*, $645°. 
'54 Dodge %-ton pickup, $525; Metro- 


politan sedan, $475; GMC %-ton, $450; 
Chevrolet %-ton panel, $420. 

’51 Kaiser 4-dr., $105 

’48 Buick hearse, $170. 

'46 International %-ton pickup, $125. 





| 


| 











° — 
4-dr., $800. 
‘54 Custom 4-dr., $570*; Ranch Wage, § Jp Ha 
"53 Ranch Wagon, $550; sedan $299 
$160. 
*52 Victoria, $360*, $235°; sedan $229 
"51 coupe, $160°. 
"50 sedan, $165. 
LINCOLN—’'52 Cosmopolitan 4-dr., $229 
*48 2-dr., $500. I 
MERCURY—’55 Monterey Hardtop, $900, 
$720; Custom sedan, $740*, $725°*, ’54 Hardtop, $780°. 
$705, $700, $665*, $625, $615. NASH—’51 Statesman 4-dr., $100. co 
’54 Main sedan, $340°; Custom sedan, | OLDSMOBILE—’'56 (88) Holiday, £1,375, ¥ 
$360°. '52 4-dr., $200° (ps). Auto 
MERCURY—’56 Monterey club coupe, $1,- ’51 4-dr., $190°, $170*; 2-dr., $135¢, wage ii 
190*, $1,080°. PACKARD—'55 4-dr., $700*. f 
’55 Monterey club coupe, $865°. PLYMOUTH—’56 Savoy (8) 2-dr., $995*, 8 try, De 
’54 sedan, $565°; 2-dr., $495. "55 Savoy (8) 4-dr., $760; Savoy (6) Mercur. 
OLDSMOBILE — '56 (88) sedan, $1,450° 4-dr., $700. their el 
(ps). ’53 Cranbrook 4-dr., $310. 
‘54 (88) Super sedan, $735*, $725°,| °51 4-dr., $170. cuts. 
$715*; Holiday, $750°; conv., $800° | PONTIAC—’'53 Chieftain 4-dr., $325, $310; 
, Acco! 
(ps). 2-dr., $260. ‘ 
"53 (98) sedan, $400° (ps); coupe, $395* | RAMBLER—’55 4-dr., $975°. gari, © 
(ps). STU DEBAKER—’53 coupe, $125. yolunta 
PACKARD—’53 Clipper sedan, $195°*. MISCELLANEOUS — ’'53 Chevrolet 1-ton rox! 
'52 sedan, $125. cab and chassis, $360, $320. appro? 
PLYMOUTH—'57 Fury Hardtop, $1,785; "52 Ford %-ton pickup, $285. 
Belvedere coupe, $1,375. 
’56 Belvedere sedan, $915*; Suburban, 
$1,100* (ps); Savoy club sedan, $875°, VALDOSTA, GA. 
eb 125. Tom Hewitt Auto Auction, Sale every] 
55 Savoy sedan, $700*, $560, $550;| Friday. Prices are for sale of Apr. 4. 
Plaza station wagon, $625. We had a red-hot sale today. Plenty 
PONTIAC—’57 Safari station wagon, $1,-| of clean cars to choose from and the 
5 tee ee eas ae ts ; high dollar for all the cars sold. 
"56 Star Chief sedan, , * (ps). BUICK—'57 8 jal 4-dr., $1,650°. 
'55 Star Chief sedan, $900*, $710*; 56 RM eviews, $1,210*. Reco 
Chieftain 2-dr., $775*, $740°; coupe, '55 Special 4-dr., $920°. the pr 
_ 3795°. CADILLAC—’56 (62) coupe, $2,500*, 
54 coupe, $590° (ps), $550°. "55 4-dr., $1,800°. 
RAMBLER—'55 sedan, $400. ‘54 coupe, $1,485*. 
’54 station wagon, $410. CHEVROLET—’'58 Bel Air (8) 4-dr., $2, 
STUDEBAKER — ‘55 Champion 2-dr., 170°. 
$490°. ‘57 station wagon, $1,675*; Bel Air 2. 
dr., $1,600°; 4-dr., $1,490°; Two-ten 
EBENSBURG, PA. 4-dr., $1,400°. 
Ebensburg Auto Auction. Sale every "56 Two-ten station wagon, $1,130°; Bel 
| Thursday. Prices are for sale of Apr. 3. __Air 2-dr., $750°; One-fifty 2-dr., $660. 
Market is good right now. Some mod- 55 station wagon, $715; Two-ten 4-dr,, 
Sold v2 cars from $695*, $615. 
ake setae. § % . "54 Bel Air 2-dr., $350; Two-ten 4-dr., MERCU 
BUICK—'57 Special 4-dr., $1,725* (ps).| ,_ $945; One-fifty 4-dr., $300. ot 
'55 Special 2-dr., $795 {5S 4-Gr., SOs. = 
'54 RM 4-dr.. $600* (ps). ‘52 A-dr., $300. a 
A ny ee CHRYSLER’ 55 NY Newport, $1,125° — 
CADILLAC—’53 coupe, $845°*. -' — - , . +3 
| cv 7 ’ ._ | DeSOTO—'51 Sportsman, $190*. (ps 
ae tanh 5S Impala (8) coupe, §2,-| RonGE—'53 2-dr., $170°. "55 (s 
ne ‘ "52 4-dr., $150. "52 2- 
57 s 4 o* 
58 pl, ye 200°, FORD—'5S8 Fairlane ois” conv., §2,- PLYMO 
i. | 350° (ps); coupe, $2,125°. 075 
5g 8 t 
aaa Air Hardtop, $860; Delray coupe, 'S7 Fairlane (8) 500 sedan. $1,600°. $1,- $59 
54 Air 2- 25: s " | 500°; Fairlane 2-dr., $1,410° (ps); "55 Si 
"enon F Ser, CES; alee wage, Country sedan, $1,500*; Ranch Wagon, "53 s 
‘53 Two-t -d 5 ° $1,475*; Custom 2-dr., $1,135. 
52 car, e000" , =e. a coupe } ‘56 Fairlane Victoria, $1,150°; 4-dr., = 
$305. : : a "| $1,080°; conv., $930°; Main 2-dr., wa 
CHRYSLER—’5: f 2-dr. 05° ' $685 , 
———_” Cm 6 | *55 Custom 4-dr., $635, $500. =? 
51 4-dr.. $125. ‘54 Main 4-dr., $460; 2-dr., $450°. STUDE 
DODGE—'55 Coronet 2-dr., $865* 53 Custom 2-dr., $400; 4-dr., $395. 52 © 
EDSEL—'58 Pacer 4-dr., $2,050* ‘52 Main 2-dr., $450 MISCE 
FORD—'57 Custom 300 4-dr.. $1,235* 51 sedan $310, $275. $5 
‘56 Country sedan, $1,295* (ps): Fair- LINCOLN 54 Capri 4-dr., $840*. 
lane 2-dr.. $1,100°, $930, $845; Main (Continued on Page 41, Col. 1) 


COLUMBUS, 0. 
Capital Auto Auction, Inc. Sale every 
Thursday. Prices are for sale of AM ors* 
BUICK—'56 Special 4-dr. Hardtop, $1, ° 
gwo-tone $1,285°, $1,210°; ye wae} 
Now... here’ protector Riviera, $1,390*°, $1,345°, s 
are met '55 Special Riviera, $1,125°, $1,095°, 
to complement two-tone interiors of new ond $1,050*, $1,020°, $920°, $870*; RM| 
used cars. Perfect “necessary accessory" Riviera, $1,075* (ps), $1,050° (ps); 
beco protects i floor mots Century Riviera, $975* (ps) 
wee . - - (1) it te eer gd ’54 Century 4-dr., $770*; Super Riviera, 
from dirt, mud, snow, (2) there's a choice of $695° 
5 two-tone color combinations to hormonize CADILLAC—'57 (62) coupe, $3,365° (ps) 
. : "56 coupe de Ville, $2,400° (ps); (60) 
beautifully with any two-tone interior. Special 4-dr., $2,200 (ps) 
Sell with every new or used car. ‘54 (62) 4-dr., $1,600° (ps), $1,525° 
(ps) 
"53 coupe de Ville, $880° (ps); 4-dr., 
715° (ps), $635° (ps) 
CHEVROLET—'58 Impala Hardtop, $2,- 
405°; Brookwood station wagon, $2,- 
310°; Biscayne 4-dr.. $1,815° 
'S7 Bel Air (8) Hardtop, $1,720°, $1,- 
700°, $1,690°, $1,640°; 4-dr $1,575°. 
$1,425°, $1,415; Two-ten (8) 2-dr., 
$1,300*; One-fifty 2-dr.. $1,060 
"56 Bel Air (8) 2-dr., $1,175*; Two-ten 
2-dr., $1,100°, $1,060, $1,050°, $1,000, 
$990°, $875: 4-dr., $1,050*, $900 $850, 
$835; One-fifty 2-dr $820° 
DeSOTO—'57 Firedome Hardtop, $1,800°; 
4-dr., $1.730° 
55 Firedome Hardtop, $950*° 
DODGE—'56 Coronet 4-dr.. $950°. 
"55 Royal 4-dr., $725°; Coronet 2-dr., 
$450 
"53 Coronet 4-dr., $400° 


‘52 Coronet Hardtop, $195* 
FORD—'5S Fairlane (8) 500 Victoria, $2.,- 
250° 
‘57 Fairlane (8) 500 conv 
$1,760°: Victoria, $1,650°, 
(ps), $1,560. $1,405; 2-dr., 
$1,.230°; Custom 300 4-dr., 
$1,140, $1.110°, $1,205; 2-dr., 
Ranch Wagon, $1,125 
"56 Fairlane (8) Country 
(pe) 
HUDSON 
LINCOLN 


ONDON ROAD meee 
aun ¢ " 2 (ps). 
et alle $1.630° 
$1,375°, 
$1,.360°. 
$1,200° ; 





sedan, $1,440° 


"55 Hornet Hollywood, $775°* 
"54 Capri conv., $800° (ps). 
MERCURY—'57 Montclair Hardtop, $1.,- 
770°: Monterey Hardtop, $1.690*; 2- 
r., $1.625° 
‘56 Montclair Hardtop, $1,050*; 
2-dr., $675° 
"55 Montclair conv.. 2 
terey 4-dr.. $750 
OLDSMOBILE — ‘57 
(ps) 
"56 (98) 
$1,.560° 
(ps): 
'5S (RR) 
195° 
2-dr.., 








at 


(98) conv., 





Hardtop, $1,585° 
(ps): (R88) 
2-dr., $1,150° 
Super 4-dr., 
(ps), $1,125° 
$1,.060° 
"54 (98) Hardtop 
(ps); 4-dr., 
PACKARD 
PLYMOUTH 


(ps); conv., 
Hardtop, $1,500*° 


$1,230° (ps), 
(ps), $1,.115°; 


$940° (ps), 
$845° (ps), $735° 
"55 Clipper 4-dr., $835° 
"56 Suburban, $1,335°, 
050°; Belvedere (8) Hardtop, $1,050°; 
conv., $950°: Savoy 2-dr., $785, 
Plaza 4-dr.. $435° 
"55 Belvedere Hardtop, $890. 
PONTIAC ——'57 
"56 Star Chief Catalina, 
Chieftain 2-dr., $900. 
"55 Star Chief conv., $1,150° (ps); 
lina, $925°. $900°; Chieftain Catalina, 
$915°; 2-dr.. $775* 
"54 Catalina, $735° (ps), $680°. 
RAMBLER — ‘56 station wagon, 
(ps). 
"55 station wagon, 
"53 conv., $360 
STUDEBAKER—'52 Hardtop, $140. 
MISCELLANEOUS—’'58 Ford %-ton pick- 
up, $1,350; Volkswagen 2-dr., $1,700, 
$1.675, $1,665, $1,660. 
"57 Ford Ranchero, $1,220. 


DETROIT 


Motor City Auto Auction. Sale every 
Monday. Prices are for sale of March 24. 
Very steady. Sold 128 cars from 268 


(88) 


TEXANS 
LAST YEAR 
PAID 
$355,000 
MORE 
TO READ 


? consignments. 
' BUICK—’'57 RM sedan, $2,040* (ps); Su- 
; per 2-dr., $2,000* (ps). 
} "55 Super 2-dr., $840° (ps); Special 2- 
} r., $880*, $800°. 
- "53 Special sedan, $315*, $300°. 
: pa a th sedan, $215°*. 
——" 57 = 
; Based on The Houston Post's subscri - on a ade eae ene, 
: rate of 20c more per month than that of any ae tee ee ne 
dail ’55 Bel Air club coupe, $1,065*, $825°; 
f other Texas y: Two-ten 2-dr.. $790*, $710; station 
wagon, $1,025*. 
W. P. Hobby Oveta Culp Hobby '54 Two-ten 2-dr., $565, $395*. 
Chairman of the Board President "53 Bel Air conv., $435; sedan, $360, 
$240; Two-ten sedan, $395°*, $285°*, 


$1,290° (ps); 


$1,465° 
$860°. 


«Oo meer ne 





$255. 
"51 sedan, $205°*. 
"54 Firedome club coupe, $570*. 
‘53 Powermaster sedan, $235*, $180°*. 
DODGE—'54 Coronet sedan, $370*; coupe, 
$365; Meadowbrook coupe, $300. 
’53 Coronet sedan, $365, $190°. 
"52 coupe, $100. 


you need 


THE HOUSTON POST 





FORD—‘st Fairlane (8) 2-dr., $1,430; 
4 *. ” *. 
to cover the Houston market py TN gy, A =.400"; 
56 Fairlane Victoria, $1/165, $985; 

—-. ——e $955° (ps). 
’ rlane ictori: 1,100*, es 
Represented Nationally by MOLONEY, REGAN & SCHMITT Country sedan, weise® (ps): = 





‘ 


Chieftain Hardtop, $1,760*. | 


Cata- | 


| 


Custom | 
$1,200; Mon- | 
$2,225° | 


$1,-| 
$915° | 


$1,- | 
$735; | 











BRINGS YOUR CUSTOMERS 
BACK...AGAIN AND AGAIN 
LUBRIPLATE LUBRICANTS are different . . . they are so much 


better that your customers will feel the difference in the way 
their cars ride and handle. You make more money, too. You 
can charge more for a LUBRIPLATE grease job because it is so 
much better. And remember . . . the guy up the street doesn’t 
sell LUBRIPLATE. 


LUBRIPLATE H.D.S. MOTOR OIL 


is made especially for use in today’s high 
speed, high compression ~~ ines, both gaso- 
line and diesel. Has high film strength, re- 
sists oxidation. Fully detergent. Available 
in all S.A.E. numbers. 


LUBRIPLATE LUBRICANTS are nationally 


advertised. Point-of-sale material available. 
Write us for dealer’s proposition and name 
of a nearby supplier. 


LUBRIPLATE DIVISION, Fiske Brothers 
Refining Company, Newark 5, N.J., Toledo 5, Ohio. 





PLATE LUBRICATION 











Wagon, 


e8 gg 


1,3758, 
1359, 


$995°, 
y (6) 


$310; 


1-ton 


every i 
4 


-lenty 


, 
, $1- 
(ps); 


4-dr., 
2-dr., 


! 


—_— 


jo Hard-Hit Detroit ... 
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Dealer Workers OK Pay Cuts 


By Frank Gawronski 
Staff Writer 


N CONTRAST to the United 
© auto Workers’ demands for a 
wage increase in the auto indus- 
try, Detroit-area Ford and Lincoln- 
Mercury dealers are proposing and 
their employes are accepting wage 
cuts. 

According to Arthur M. Strin- 
gari, counsel for the dealers, the 
yoluntary wage cuts have affected 
approximately 1,000 employes at 43 

Ford and two 
Lincoln - Mercury 
dealerships. The 
Ford dealers are 
members of the Met- 
ropolitan Ford Deal- 
ers Assn. 


Recognizing the seriousness of 


the present economic slump, em-| 


|ployes of the dealers, both union 


and nonunion, during the last few 
weeks have gone along with wage 
reductions ranging from five to 12) 
percent, Stringari said. 

“The drastic action was taken 
to help many dealers stay in busi- 
ness,” Stringari said. “The plight 
of some is desperate.” 

Stringari said that none of the 
dealers put the wage-cuts into ef- 
fect on a unilateral basis. 

“In all cases we have encouraged 
dealers to call meetings of their| 
employes, explain the situation and 
show them the losses,” he said. 

“The attitude of both employes 
and union leaders has been refresh- 
ing. They want their employers to| 
stay in business.” 

Employes of 11 of the dealerships 





Used-Car Auction Prices 
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MERCURY—'57 Montclair Hardtop, $1,- 
680°: station wagon, $1,575*. 

‘56 Montclair Hardtop, $1,260°. 

‘55 Montclair coupe, $865° (ps); 2-dr., 
$500 

OLDSMOBILE—'56 (98) Holiday, $1,770° 


(ps); (88) 4-dr., $1,260°. 
"55 (88) Super 4-dr., $1,200°. 
"62 2-dr., $175. 

PLYMOUTH—'56 Belvedere Hardtop, $1,- 
075*: Savoy 2-dr.. $700°; Plaza 4-dr., 
$595. 

"55 Savoy 4-dr., $665*°, $470 
'53 station wagon, $410; 


2-dr., 


$400. 


PONTIAC—'56 Star Chief 4-dr.. $1,265*. 
‘655 Star Chief Catalina, $900°; station 
wagon, $700*; Chieftain 4-dr., $650. 
"S44 4-dr., $525°. 
"53 2-dr., $180°. 


STUDEBAKER—'54 4-dr., $240. 
"52 coupe, $150, $105. 
MISCELLANEOUS—'56 Ford panel truck, 


$500 


SEATTLE 
South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of Apr. 2. 


BUICK—’56 Century Riviera, $1,480° (ps). 
‘55 Special Riviera, $1,160° 


"52 Special Riviera, $280°; 2-dr., $160° ; 
RM 4-dr 220° (ps) 
"50 2-dr., $120. 
CADILLAC—'57T coupe de Ville, $3,860° 
(ps); (62) 4-dr., $3,500° (ps). 
"54 (62) 4-dr.. $1,700° (ps). 
"51 (62) 4-dr., $530°. 
"50 4-dr., $300° 
CHEVROLET—'57 Bel Air (8) conv., $1.- 
905* (ps), $1,895° (ps); 4-dr., $1,800° 
(ps), $1,775* (ps), $1,765° (ps), 3 at 
$1,750° (ps); Two-ten station wagon, 
$1,695; coupe, $1,595. 
'66 Bel Air 4-dr., 2 at $1,355°; Two-ten 
4-dr., $1,090. 
"55 One-fifty 2-dr., $640. 
"53 Bel Air 4-dr., $580*; Two-ten 2-dr., 
$595, $560. 
CHRYSLER—'55 NY coupe, $1,465°. 
DeSOTO—'56 Firedome 4-dr., $1,495° (ps). 


"51 Custom 4-dr., $195°; 
DODGE—'57 Coronet 4-dr., 
"55 coupe, $1,300*. 
"52 4-dr., $250°. 
FORD—'57 Fairlane (8) 500 conv., $1,910* 
(ps), $1,895° (ps); Victoria, $1,885*° 
(ps), $1,.850°* (ps); station wagon, $1,- 
875*; Custom Ranch Wagon, $1,650; 
4-dr., $1,420°. 
"56 Country sedan, $1,475* 
lane Victoria, $1,415*° (ps); 
295° ; 


coupe, $185*. 
$1,740°. 


(ps); Fair- 
4-dr., $1,- 
Custom 4-dr., $1,095; 2-dr., $1,- 


065°. 

‘55 Main Ranch Wagon, $1,060°; 4-dr., 
$725, $610°*. 

"54 Main Ranch Wagon, §$770*; 2-dr., 


$560, $530, $510. 


’53 Custom 4-dr., $570; Victoria, $520°*. 


"52 conv., $270*; Victoria, $250*; 2-dr., 
235, $210. 
"51 4-dr., $150, 
"49 2-dr., $110. | 
HUDSON—'52 Hornet 4-dr., $225*; Wasp 
2-dr., $110. 
LINCOLN — '57 Premiere conv., 


$3,170° | 

(ps); coupe, $2,995* (ps). 
MERCURY—’'56 Monterey coupe, $1,575* 
(ps). | 

"55 Montclair coupe, $1,285* (ps). 

"54 Monterey station wagon, $815; Cus- 

tom 4-dr., $605°. 

"53 Monterey 4-dr., $565, $550°*, 

"51 4-dr., $200. 
NASH—'51 Statesman 2-dr., $165. | 
OLDSMOBILE—'58 (88) Super station 

, Wagon, $3,600* (ps). 

‘57 (88) Super coupe, $2,255* (ps). 

~ (88) aes, $1,505*; 4-dr., $1,335° 

ps); (98) coupe, $1,220° (ps). 
PACKARD—’51 4-dr., $275*. . 
PLYMOUTH—’'58 Belvedere coupe, $2,395°*. | 
raw Suburban, $1,345*; 4-dr., $1,- 








‘55 Savoy 2-dr., $785; Belvedere 4-dr., | 
$860°. 


’53 4-dr. $330. 
PONTIAC —°56 Chieftain Catalina, $1,- 
: 325°; 4-dr., $1,115*, 
52 4-dr., $265°*, 
BLER—’54 Country club, $730, 
STUDEBAKER — '56 Sky Hawk coupe, | 
“gf 008. | 
coupe, $150. 
WILLYS—'54 2-dr., $425. | 
MSCELLANEOUS—'S7 Volkswagen 2-dr | 
'56 Volkswagen 2-dr., $1,230. 
"55 Studebaker %-ton pickup, $780. 
53 Studebaker %-ton pickup, $545. 
42 Ford %-ton pickup, $125. 
* * * 


— Auctions in Brief — 
INDIANAPOLIS 


Ken Schaefer Auto Auction, Inc, Sale 


every Thursday (Apr. 3). Prices steady, 
activity on the increase here as 75 percent 
of the consignment changed hands. 

* * * 


FLINT, MICH. 

Flint Auto Auction. Sale every Wednes- 
day (Apr. 2). Action in the used-car mar- 
ket seems to be gaining momentum, Sharp 
cars are in great demand, Sold 175 cars 
from 277 offerings. 

* * * 
SYRACUSE 


Syracuse Auto Auction. Sale every Wed- 


nesday ‘Apr. 2). Sold 68 cars from 88 
offerings. 
* * * 
ALBANY 
Tim Anspach Dealer's Auto Auction. 
Sale every Monday (March 31). The car 
market here today reflected a continued 
speed of activity on quality cars. Car buy- 
ers from hither and yon battled it out in 


a snappy quick auction. Sold 156 cars from 
192 offerings. 





*For year 1957 : 1,334,000 lines 


are represented by Teamsters Local 
376. 

The pay cuts, in most cases, 
apply to all employes except sales- 
men. 

“The salesmen have not been 
asked to take part in the program 
because they are the hardest hit of 
all,” Stringari stated. 

“They work on commissions and 
many haven’t sold a car in weeks. 


| Many are existing on money drawn 
in advance from dealers which will | 


be taken out from future commis- 
sions.” 
* * = 


Dealers Take Cut 


| “WN MANY cases the dealers have | 


waived their own salary or 


have cut it 25 percent,” Stringari| 


said. 

Ford dealerships, where the 
union is cooperating to trim 
costs, include Cliff Cannon Ford, 
Inc., Detroit; Bud Truba Ford, 
Berkley; Downtown Sales, Inc., 
Detroit; Ralph Elisworth, Inc., 
Garden City; Hettche Co., De- 
troit; Johns Bros., Detroit; Ray 
North, Inc., Ferndale; Southwest- 
ern Motor Sales, Detroit, and Al- 
fred F. Steiner Co., Detroit. 


The two Lincoln-Mercury dealers 
are Harry Newman Motor Sales 
and Park-East Lincoln-Mercury. 

In St. Paul, between 700 and 800 
mechanics will receive pay in- 
creases of 7% cents an hour this 


year and the same amount in 1959) 


under terms of a contract with the 
St. Paul Automobile Dealers Assn. 
The vote to accept was about two 
to one. 

Under terms of the agreement, 





Wilson Ford Burns 


MOUNTAIN GROVE, Mo.—Wwil- 
son Ford Motor Co. and 12 new cars 
were destroyed by fire. Loss was 
estimated at $300,000. 





1958 41 
association. members will set up an 
incentive earnings program which 
some garages already have estab- 
lished. They also granted union de- 


2 More Makers 
po nor a liberalized vacation (}ffer Incentives 


Terms of the contract were| 
worked out at a meeting conducted | 
by George Wilson, Federal concilia- | 
tion commissioner, in Minneapolis. | 


i . 5 Staff Writer 
Resume Contract Talks | DETROIT. — Plymouth and 
THE factory front, General|Chrysler division have instituted 
Motors Corp., Ford Motor Co.| incentive programs for dealers with 
and the UAW resumed contract | payments ranging from $25 to $150 
talks last week after a short recess. | per car. 
Negotiations will reopen at Chrys- Under a “Two-Stage Plymouth 
ler tomorrow (Apr. 15). | Profit Program” which runs until 
Union and company bargainers | May 20, the factory pays deal- 
tackled noneconomic provisions | ers $25 for each conquest sal 
of the contracts, which expire at | | 
| transactions in which the tradein 


the end of May. Details of the | °* 
working agreement will occupy  * ® non-Chrysler Corp. product, 
Dealers also receive $30 for sales 


the bargainers for several weeks 
before they start discussing eco- |of new ’57 or ’58 models shipped 
from the factory before Jan. 1. A 


Chrysler, Plymouth 
To Pay $25-$150 a Car 
By John K, Teahen Jr. 


nomic matters. 
The UAW is expected to devote | conquest sale of such a model 
extensive discussion to the prob-| would bring a dealer $55. 
lems involved in production stand- | Chrysler division’s “50-Day Sella- 
ards — how much work a man ” 
should do in a specified time. thon,” which ends May 10, does not 
apply to Imperial units. 


The UAW has asked the com-| 
panies to write in new contracts | The factory pays the dealer $100 


specific provisions for faster proc-|f0r each sale of a new ’57 or '58 


| essing of such disputes, which have | Chrysler shipped to him before Jan. 


been responsible for most of the|1. He gets an additional $50 if he 
strikes in the auto industry over|takes a '54, '55 or 56 model (any 


the past several years. 

Differences over production 
standards have plagued Chrysler, 
particularly since last fall, period- 
ically idling thousands of its 
workers. 

UAW negotiators will begin col- 
lective bargaining sessions with 
American Motors Corp. tomorrow 
(Apr. 15) in Detroit. 

The union team, headed by Tony 


Connole, assistant to Norman| 


Matthews who is director of the 
UAW American Motors depart- 
ment, will detail its demands to 
Edward L. Cushman, industrial re- 
lations vice-president, and eight 


| make) in trade. 


Dealers receive $50 for each 
sale of a new Chrysler shipped 
after Jan. 1 if a '4, "55 or "56 

| model (any make) is taken in 
trade. There is no payment for 
| @ clean deal under this section 
of the program. 
| Rebate and/or conquest-payment 
| programs have expired during the 
last two weeks at Dodge, DeSoto, 
Mercury and Ford division. Still in 
force is Edsel’s rebate plan in 
which payments range from $75 to 
$450 and an American Motors’ con- 
test which offers vacation trips for 
dealers and merchandise prizes for 


other company representatives. salesmen. 





Media Records repors:* 


NEWSPAPER with most new passenger «or 
advertising in U.S.A. is The CINCINNAM ENQUIRER! 


That’s right. National champions! And the Daily and Sunday Enquirers also rank among 
the nation’s leaders in the used car classified department, with a whopping 2,388,000 lines! 
Meanwhile, the Daily Enquirer is leading locally for the fourth straight year in total automotive 
linage. And its local circulation leadership keeps right on increasing in every category, too. 
Solid justification, wouldn’t you say, for automotive advertisers’ growing preference for 
that growing giant—the Cincinnati Enquirer? 





A giant is growing in Solid Cincinnati! It’s... 


The CINCINNATI ENQUIRER 


Represented by Moloney, Regan & Schmitt, Inc. Detroit Office: 1680 Penobscot Building, Detroit, Michigan 
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New Fund to Take Over... 


Ford ‘Brass’ Selling 
Aurora Corp. Assets 


NEW YORK.—tThe assets of Au- 
rora Corp., private investment com- 
pany largely owned by a Ford 
executive group, will be sold next 
month to a new mutual fund being 
organized by Lehman Brothers, in- 
vestment bankers. 

Five directors of Ford Motor Co. 
and stockholders in Aurora have 
been designated as directors of the 
new open-end investment company, 
to be called One William Street 
Fund, Inc. 

The Ford group includes Er- 
nest R. Breech, board chairman 
and also a director of Lehman 
Corp.; Lewis D. Crusoe, who re- 
tired last year as a Ford execu- 
tive vice-president; D. S. Harder, 
executive vice-president; John S. 
Bugas, industrial relations vice- 
president, and William T. Gos- 
sett, general counsel. 

John R. Davis, former sales vice- | 


president who quit as a Ford direc- 
tor last year, also 
stockholder, 

Assets of Aurora Corp. were val- 





Big Investment Trust 
Sells Chrysler Stock 


BOSTON. — Massachusetts In- 
vestment Trust, the oldest and 
largest open-end investment 
fund, has sold all its holdings in 
Chrysler Corp., totalling 130,000 
shares. 

MIT 
March 31-Apr. 
months after it purchased 30,000 
shares of the company’s common 
stock. 

Chrysler’s annual meeting will 
be held tomorrow (Apr. 
company offices, in Highland 
Park, Mich. 
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ued as of March 31 at $36,183,991. 
Investments were 50.6 percent in 
bonds, 30.1 percent in industrial 
and insurance stocks, 13.7 percent 
in electric and telephone utilities 
and smaller amounts in bank 
stocks, natural gas utilities and 
preferred stocks. 

Since November, 1956, Lehman 
Brothers has been investment ad- 
viser to Aurora. During this time, 
the fund has sustained an unre- 
alized loss of $532,306, but this 
showing has been better than the 
general market, according to 
Dorsey Richardson, president of 
One William Street Fund, Inc. 
The new fund will issue enough 

shares to acquire Aurora’s assets 
after completing a public offering 
in mid-May. Three million shares 
will be sold to the public at $12.5¢ 
each through a group of broker- 
ages. 

Purchase price for Aurora, how- 
ever, will be $11.56 a share, which 
represents deduction of commis- 
sions charged by the underwriters 
on public sales. 

The preliminary prospectus for 
One William Street Fund, Inc., 
said Aurora’s 28 stockholders 
have agreed to hold fund stock 
for investment and not resell it 
to the public. 

The prospectus said Breech 


is an Aurora 


“unloaded” Chrysler on 
1 only a few 


15) at 


| 











DELIVER THE ACCURATE BALANCED TIRE 
PRESSURE THAT'S A “MUST” BEFORE 
ACCURATE WHEEL ALIGNMENTS 

CAN BE PERFORMED. 


Eco tireflators bring tires up to exact pressure 
desired in seconds. Precision-made automatic 
mechanism speeds up shop operation and improves 
front-end service standards. 


Accurate tire inflation is a one-step job with 

Eco Tireflators. No time-wasting “inflate and 
check” routine. No hunting for misplaced gauges, 
because there are no gauges to be lost. 


Let us show you how an Eco Remote Control or 
Wall Tireflator can modernize service in your 
alignment department. It will save you time, 
money and space, too! 


BENNETT PUMP DIVISION 
Muskegon, Michigan 


IN CANADA: JOHN WOOD COMPANY LIMITED 
Toronto * Montreal * Winnipeg * Vancouver 








1958 


owned 14.4 percent of Aurora stock 
and Mrs. Breech, 3 percent; Bugas 
and Mrs. Bugas, 3.6 percent each; 
Harder, 11 percent; Crusoe, 7.2 per- 
cent; Gossett, 3.9 percent; Mrs. 
Gossett, 2.1 percent, and a corpora- 
tion controlled by the Gossetts, 1.1 
percent. 

No data was given on the present 
holdings of Davis or other Aurora 
investors who will not figure in 
management of the new fund. 


Ford’s 1956 proxy statement dis- 
closed that Breech and his family 
held 240,000 shares of Aurora; 
Davis and family, 144,000 shares; 
Harder, 115,000; Bugas and family, 
72,000; Crusoe, 72,000, and Gossett 
and family, 72,000. Their combined 
holdings amounted to about 70 per- 
cent of Aurora stock at that time. 


Dearborn Motors Credit Corp., 
which financed tractors and farm 
implements at wholesale and re- 
tail, was a subsidiary of Aurora 
Corp. from 1953 until it was sold 
to Commercial Credit for a re- 
ported $65 million in late 1956. 


Lehman Corp., which trades on 


Obituaries 


Windsor T. White, 92, 
Truck Company Founder 


CLEVELAND. Windsor T. 
| White, 92, one of the founders of 
White Motor Co., died Apr. 9 while 
visiting his brother, Rollin, in Hobe 
Sound, Fla. 


He, Rollin and another brother, 
|the late Walter C. White, formed 
the truck-producing company from 
White Sewing Machine Co., produc- 
|ing its first vehicle in 1901. He 
resigned from the firm in 1927, 


Kelley Rhoads 
POMONA, Calif.—An automobile dealer 
in Pomona for 22 years, Kelley Rhoads 
died last week at Pamona Valley Com- 
munity Hospital. Since 1936, Rhoads had 
owned and operated Kelley Rhoads Used 
| Cars. 


i 








George F. Markham Sr. 
MILWAUKEE.—George F. Markham sr., 
80, founder and former president of the 
| old Federal Pressed Steel Co., died Apr. 3 
jin Lake Wales, Fla. He lived in Ocono- 
mowoc Lake, Wis. His firm made brake 


drums, auto tire covers and bumpers. 
John W. Francis 
TUPELO, Miss.—John W. Francis, 61, 


Tupelo auto dealer for many years, died 


March 27 in a Memphis hospital. 


Edward A. Jenkins 

COLUMBIA, 8. C.—Edward A, Jenkins 
sr., pioneer Columbia automobile dealer, 
died Apr. 3. In 1905 he set up an agency 
for the Reo automobile. He later branched 
into Cadillacs, Oldsmobiles and White 
trucks. In later years, he got out of the 
automobile end of the business to special- 
ize in vehicle parts through his Jenkins 
Automotive Parts Service. 


Warren L. Thombs 

WARREN, O.—Warren L. Thombs, 61, 
died in a hospital here Apr. 3. He had 
been in business here for 38 years and 
was vice-president of Warren L. Thombs 
Motor Ca, and Howard Thombs Plymouth 
Center, Inc. His son, Howard, is president 
of the dealerships. 


Isidor B. Rosman 
NEW YORK. 


dent of Mineola-Mack Distributors, Inc., 
and head of the national and Eastern dis- 


tributors advisory councils for Mack} 
He was 55. He 


Trucks, Inc., died Apr. 3. 
had been with Mineola-Mack since 1951. 
Mr. Rosman served as special attorney 
general for New York State in 1936-37. 


Erie Bottom 

TULSA, Okla.—Erie Bottom, 71, 
relations director for the Fred Jones or- 
ganizations, died Apr. 1. A former auto 
dealer, Mr. Bottom and his brother han- 
died Detroit-Milburn, Rauch and Lang 
electric cars before World War I. He be- 
came a General Motors dealer in the 1920s. 


Perry W. Way 

LaPORTE, Ind.—Perry W. Way, 68, of 
P. W. Way, Inc., since 1910, died Apr. 1 
after a four-week illness. He first handled 
the Jackson automobile and since then 
had held dealerships for the Stutz, Over- 
land, Willys-Knight, Oakland, Cadillac, 
Chrysler and Plymouth. 


Jesse Milton Flippin 
STUART, Va.—Jesse Milton Flippin, 71, 
founder of Stuart Motor Co., part owner 
and manager of Patrick County Motor Ca, 
and active in a number of other local 
business firms, died March 31 in a hospital 
at Mount Airy, N. C. 


William J. Holmes 


BUFFALO.—wWilliam J, Holmes, 90, the 
oldest automobile dealer in Buffalo, died 
March 31 at Buffalo General Hospital. He 
operated W. J. Holmes Ford at 1440 8S. 
Park Ave. for nearly 40 years before he 
retired last May. 


John Wilson Roop Sr. 
MEMPHIS.—John Wilson Roop sr., a 
retired district manager for American Mo- 
tors, died March 28 after suffering a heart 
attack. He was 564, Mr. Roop had been 
wholesale manager for John T. Fisher 
Motor Co. for 17 years before joining AMC. 


George T. Moore 
OSHKOSH, Wis.—George T. Moore, 63, 
vice-president and sales manager of the 
Wisconsin Axle division, Rockwell Spring 
& Axle Co., died March 17. 


Harley H. Menter 
PEMBERVILLE, O.—Harley H. Menter, 


58, operator of Menter Motor Sales (Ford), 
died March 25. 


Isidor B. Rosman, presi-| 


public | 






















——. 


the New York Stock Exchange, jg 
a closed-end investment company 
operated by Lehman Bros. Lehmay 
Corp. owned 20,000 shares of For 
Motor Co. common stock as of Dee, 
31, 1957. 


The difference between a closed. 


end and open-end or mutual! fund Ep 
is that the former is limited to q ond 
fixed number of shares and isM geal 
traded on an exchange while the gqle: 


latter offers new shares continu. 
ously and is traded over the coun- 
ter. 

The portfolio of Aurora Corp. as 
of March 31 included no vehicle 
manufacturers but listed a num- 


ber of “blue chip” suppliers, mont 
Among these were: Chec! 

Kaiser Aluminum preferred, 2,008 rever 
shares; Aluminum Co. of America, Th: 
3,500; Bethlehem Steel, 8,000; Clark of th 


Equipment, 3,000; Continental Oil, 
7,000; Firestone, 3,060; Goodyear, 
3,060; Gulf Oil, 1,050; International 
Nickel, 3,000. 

Pittsburgh Plate Glass, 5,000; Re- 
public Steel, 6,000; Sinclair Oil, 
4,000; Socony-Mobil Oil, 6,000; 
Standard Oil (Indiana), 6,000; 
Standard Oil (New Jersey), 5,085; 
Texas Co., 4,080; U. S. Steel, 6,000, 
and Westinghouse, 7,500. 
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LOST ANOTHER |} <::; 

or n 

NEW CAR SALE?|} ®- 
Did you lose the deal by a few dol- 

lars? Or don't you know by what 

amount you lost the deal? Don't lose Ll ’ 

sales because you're selling in the OK? 

dark—discover your competitors’ costs 2. 


and you'll know the kind of deal it 
takes to beat them! 








Order the 1958 edition of “AUTO 
COSTS"—the dealers’ wholesale cost 
encyclopedia—the authoritative book 
that gives the complete listing of the 
wholesale costs of ALL 1958 cars, ac- 
cessories and equipment. 


“AUTO COSTS” is priced at $10 per 
copy which includes FREE supplements 
containing all price and model 
changes. Send $10 for the "58 edition 
or only $18 for an economy 3-yeor 
subscription. 


AUTO COSTS 


Box 224— Dept. Bi! 
New York 1, N. Y. 


MOST FLEXIBLE, ECONOMICAL 


SOCKET TO 
BURN OUT 
© intense, even field of boking 
energy 
@ Rugged 750-wott coromic 
type teve-cocted § infro-red 
Generctor does jobs twice o% 
fest os bulbs. Unofiected by 
vibrotion 


Pcie ted 
with Pride...” 


by more than 
4000 New Cor Dealers 


FULL 
COLOR 
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Cards are now DODGE ch 
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Write today for Free Sample Folder , 
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Open Service Door Wide... 


10 Lures in Safety Check 


Eprror’s Note: This is the sec- 
ond of @ series of articles on how 
dealers can build service and 
gales by promoting safety. 

* + * 
By Maynard M. Gordon 
News Editor 


ACH of the 10 items on the in- 

spection agenda for next 
month’s National Vehicle Safety- 
Check is a potential source of 
revenue. 

This is so even if all the items 
of themselves pass inspection, be- 
cause it will be 
necessary to put 
every Safety- 
Check car up 
on a hoi st, 
where lubrica- 
tions, oil 
changes and 
undercar- 
riage wear be- 
come commodi- 
ties of owner interest. 

Dealers complaining of lagging 
service absorption should take a 
closer look at the 10 entries on the 
1958 “Circle of Safety.” Maybe one 
or more of the following can end 
the service—and for that matter, 
the sales—decline: 

> = > 


l BRAKES. Need adjustment? 
* Linings OK? Emergency brake 
OK? 





2. FRONT LIGHTS. Here's a| 


Auto Loan Total 
Drops Fourth 
Straight Month 


WASHINGTON.—The amount of 
automobile credit outstanding fell 
off by $204 million during February, 
according to the Federal Reserve 
Board. 


The decline was the fourth 
straight monthly drop and con- 
trasted with an increase of $22 
million during February, 1957. 


On Feb. 28 of this year, auto 
credit outstanding stood at $15,122 
million, a gain of $690 million from 
the year-earlier figure. The four 
monthly drops in credit outstand- 
ing bring the total to about the 
level of June 30, 1957, when $15,127 
million in auto loans were out- 
standing. 


The amount of auto paper -held 
by finance companies showed the 
greatest drop in February. Finance 
companies held $7,237 million in 
auto debt at the end of the month, 
down $126 million 


year. 

Banks had $6,278 million in auto 
credit outstanding at the end of 
the month, a drop of $68 million in 
the month and a gain of $489 mil- 
lion from the year-earlier total. 


Other financial institutions held 
$1,093 million in auto paper at the 
end of February, down $2 million 
during the month but an increase 
of $139 million in the last year. 


Auto paper held by dealers 
amounted to $514 million at the 
end of the month, a decline of $8 
million in the month and a gain 
of $15 million from the total at the 
end of February, 1957. 


Jury Disagrees 
In Buyer’s $3,000 
Suit Against GM 


WEBSTER CITY, Ia.—A district 
court jury was dismissed after 
failure to reach a verdict in a Fort 
Dodge attorney's suit against GM. 


Edward J. Flattery sought a 
$3,000 judgment against GM, charg- 
ing that the engine of a new 1955 
Buick was defective when he pur- 
chased it. 

The jury deliberated 18 hours 
before its dismissal and was re- 
Ported to have been nine to three 
in favor of Flattery. 

Francis Tierney, attorney for 
Flattery, said he plans to bring the 
Case back into court at a future 
term. 





in the month} 
but a gain of $47 million in the last} 


good chance to land an aiming job, 
besides checking for weak bulbs 
and cracked lenses. 

3. REAR LIGHTS. Does each 
stoplight and taillight function? 
Have bulbs practically had it? 

4. STEERING. Wheel alignment 
may be needed. 

5. TIRES. A tire tradein special 
might be just the thing to clinch a 
recession-worried motorist who’s 
been riding “bald” all year. 

+ 


EXHAUST. Muffler, pipes or 
®* maybe just a weak hanger 
bracket. 

7. GLASS. If any is cracked, us- 
ually the insurance company has 
to pay. 

8 WINDSHIELD WIPERS. 
An item that most car owners 
neglect until either a blade falls 
off or the windshield is streaked 
with rubber marks. Try the pre- 
ventive maintenance approach. 


9 REAR VIEW MIRROR. 



















FREES HYDRAULIC 
VALVE LIFTERS 


CLEANS DIRTY 
PISTON RINGS 


TUNES ENGINE 
AS CAR IS DRIVEN 


GUARANTEED RESULTS 
IN TEN MINUTES! 


BUILD CUSTOMER SATISFACTION AND 
LOTS MORE PROFITS FOR YOU! 


Cleaner will be featured in the April 19th issue of 
the SATURDAY EVENING POST and the 
May 13th issue of LOOK (on sale April 29th). The 
combined readership of these two magazines is 
over forty five million people . . . that means that 
two out of every five people in your area will see 
these Friction Proofing* ads. Get your share of the 
bonus profits—stock, display and sell Wynn’s 
Engine Tune Up and Wynn’s Carburetor Cleaner. 





FEELS LIKE 
THIS... 


Also available in Canada and everywhere in the free world. 
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Maybe a busy night driver is ready 
for one of those two-way units. 

10. HORN. If either tooter is 
faint or flat, a replacement is indi- 
cated. 


HE “Circle of Safety” card that 

service managers will present 
each Vehicle-Check motorist con- 
tains “OK” or “Need Att’N” check 
squares for each of the 10 items. 
A cut-out centerpiece is a copy of 
the final report for the service 
manager. 

Even if a car or truck goes 
through the 10-point check without 
flubs, the hoist sections of the pro- 
gram open the door to further 
work recommendations. 

“Remember,” dealers are ad- 
vised by Chek-Chart, “your lu- 
brication bay is the one place in 
your service station where your 
customer’s car can be inspected 
from bumper to bumper. Take 
advantage of this inspection op- 
portunity on every vehicle that 
enters the bay.” 









50-Millionth Tubeless 
Produced by Firestone 


AKRON.—Gold-wrapped tires 
have been distributed throughout 
the U. S. by Firestone Tire & 
Rubber Co. to symbolize produc- 
tion of the firm’s 50-millionth 
tubeless safety tire, according to 
E. B. Hathaway, trade sales vice- 
president. 

“Firestone’s ‘golden anniver- 
sary’ in the production of safety 
tires took only five years to com- 
plete,” Hathaway said. Volume 
production of tubeless tires be- 
gan in 1953 and first appeared as 
original equipment on 1954 model 
cars, he explained. 





clutch connections, rubber bushings 
and transmission. 
= = > 


DB MAKING the lubrication bay 
the inspection center of your 
station,” Chek-Chart says, “you are 
also making it the sales center. 
“Uncovering all the needs of the 
vehicle not only results in in- 


Among the undercarriage points | creased sales and increased profits 
of wear listed by Chek-Chart are|for you, but it provides a genuine 
shock absorbers and sway bar, service to the car owner who looks 


Recently Wynn’s Friction Proofing was tested .by 
an independent testing laboratory—and having 
met their standards for automotive products, 
Wynn’s Friction Proofing was awarded Car Life 
Magazine’s Automotive Seal of Merit for Superior- 
ity, Efficiency and Performance . . . their approval 
that these products will perform as advertised. 


Wynn’s Engine Tune Up and Wynn’s Carburetor 
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CLEANS FUEL LINES 
AND FUEL SYSTEMS 


REMOVES HARMFUL 
GUMS AND DEPOSITS 


NO NEED TO REMOVE 
CARBURETOR 
FROM THE CAR! 
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to you to prevent breakdown and 
road failure of his car.” 

Or, as the old service manager 
said, “When the hoist goes up, 
revenue should go up, too.” 


5 Auto Officials 
Die in Air Crash 


MIDLAND, Mich. — Five auto 
industry officials were among the 
47 victims of the crash of a Capital 
Airlines plane at Tri-City Airport 
near here last week. They were: 

Joseph Carah, 50, director of 
work standards in the Milwaukee 
plant of GM’s AC Spark Plug di- 
vision; Dr. Richard A. Duryea, 30, 
psychologist in the personnel evalu- 
ation department of General Motors 
Institute. 

Alexander F. Kleinert, 25, me- 
chanical engineer with AC Spark 
Plug in Milwaukee; Lawrence M. 
Norberg, 50, engineer with Saginaw 
steering division of GM, and Harry 
E. O’Neil jr., 37, member of the 
staff of General Motors Institute. 


Swarts Opens 
EUGENE, Ore.—Paul Swartz has 
opened the Swartz Motors, operat- 
ing in used cars. 












et At TNO I RI OSL: I mR A AS 


44 


AUTOMOTIVE NEWS, APRIL 14, 1958 





Government Agencies Asked for Opinions ate 


Price-Tag Bill Nears Action 


(Continued from Page 1) 


posed by Senator A. S. Mike Mon- 
roney, Oklahoma Democrat. Utah 
dealers dislike the plan, New Jersey 
dealers favor it and North Caro- 
linians are split. 


Meantime, Federal agencies last 
week were taking a close look at 
the Monroney bill. 

The Justice Department, Fed- 
eral Trade Commission and Com- 
merce Department have been 
asked for comments on the bill 
and their reports are expected 
momentarily. 

According to informed sources 
here, the Justice Department prob- 
ably will go along with some por- 
tions of the measure and oppose 


others. Proposals for technical 
amendments in the language are 
expected. 


T IS believed the FTC will have 
no objection to the bill because 
that agency will not be responsible 
for its enforcement. Prosecution 
against violators of the bill’s pro- 
visions would be handled by the 
Justice Department upon complaint 
of individuals. The department 
would also handle injunction pleas. 


The bill requires a new car to be 
equipped with a windshield sticker 
disclosing its suggetsed factory de- 
livered price, dealer to whom 
shipped, method of transportation 
to the dealer and the amount 
charged for delivery from the final 
assembly point. 

Utah dealers voted unanimously 

to oppose the plan, Charles K. 

Cordray, president of the Utah 
Automobile Dealers Assn., said 
in a letter to Thomas F. Abbott, 
chairman of NADA’s National 
Affairs Committee. 

“Should the Monroney bill become 


| previously general 





law it would impose a Government 
regulation on dealers and factor-| 
ies,” said Cordray. 
> * * 
HE NADA board of directors is | 
on record as recommending 
to Congress and the manufacturers | 
the establishment of a uniform na-| 


tional advertised price for motor 
vehicles,” he continued. 

“It is our opinion the interests of 
the public will be better served if 
the industry will adopt the NADA 
proposal.” 

Other objections listed by Cor- 
dray were: 

“1, The Monroney bill gives the 
manufacturer the power to set 
prices. There is nothing in the 
bill that would protect continua- 
tion of present dealer margins. 

“2. The labelling of each unit as 
advocated requires that the date of 
production of a new vehicle be 
specified on the label. This could 
work a serious hardship on dealers 
who have had units on hand for a 
considerable period of time and 
could cause apprehension in the 
buyer’s mind about a vehicle so 


many months old. 
+ * 


* 
“3 THE complex method of 
* equipment and accessories re- 


New S-P Division 
Combines Service, 


Parts Operations 


SOUTH BEND. — Harold E. 
Churchill, Studebaker-Packard 
Corp. president, announced that 
the parts-accessories and service 
operations have been brought to- 
gether as the Parts and Service 
division. 

He said an extensive study of the 
parts-and-accessories and field- 
service organizations had shown 
they should be combined just as 
they are in dealerships. 

Churchill said Roy B. Bender, 
service man- 
ager, would head the new division. 
Bender joined Studebaker Corp. 
in October, 1939, was promoted to 
general service manager in Octo- 
ber, 1948. At the time of the 1954 
merger, Packard service was 
brought under his direction. 


Bender entered the automobile} 
business in 1924 with Ford Motor} 


Co. 





U.S. Fleet Buying Policy 
Seeks No Market Upsets 


(Continued from Page 3) 


likelihood of any one market being | 
glutted. 

Parenthetically, Hanson noted | 
that about 40 percent of the ve- 
hicles replaced by the Government | 
are purchased by dealers for resale | 
purposes. 

Bean stated that GSA offers local 
dealers “every possible means” of 
participating in the federal fleet 


with private service establish- 
ments for this work. 


More than 80 percent of the re- 
pair and service work on civil 
agency vehicles and a “substantial 
percentage” on military vehicles is 
presently performed by auto deal- 
ers and service stations, he de- 
clared. 

Turning to fleet economies, Bean 


| favor the legislation. 


quires occasionally shifting equip- 
ment and/or accessories from one 
car to another in order to meet the 
desires of purchasers, 


“In such instances, labels would 
have to be revised in the dealers’ 
place of business to record the 
changes in equipment, There is 
nothing in the Monroney bill that 
would permit this. 


“4. The imposition of this addi- 
tional Federal control would in- 
crease costs at the factory, which 
undoubtedly would be passed on to 
the dealer and the purchaser, It 
also would increase costs to the 
Federal Government for adminis- 
tration, printing, etc. 


“The industry can do a better 
job than the Government if the 
Government will legalize a meth- 
od for letting the factories es- 
tablish prices and then advertise 
them on a uniform national 
scale.” 

William L. Mallon, secretary of 
the New Jersey Automotive Trade 
Assn., informed Senator Monroney 
and Abbott that dealers in his state | 


“New-car dealers of New Jersey 
are unanimously in favor of the 
principle of an advertised delivered 
price—listing exactly what equip- 
ment is included in that price, as 
well as Federal tax, freight and a 
fair amount to cover handling and 
delivery charges,” Mallon said. 


> * . 


Imported Autos on Parade— 


gates to jam both aisleways and stands. 
* = 


tory reps to send them more 
cars. 

A spokesman for Jaguar said 
that in the first two days of the 





| NORTH CAROLINA opinion “is 
split down the middle,” accord- 





ing to Bessie B. Ballentine, execu- 
tive secretary of the North Carolina 
Automobile Dealers Assn. 


Some of the comments, she said, 
follow: 

. . Like to go on record as 
opposing. We pay the manufac- 
turers their price for cars and we 
feel it is the dealers’ privilege, or 
should be, to set the price...” 

“... One of the best ideas 
brought forth to reestablish trust 
and faith in the legitimate auto- 
mobile business. Something must 
be done to restore the dealer to 
the status of a businessman and 
| this seems the best idea yet .. .” 

“ . . . Heartedly endorse this 
type of thing which seems to be 
one way of again establishing some 
kind of uniform price. It would 
probably combat a certain amount 
|of cross-selling and bootlegging...” 

NADA is polling member dealers 
on their reaction to the Monroney 
bill. 

* > = 

- ADDITION to the suggested 

list price, the proposed label 
would itemize: 

1. Name, make, model and serial 
number of the car. 

2. Final assembly point. 
| 3 Name and location of the 





business. For example, he said,| said establishment of inter-agency| place of business of the dealer 
over 90 percent of all repair and| motor pools throughout the coun-| to whom the car is to be de- 


replacement parts used by Uncle | 


Sam's civil agencies are now bought | ernment vehicles up to 30 percent| 


from local dealers. By contrast, he 
continued, a few years ago most) 


try has increased the use of Gov- 


annually, with a consequent de- 


crease in the motor vehicle inven-| 


agencies purchased from the manu-| tory. 


facturers and maintained expensive 
warehouses and parts supply sys- 
tems, now abolished. 

In addition, the official said, 
Government-operated repair 
shops have disappeared almost 
entirely and GSA now contracts 


Milwaukee Area 
Sees Trend to 


Fewer Dealers 


MILWAUKEE. — Auto dealers 
and other industry observers in 
this area think they spot a trend 
toward fewer new-car dealers. 

One dealer said he expects to see 
the number of dealerships in the 
county to stabilize ‘at about 50. 
This compares with about 120 just 
after World War II and 86 at pres- 
ent, including four which handle 
foreign cars exclusively. 

Half a dozen dealerships have 
closed since last fall and more are 
expected to fall by the wayside be- 
fore summer, according to local 
observers. The casualties have been 
centered in dealerships handling 
medium-priced cars. 

Observers feel that the decline 





plished 


In 1953, is was pointed out, the 
Government fleet numbered 260,000 
—46,000 higher than today. 





Cars on Display in Canada— 


| livered. 


|in making delivery of the car. 

5. Amount charged the dealer 
| for transportation from the final 
assembly point to him. 

6. Total price including the car, 
accessories and transportation. 





| 


Se 


Re 


Sleek cars, some of them never before displayed in Canada, were the scene 
in total dealerships will be accom-| stealers in the 1958 Canadian National Sportsman's Show in Toronto. The auto dis- 


the dealers who close their doors. | in Canada. 


simply by failure to replace | play was the biggest collection of British, European and American cars ever gathered 


4. Method of transportation used | 


taken for XK-150 and Mark VIII 
| models to provide a six-month pro- 
duction backlog. 

All seven Rolls-Royces on the 
| floor were sold on the opening 
week-end, and by mid-week, an ad- 
ditional six had been sold. 
| A factory spokesman for one line 
| said sales to his line’s U. S, dealers 
| at the show topped 700 units in the 
|first five days. Many additional 
units were sold at retail, he said. 
The make’s total retail sales in the 
U. S. last year amounted to 2,734 
for the full 12 months. 


a > > 


| @POKESMEN for other lines re- 

ported retail sales running at 
the rate of eight to 21 units per 
day. They were unanimous in de- 
claring their surprise at the num- 
ber of anxious buyers sifted out of 
the visiting throngs. 

Various stands reported getting 
names and addresses of an average 
250 “hot” prospects each day of the 
| show. 

“Nothing like this has ever 
happened in the history of our 
business,” said one factory 
spokesman. 

Asked whether buyers were 


Briton Says U.S. 
Never Will Build 


‘True’ Small Car 


NEW YORK. — Detroit automo- 
bile manufacturers never will de- 
sign and build a true small car of 
European standards, according to 
| John W. Warren, director of export 
| sales for Standard Motor Co., Ltd., 


From smallest to sleekest, 61 imported makes were displayed last week in New 
York at the International Automobile Show. Exhibitors termed the show an instant and 
complete success, with heavy wholesale and retail buying reported. This view of the 
show was taken during press preview; when show opened, crowds poured through 


No Recession in Sigh 
At Import Car Show 


(Continued from Page 1) 


show, enough firm orders were) 


| of Coventry, England. Detroit never | 


| will produce a car as small as the 
| 12-foot-long European economy 
cars, he said. ‘ 

“The European concept of the 
‘small’ car envisions a four- 
cylinder model about 12 feet long, 
and it seems highly improbable 
that American manufacturers will 
change their entire outlook on con- 
sumer attitudes and demands to 
enter this market,” Warren said. 

“American requirements for long- 
distance motoring insure the future 
of the bigger American cars,” he 
added 

Answering reports of hammer- 
and-tongs competition between De- 
troit big cars and European econ- 
omy models, Warren declared: “As 
far as Triumph is concerned, our 
small car models, a sedan and an 
estate wagon, do not compete di- 
rectly against the larger and heav- 
ier American products. Rather, 
they provide the American motor- 
ist with a ‘special-use automobile.’” 

He said the European small car 
is gaining acceptance as a second 
car, and that he was “astonished” 
to discover on his visit to American 
dealers that the European economy 
model is used widely as a “third” 
car. 





* * * 


“shopping,” a salesman working 
one stand said, “They’re all shop- 
pers. We simply talk quality ... 
and it works most of the time. 
When we quote the price we say, 
‘This is what it takes to buy what 
we have to offer.’ And that’s the 
end of price-shopping.” 

Another salesman’s answer to the 
shopper: “This is the right car for 
the right purpose at the right 
price.” 

> * = 
ANY dealers at the show handle 
no imported cars at present— 
but they were huddling with factory 
brass and attempting to iron out 
kinks in applying for franchises. 

One of the better-known Chev- 
rolet dealers in the U. S., who 
bumped into this writer at the 
show, was asked, “Are you thinking 
of dipping one foot in the imported- 
car market?” 

“I'm trying to jump in with 
both feet,” he smiled. “I have 
two deals cooking for distributor- 
ships, but I can’t talk about it.” 

Most lines, however, are cautious 
about adding more dealerships in 
the U. S. They feel they can ade- 
quately supply no more dealers 
than they now have. Many also 
make plain their reluctance to do 
business with what they consider 
the typical U. S. dealership. 

Said a factory spokesman for one 
British maker: “We're not taking 
on the dealer who wants a fran- 
chise just to sell a few cars and 
help meet his overhead. 

“Usually, his salesmen are the 
dumbest, bloody lot you've ever 
met.” 

* + > 

E CONTINUED: “Our main 

business comes from the dealer 
who has been in the foreign-car 
business for a number of years and 
who knows the product. 

“He has gained maturity in the 
import field and has become solid 
financially. His salesmen know the 
product, can sell quality and can 
take a prospect for a ride without 
mucking up the gearbox.” 

Except for small-volume makes 
fighting for a toehold in the U. S. 
market, most import lines are 


|equally choosey in selecting new 


dealers. 

A franchise applicant is investi- 
gated thoroughly in his home 
area as to reputation, financial 
strength and facilities. Qualify- 
ing, in most cases, is not easy. 
Many foreign lines, which do 

grant a franchise to a dealer plan- 
ning to dual with his U. S. make, 
require separate showroom facili- 
ties and, as soon as sales volume 
warrants, separate service quarters. 


Another factory spokesman said: 
“When we lay down the require- 
ments for a franchise, about 98 per- 
cent of the dealers pick up their 
hats and walk out.” 


Explained another: “Many deal- 
ers promise to cancel franchises 
for their U. S. lines if we will sign 
them up. Investigation usually 
shows they have a background of 
franchise-jumping. We don’t want 
them.” 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U, 8. PRODUCTION ONLY) 


$ 


| 


* 











e Week Week Jan. 1 
& Ended Same Ended Output, Toe To 
Apr. 12, Week, Apr. 5, April, Apr. 13, Apr. 12, 
m 1958 1957* 1958* To Date 1957* 1958 
AMER. MOTORS** ... 3,014 2,347 3,054 5,473 29,401 46,656 
‘Rambler ...................... 3,014 2,151 3,054 5,473 26,624 46,656 
CHRYSLER CORP. .... 13,600 24,916 9,764 21,717 422,718 179,380 
MPYSIEP ou... 1,300 2,173 1,057 2,363 44,484 17,733 
a 400 903 306 706 14,228 5,343 
DeSoto 400 2,433 28 438 49,344 11,129 
leis ctsnincsttcinenenie 3,000 = 6,686 443 3,382 97,740 28,769 
Plymouth ...............0.. 8,500 12,721 7,930 14,828 216,922 116,406 
FORD MOTOR*** ..... 21,923 37,906 16,847 35,370 621,466 373,052 
BEEN evesecccesccescescscncccsscess 13 inane 390 FR men 4,431 
Ford . 17,500 30,925 16,048 30,279 491,605 319,247 
Lincoln 495 865 409 805 16,061 10,456 
BEE, svensscovcosscceceee 3,915 a 3,915 113,468 38,918 
GENERAL MOTO 45,868 59,392 33,558 72,732 951,540 765,394 
Buick .......... 4,744 9,282 773 5,133 159,184 86,720 
a 3,200 3,372 3,215 5,736 49,402 44,788 
Chevrolet .... 27,200 30,840 25,986 48,274 465,429 442,141 
Oldsmobile 6,624 9,005 3,064 9,082 148,213 112,013 
Pontiac 4,100 6,893 520 4,507 129,312 79,732 
SP CORP. .... 1,633 1,135 1,135 24,015 10,655 
Packard ................. 232 51 51 5,528 1,178 
Studebaker wae 1,401 1,084 1,084 18,487 9,477 
Total Cars, U. S......... 84,405 126,194 64,358 136,427 2,049,140 1,375,137 | 








*Revised 
**american Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 





COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 





























Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Apr. 12, Week, Apr. 5, April, Apr.13, Apr. 12, 
1958 1957* 1958* To Date 1957* 1958 
CHEVROLET ............. 6,400 7,682 6495 11,489 108,423 86,560) 
DIAMOND T_ .................. 100 93 107 187 1,228 1,586 | 
Se 60 30 58 105 1,166 851) 
aah cailegieaniealh 1,100 1,588 1,030 1954 26,033 15,323 
FORD . 4,350 8,561 3,621 7,366 101,012 67,289) 
GMC sla iaeaensiitidaniaiia 1,125 1,247 1,162 2,046 22,042 18,608 
INTERNATIONAL ...... 1,820 2,436 1,802 3.255 27,804 31,261 
icici . 335 292 569 5,526 4,396 
STUDEBAKER iemlead 263 118 118 3,589 1,855 | 
WHITE*** 355 375 348 446 5,887 5,214 
WILLYS ae inten 1,798 2,791 19,574 22,705 
MISCELLANEOUS** .. 85 60 85 153 817 949 
Total Trucks, U. S..... 17,175 22,720 16,916 30,479 323,101 256,597 
—— ccc M01,580 148,914 81,274 166,906 2,372,241 1,631,734 
Total Cars, Trucks, 
SIS - custncosndsnenmmanecne 8,350 11,414 6,664 12,589 146,009 112,563 
Grand Total, 


Cars and Trucks, 
U. S. and Canada....110,430 160,328 87,938 179,495 2,518,250 1,744,297 





*Revised. 

**Miscellancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 

***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 
Mack totals. 

N.B. All U. S. totals include cars and trucks for military orders. 


Maine Dealers Protest 
Factory Retailing Subsidies 


(Continued from Page 3) 


market-price structure when the 
used units are released at prices 
far below prevailing market 
prices,” Jewett added. 

The New York group cited a 
story in the Albany Knickerbocker 
News charging waste of tax money 
in legislative purchases. 

The paper said the State bought 
an eight-passenger, air-conditioned 
Cadillac from the manufacturer for 
$5,963, while the Legislature, buy- 
ing on the open market through a 
dealer, paid $8,927 for the same car. 

“Just imagine what the public’s 
reaction is when they examine 
these price differentials,” said 
John J. Evers jr., executive vice- 
president of the New York group. 

“Whether sales are made directly 
by the factory or by the artifice of 
a dealer subsidy, the net result is 
the same.” 

The Knickerbocker News said 
the difference in the Cadillac prices 
was due to the fact that the Legis- 
lature is not required by law to buy 
its supplies under a competitive 
bidding system. 

Pictures of the two Cadillacs 
accompanied the story on the front 


page. 


presidents of all auto firms and the 
NADA concerning “flagrant abuses 
of the distribution of motor vehi- 
cles as it applies to the franchise 
System.” 

He said “the sale of new units 
to leasing companies and govern- 
ment agencies at prices far below 
dealer cost immediately creates two 
Major problems for the dealer 
organization. 

“It gives the general public a 
false impression of dealer costs 
and margin of profit on new cars, 
and it destroys the late used-car 








Ford Receives Award 


For 4-Seat T-Bird 


DETROIT. — For the second 
time in three years, Ford Motor 
Co. was presented the annual 
Motor Trend magazine award for 
the Ford division’s overall con- 
cept of the 1958 four-passenger 
Thunderbird. 

The inscription on the award, 
2 walnut pylon trophy, notes that 
the new Thunderbird “combines 
Safety with performance and 
comfort with compactness.” 
| lt 
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Car Production Rises 


=: |20,000 from Depths 


(Continued from Page 1) 


estimated 45,868 cars last week—a 
36.7 percent gain over the previous 
week’s 33,558 assemblies. 

* . * 
BREAKDOWN of GM opera- 
tions showed Buick with 4,744 

assemblies last week, compared 
with only 773 a week earlier; Cad- 
illac about on par with the previ- 
ous week with 3,200, compared with 
3,215 a week earlier; Chevrolet up 
from 25,986 to 27,200; Oldsmobile up 
from 3,064 to 6,624, and Pontiac up 
from 520 to 4,100. 

Second-largest percentage gain 
in corporate output was made by 
Chrysler Corp., which turned out 
an estimated 13,600 cars last 
week, compared with 9,764 a 
week earlier. 


Leading the way was Plymouth, | 


which lifted its output from 7,930 
units the previous week to an esti- 
mated 8,500 last week. 

In other Chrysler Corp. opera- 
tions, Chrysler division (excluding 
Imperial) boosted its output from 
1,057 units on a four-day week the 


previous week to an estimated 1,300 | 
last week; Imperial rose from 306 | 


to 400; Dodge climbed from 443 to 
3,000, and DeSoto moved from 28 
to 400 units. DeSoto’s Detroit as- 


| sembly operations have been closed 
|down the 


last two weeks, while 
Dodge didn’t work in Detroit dur- 
ing the week ended Apr. 5. 


JRSTURN of Mercury to assem- 

bly operations last week helped 
Ford Motor Co. raise its output 
from 16,847 units a week earlier to 
an estimated 21,923 assemblies dur- 
ing the last five work days. 


Mercury turned out an esti- 
mated 3,915 cars last week, com- 
pared with none the previous 
week, when all four of its plants 
were shut down; Lincoln, work- 
ing six days, turned out an esti- 
mated 495 cars last week, com- 
pared with 409 a week earlier; 
Edsel, affected heavily by the 
shutdown of Ford division’s 
Louisville plant for five days, 
turned odt only 13 cars last week, 
compared with 443 units a week 
earlier, and Ford division climbed 


from 16,048 assemblies the pre- | 


vious week to an estimated 17,500 
last week despite a shutdown of 
five plants all last week. 


Ford division plants shut down 
all of last week to help “balance 


production with field inventories” | 





GMC Officials 
Visiting Dealers 


Across Country 


PONTIAC. — GMC Truck and 
Coach division officials today (Apr. 
14) began a series of six dealer 


meetings that will take a new sales 
message to all GMC heavy-duty 


dealers. 


Headed by Philip J. Monaghan, 
general manager, and Richard C. 
Woodhouse, general sales manager, 


the group will go to Cleveland, New 


York, Atlanta, Dallas, Chicago and 
San Francisco to put on luncheon 
programs for dealers. 


One of the points of discussion 


is a new lightweight diesel highway 


tractor that will be introduced 
around the middle of May. 

Other members of the home office 
group attending the meetings are: 


J. M. Gilroy, assistant general sales 


manager; W. L. Vande Water, 


executive assistant to the general 


manager .n charge of dealer rela- 


tions; J. C. Marek, general service 
manager; B. M. Wilton, product- 


market research manager; R. T. 


Jennings, sales promotion man- 


ager; B. W. Crandell, public rela- 


tions director, and A. E. Davis, 


photographic department. 


J. B. Mosely, Eastern region sales 
manager, and J. E. Singer, Western 
region sales manager, will accom- 


pany the group in their regions. 


Meeting dates are: Cleveland, 
Apr. 14; New York, Apr. 15; At- 


lanta, Apr. 17; Dallas, Apr. 21; 


Chicago, Apr. 25 and San Francisco, 


Apr. 28. 


were Dallas, Memphis, Louisville, 
Chester, Pa., and San Jose, Calif. 
The division’s Mahwah (N. J.) unit 
also lost a half day’s work Monday 
due to a fire. Its Kansas City plant 
also was down Friday. 

a * + 

MERICAN MOTORS remained 

about on par with the previous 
week's operations as it turned out 
an estimated 3,014 Ramblers last 
week, compared with 3,054 a week 
earlier. During the week ended 
Apr. 13 a year ago, the corporation 
turned out 2,151 Ramblers. 

AMC, however, announced last 
week that it is boosting produc- 
tion schedules 10 percent effective 
tomorrow (Tuesday, Apr. 15). 

| The schedule is being increased 
yo 600 Ramblers to 660 units a 
y. 
| Roy D. Chapin jr., executive vice- 
| president of the automotive divi- 
| sion, said the increase is being 
made because of a steady uptrend 
in Rambler sales, now running at 
the best level in the company’s 
history. 
Employment will be increased by 





| Ford Honors Akron Dealer 

AKRON. — Ford Motor Co.’s 
| bronze plaque, its highest dealer 
award, has been presented to John 
A. McAlonan, president of Univer- 








sal Motor Co., Akron’s oldest deal- 
ership. The award was given “in 
recognition of outstanding achieve- 
ment” in winning Ford Motor’s 
four-letter plaque five straight 
years. 


45 


about 400 in the company’s Wiscon- 
sin plants, Chapin said. 
* om * 


TUDEBAKER - PACKARD was 
down again last week after 
having built 1,135 cars the previous 
week. A breakdown of the previous 
week’s operations showed Packard 
with 51 assemblies and Studebaker 
with 1,084. 

Truck output last week totalled 
an estimated 17,175 units, or a 
1.6 percent boost from the 16,916 
units rolled from the lines a week 
earlier. 

Last week’s output, however, was 
24.3 percent from the same week a 
year ago, when the makers turned 
out 22,720 trucks. 

Commercial-car output for April, 
providing the truck makers main- 
tain the level of the last five work 
days, is estimated at 78,700 units, 
or 10.5 percent above the 71,238 
trucks assembled during March. 
This, however, would be 24.6 per- 
cent off the 104,410 trucks produced 
during April a year ago. 

Canadian car and truck opera- 
tions last week produced an esti- 
mated 8,850 vehicles, up 32.8 per- 
cent from the 6,664 cars and trucks 
assembled a week earlier, but still 
some 22.5 percent below the 11,414 
vehicles turned out during the 


same week a year ago. 
* * . 





Battery Production to Halt 


At Electric Auto-Lite Plant 


NIAGARA FALLS, N. Y.—The 
Niagara Falls plant of Electric 
Auto-Lite Co. will cease battery 
production within 60 to 90 days. 
Operations here will be restricted 
to the manufacture of battery con- 
tainers, cell covers and separators. 
The cutback in production will be 
for an “indefinite period.” 

The plant, which started opera- 
tions in 1910, employs about 500 
persons. C. M. Dunlap, plant man- 
ager, said the production cut was 
due in part to lack of a market in 
this area. 


10 Dealers Enter Autos 
In Mobilgas Economy Run 


(Continued from Page 2) 


by Pierce Venable, who will be go- 
ing for his sixth Mobilgas economy 
event. Mary Davis, the first woman 
to ever win a class, will drive the 
other Belvedere. | 


Yeakel has also signed two 
crack drivers; Link Paola in an 
Oldsmobile 88 and Ray Brock in 
a 98. They have both driven in 
the run twice previously. 


| Roadmaster to be driven, by Don 
Bridges, who also drove last year. 
And McNeill-Stanley is sponsor- 
|} ing a DeSoto Fireflite and woman- 
| driver Ruth Doushkess, who will be 
competing for the first time, 


Seven of the 29 cars will be 
driven by women, competing this 
year for the first time on an 
equal basis with men. The run 
started yesterday (Apr. 13) in 
Los Angeles and will finish 
Thursday (Apr. 17) in Galveston. 


Other drivers and entrants on 
the roster, one of the largest in the 
22-year history of the event, are: 


John Hartman, Chevrolet Bel Air, 
Rush Chevrolet, Gardena, Calif. 

Marshall Martin, Ford Custom 6, 
Ford Dealers Advertising Assn. of 
Southern California. 

Ivan R. Lewis, Ford Fairlane, 
FDAASC. 

Bob Donkin and Joan Fischall, 
Dodge Custom Royal 500s, South- 
ern California Dodge Dealers 
Assn, 

Pete Novotny, Studebaker Presi- 
dent, Southern California Plating 
Co., Auto Accessories division. 

Fran Hernandez, Mercury Mont- 








Car-Buying Plans Grow 


On Farms of Colorado 


DENVER. — Colorado ranchers 
and farmers are optimistic about 
1958 and are in a mood to spend 
more on automobiles, appliances 
and building materials than at any 
time in the last three years, ac- 
cording to a survey by Colorado 
Rancher and Farmer. 

A total of 9.3 percent of those 
surveyed said they plan to buy a 
new automobile this year. That 
compared with 6.3 perceht in 1957 
and 6.6 percent in 1956 who said 
early in those years that they 
planned to buy a new car. 


Murphy has entered a Buick) 





clair, Lincoln-Mercury Dealers 
Assn. of Los Angeles. 

Don Rice and Loretta Colange, 
Edsel Pacers, Edsel Dealers Ad- 
vertising Assn, 

Verne Houle, Mercury Park Lane, 
LMDA. 

Bill Stroppe, Mercury Turnpike 
Cruiser, LMDA. 

Art Rene, Edsel Citation, EDAA. 

Danny Eames and Nicky Griffen, 
Lincoln Continentals, LMDA. 

~ * = 


Change in Engine Rule 


Bars Rambler from Run 
DETROIT. — The Rambler Six 


| will not participate in the Mobilgas 
| economy run because of a rules 


change made by the sponsoring 
organization, according to Roy D. 
Chapin jr., Automotive division ex- 
ecutive vice-president, American 
Motors Corp. 

Official rules now bar cars with 
engines of less than 220 cubic-inch 
piston displacement. The Rambler 
Six has a displacement of 195.6 
cubic inches, which, Chapin said, 
“results in maximum efficiency and 
economy of operation.” 

“We at American Motors feel 
that the change in rules defeats 
the purpose of such an event, 
which is to show economy of op- 
eration,” Chapin said. 


High Court Backs 


Inventor of Shims 


In Patent Fight 


WASHINGTON.—The U. S. Court 
of Appeals has affirmed a District 
Court decision favoring Thomas J. 
Allen, Burbank, Calif., in his fight 
for a patent on an auto shim de- 
signed to cut down wear on engine 
bearings. 

Allen installed the shims—thin 
metal plates—in his 1934 car in 
1939. He sold the car with the 
shims three years later. 

The Appeals Court said Allen 
“continued to improve the design 
of the shims, working on other 
models, and in 1946 applied for a 
patent.” The patent office con- 


tended the shims had been in pub- 
lic use, 
ment. 


not incidental to experi- 











HELP WANTED 


Management 
Personnel 


Nationally recognized automotive 
service management company has 
been engaged to locate 


3—General Managers 
5—New Car Sales Managers 
5—Used Car Sales Managers 


Applicants for these positions must 
have successful backgrounds in the 


automobile business, and stand 
rigid investigation after interview. 
Unless you possess all these quali- 
fications, please do not reply. 


P. O. Box 8131, c/o Automotive 
News, Detroit 26, Michigan. 


DISTRICT SALES MANAGER... . BULK 
MILK COOLERS... Nationally known 
manufacturer of Ice Bank bulk coolers 
needs men to cover territories in New 
York state, Western Pennsylvania and 
Ohio. These are the best potential sales 
areas in the country. For men who will 
really work, our proposition will provide 
a much better than average income. 


Write us in confidence all about yourself | 


marital status, car, 


—Experience, age, 
c/o Automotive 


etc. Address Box 8110, 
News, Detroit 26. 





YOU CAN EARN a better than average 
living in an established territory with us 
if you are a salesman between 26 and 
45, have car, and are interested in 
selling automotive hardware to dealers, 
fleets and contractors. 
Braden, Fullwell Motor Products Co., 
4005 Clark Ave., Cleveland 9, Ohio. 

SALES MANAGER, experienced, for car 
dealer expeditor. We are looking for a 
high calibre man with automotive parts 
and hardware experience who wishes to 
grow along with the fastest growing 
house in the east. Must be willing to 
travel, hire and train men. Experience 
with one of the large Cleveland Houses 
preferred. Salary, expense account, in- 
centive plan, etc. Box 8111, c/o Automo- 
tive News, Detroit 26. 


SALESMEN to sell the book “AUTO 
COSTS’ which gives factory invoice 
prices of 1958 American and foreign cars 
and trucks. Huge demand. High com- 
missions—No territory restrictions. Auto 
Costs, Box 224, New York 1, N. Y. 





Make $25,000 a Year 


Men to sell NEW service to auto dealers... 
Market tested. Ex-dealers, factory men just 
right for this. 


NOT A WARRANTY DEAL 


Renewals, exclusive territories. 
Send full background and territory desired 
to Box 8129, </o Automotive News, Detroit 
26, Mich. 





SALES MANAGER—Oldsmobile dealership 
in Southern California metropolitan sub- 
urb offers a wonderful opportunity for 
the energetic, hard-hitting sales manager 
who has a proven background as a vol- 
ume producer. Must be able to handle 
salesmen and spearhead sales depart- 
ment to attain 75 new car per month 
potential. Salary and other incentives 
commensurate with proven ability. Send 
complete resume with recent photo. Box 
8077, c/o Automotive News, Detroit 26. 





PARTS MANAGER—Executive parts man- 
ager volume San Francisco Bay area 
dealer. Must be mature and experienced 
in all phases of management of large 
parts operation. Salary commensurate 
with ability. Send full resume with re- 
cent photo. Replies confidential. Box 
8088, c/o Automotive News, Detroit 26. 





TRAILER TRUCK 
OPPORTUNITY 


Major manufacturer wants two experienced 
sa . One Detroit, Michigan—One Mil- 
waukee, Wisconsin. $8, base plus commis- 
sion, us, expenses and car. $15,000 and 
more potential. Age 30-45 years. Must have 
trailer sales experience. 

Manufacturer pays our fee. 


Submit resume in confidence to: 


L. B. POOLE 
Cadillac Associates, Inc. 


220 Seovth State St. Chicago 4, Illinois 
WAbash 2-4800 








COMPLETE “EXPOSURE” 


AUTOMOTIVE NEWS Classified Advertise- 
ments reach an estimated 156,000 readers, 
engaged in every branch of the auvtomo- 
five industry from Maine to California. 
The place to start advertising for help, 
positions, dealerships, lines, used cars or 
trucks, parts and shop equipment is in 
the classified want ad columns of Auto- 
motive News. 








Write L. O.| 
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PARTS AND SERVICE 
MERCHANDISER 


large manufacturer with nationwide 
service facilities requires man to head 
up Service Merchandising Depart- 
ment. Must be aggressive and capable 
of developing own promotions and 
follow-through. Experience in automo- 
bile, truck or trailer field highly de- 
sirable. Compensation adequate for 
highest type mon. Excellent retirement 


plan and other benefits. 


Box 8120, </o Avtomotive News 
Detroit 26 








POSITION WANTED 


See] 
a) 


the 
employment 
ee tT 
Ler; ra 


To classification fer 


benefir 


ala ial) 
Ch seeking 
eet) BE 
aE 
nsertion. $1 


ttt t. 
Pe 


ie 
namely 


LL 


et 


oe. ae) 


Pr Tas) 
oP 
epply 


TT 
not 


Tal, Ll a a oe a 


Lhe 


this section 


MANAGER—Here’s your man! 
gressive, married man with family, mak- 
ing a personable appearance, wants an 
opportunity to gradually buy-in. Prefer- 
ably Florida. Positively know how to 
hire, train and guide an effective, hard- 
hitting sales force that can build volume 
on an ethical and profitable basis. I am 
not a con-artist nor hot-shot operator, 
but a young man with integrity now 
successfully managing a metropolitan 
GM dealership, who believes in the future 
of the automobile business, and with 
hard work, coupled with know-how, 
will prove to you that it is possible to 
make money in today’s market. Consider 
any size deal where I feel there's oppor- 
tunity. Can furnish best references. Box 
8116, c/o Automotive News, Detroit 26. 





SERVICE MANAGER — GM experience 
Complete knowledge of service operation 
and customer relations. Interested in in- 
centive pay plan. Best of references. 
Write 4334 Schulte Dr., Cincinnati 5, 
Ohio. 


ACCOUNTANT-BUSINESS MANAGER, 





now in east—will locate anywhere. Well 
qualified to assume responsibilities of 
large volume dealer; familiar expense 


control and reduction, budgets. 
erating control. Box 8117, 
tive News, Detroit 26. 


daily op- 
c/o Automo- 


GENERAL—SALES MANAGER, 40, pres-| 


ently employed by large foreign car dis- 
tributorship, desires change. Extensive 
dealer-recruitment experience. Good 
knowledge market values, retail and 
wholesale. Excellent leadership and or- 
ganizational qualities. Incentive remu- 
neration plan a must. Box 8118, c/o Au- 
tomotive News, Detroit 26. 


GENERAL SALES MANAGER, Ford. Age 
40, thoroughly experienced. Contact me— 
I'll reply with adequate background and 
reference information. Prefer west. Box 
8112, c/o Automotive News, Detroit 26. 


GENERAL MANAGER — SALES MAN- 
AGER, married, age 30, college. Eight 
years’ experience; presently employed as 
sales manager. Thoroughly familiar in 
all phases of dealership operation, Know 
how to make money. Western or south- 
ern states preferred, but will relocate 
anywhere if opportunity warrants. Ex- 
cellent references. Box 8113, c/o Auto- 
motive News, Detroit 26. 








IN ADVANCE OF PUBLICATION DATE. Contract 
AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 
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Young, ag- 
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POSITION WANTED 

ES MANAGER, Married, 
three children, 32 years old, Ten years 
as Chevrolet dealer in suburban Chicago; 
900 new Chevrolets last year. My agency 
is one of most successful in Chicago zone 
in all departments, University degree in 
Business Administration; graduate of 
Chevrolet Dealers’ Sons School. Can fur- 





nish references and recommendations 
from various sources. I must move to 
Florida west coas. because of eight year 
old son's health. Will be available for 


interview in Florida after July ist. Will- 
ing to invest if necessary, Box 8122, c/o 
Automotive News, Detroit 26. 


OR 





20 


GENERAL SALES MANAGER, 
years’ ‘‘Big Three,’’ fully qualified all 
phases Now employed large General 
Motors dealer as sales manager. Char- 
acter, ability and references will bear 
thorough investigation. Prefer Boston, 
Massachusetts, Connecticut or Westches- 


ter County, New York. Write Box 8123, | 


c/o Automotive News, Detroit 26 


SERVICE MANAGER 
oughly experienced all phases retail, 
wholesale volume operations. 
permanent position reliable organization. 
Box 8114, c/o Automotive News, Detroit 
26. 


Executive, thor- 


ACCOUNTANT-BUSINESS MANAGER. 


General Motors and Ford experience (13 
years). Thoroughly experienced in sales, 
office and general management, 38 years 


of age, married. Opportunity wanted in 
exchange for results. Presently employed 
volume dealer. Western states preferred, 


but consideration given 
portunities. Box 8068, 
News, Detroit 26 


to all real op- 
c/o Automotive 


DEALERSHIPS AVAILABLE 





“Big Two" Dealership 
Available — 1,000 Unit 
Annual Potential 


Locoted in KANSAS CITY where the 
economy is stable and the recession 
hardly felt. 


Choice deolership available in the 
heort of a better residential area, ad- 
jecent to major shopping center. 


Especially attractive to deolers wish- 
ing to transfer to a better economic 
atmosphere—or from a medium-price 
line to the low-price class dealership, 
which today dominates the cor morket 
in both Sales and Deoler Profit. 


All replies held strictly confidential. 


Box 8121, </o Automotive News, De- 
troit 26. 





MERGER OR PURCHASE. 
years with same owner and management; 
showing $300,000 net profit after taxes. 
Auto distributorship and finance com- 
pany—One af ‘‘Top Two."’ Best position 
in expanding market. Will consider half 
interest to active partner or inactive in- 
vestor—or outright purchase. Winston, 
McLean, Smith and Cummings, Con- 


FOR SALE IN ARIZONA—A dealership 
handling Buick, Opel, GMC in fast grow- 
ing town of 10,000. Box 8125, c/o Auto- 
motive News, Detroit 26. 


CENTRAL SOUTHWEST—Dealer handling 
Ford, selling 350 to 400 new units an- 
nually, 400 used Service absorption 
100%. Desires investor for percentage of 
stock—-$20,000 required. Recession not 
affecting profit. Box 8126, c/o Automo- 
tive News, Detroit 26. 


HANDLING CHEVROLET — Southeastern 
New England — 300-400 car potential, 
operating at a profit. Reasonable rent. 
Only necessary to buy equipment and 
parts. State qualifications and available 
capital. Box 8127, c/o Automotive News, 
Detroit 26. 














SERVICE MANAGER — First class. Top 
references; thoroughly experienced all 
modern service department procedures. 
Know General Motors and Chrysler prod- 
ucts. Location Chicago or general vi- 
cinity preferred. Box 8115, c/o Automo- 
tive News, Detroit 26. 


HANDLING FORD—SOUTHWEST. 18,000 
population town. Low rent. Service ab- 
sorption entire year 1957 was %4%. 
Makes money. Buy parts and equipment 
only. Family health problem forces sale. 
Reply Box 8097, c/o Automotive News, 
Detroit 26. : 





TRUCK SPECIALIST with over twenty 
years’ experience with new and used 
units; excellent background in heavy and 
extra heavy duty operation, desires to 
relocate. Prefer south or eastern area. 
Can furnish performance history and 
best references to interested parties. Cur- 
rently employed as Truck & Fleet Man- 
ager with major ‘‘Big Two’’ distributor. 
Reply Box 8124, c/o Automotive News, 
Detroit 26. 


HAVE TALENT, WILL TRAVEL—Gen- 
eral manager, thoroughly experienced all 
phases of retail volume operation. Am 
32 years old, and have run 1,000 plus 
new car operation in large metropolitan 
city. Have personally handled new and 
used car sales and service. Best refer- 
ences, including banks, finance companies 
and factory. Seeking deal with eventual 
buy-in, on profit-sharing basis. Box 8132, 
c/o Automotive News, Detroit 26. 


ILLINOIS DEALERSHIP, 100,000 city ex- 
clusive handling Pontiac and Vauxhall. 
Established 20 years. Service absorption 
high. Will lease building, paved used-car 
lot, service lot and/or extra parking 
area. $50,000 should handle deal. Pur- 
chaser must have factory approval. In- 
spection at your convenience, Write Box 
8099, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING FORD, subur- 
ban New Jersey. Excellent location, com- 
pletely equipped, fine facilities, good 
lease, Inventory and equipment $45,000. 
Reply with business experience and ref- 
erences. Box 8100, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING DeSOTO- 
PLYMOUTH, west coast beach town 40 
miles from San Diego. Buy only parts, 
equipment, signs, etc. Excellent lease 
with option. $15,000 will handle. Box 
8104, c/o Automotive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


SOUTHERN FLORIDA: Dealership han- 


dling Mercury in good location. Well 
equipped shop, clean parts inventory, 
adjacent used car lot. Owner desires to 


devote more time to other interests. Will 





sell assets for $20,000 plus inventory. 
Will sell or lease facilities. Box 8080, 
c/o Automotive News, Detroit 26. 

NO DISTRESS DEAL — Well established 


deal handling Buick-Opel, located in cen- 
tral Florida, 30 minutes from beach. 
Very substantial profit for many years, 
including ‘57. Excellent shop business. 
25,000 includes parts, shop equipment, 
fixtures and improvements. Factory ap- 
proval and cash required. Box 8081, c/o 
Automotive News, Detroit 26. 
DEALERSHIP HANDLING BUICK— 
FLORIDA, One of the best towns in 
Florida, approximately 15,000, Signed my 
first Buick contract in 1929 and want to 
retire. It will be necessary for you to 
have Buick’s approval and sufficient capi- 
tal. In reply give your entire business 
experience and banking references. Box 
8016, c/o Automotive News, Detroit 26. 





DEALERSHIP handling Plymouth dual on 
Florida’s Gulf Coast. 200-300 potential. 
Box 8086, c/o Automotive News, Detroit 
26. 


SOUTHERN CALIFORNIA DEALERSHIP 
One of the largest dealerships handling 


Continental-Lincoin-Mercury in metro- 
politan Los Angeles. Did $450,000 in 
parts and service in year of 1957. Ideal 


facilities and location. Lease property to 
right party Will sell at inventory. 
Owner retiring. Box 8128, c/o Automo- 
tive News, Detroit 26 


FOR SALE: New York suburban dealer- 


ship handling General Motors, 300 car 
potential, Reasonable rent. Only neces- 
sary to buy equipment and parts. State 


qualifications and available capital. John 
W. Stokes & Co., 1775 Broadway, New 
York 19, N. Y¥ 


HANDLING CHEVROLET. southwestern 
Iowa. 200 car potential. Reasonable rent. 


Only necessary to buy equipment and 
parts. State qualifications and available 
capital. Box 8069, c/o Automotive News, 


Detroit 26 


FOR SALE: Chicago dealership handling 


General Motors. 600 car potential. Rea- 
sonable rent. Only necessary to buy 
equipment and parts. State qualifications 
and available capital. John W. Stokes 
& Co., 1775 Broadway, New York 19, 
i Be 





WANTED 


Men between 21 and 40 years of age 


With experience in establishing auto dealer- 
ships. Nine states to work. We are distribu- 
tors for the famous GERMAN GOLIATH, 
complete line of cars, station wagons, con- 
vertibles, buses, panels and pickups. You can 
earn big money with unlimited opportunity 
if you qualify. Contact in person, by letter 
or phone: M. B. or Glenn Thomas. 


M. B. THOMAS AUTO SALES 


275 Lemay Ferry Rd. St. Lowis 23, Missouri 
Phone: Flanders 3-7393 








HANDLING RAMBLER in city of 38,000, 
next to city 29,000 across river; 1,000,000 
population in area—-Western New York. 
Sold 150 new last year, 90 this model 
year. Good used car turnover. Will sell 
or lease building; can also finance with 
minimum down payment. A real money 
maker—-$42,000 gross last year. Owner 
retiring due to health. Write Box 8119, 
c/o Automotive News, Detroit 26. 





| DEALERSHIP HANDLING PLYMOUTH- 


DeSoto in Gallup, New Mexico. Contact 
J. E. Williams, Box 626, Gallup, N. M. 


DEALERSHIPS WANTED | 








CHEVROLET, FORD OR CADILLAC 
single or dual. Any locale except north- 
east. Factory approval assured, 150-300 
market desired. Box 8133, c/o Automo- 
tive News, Detroit 26. 


FORD OR CHEVROLET, single point, 
within 300 miles of Detroit. Cash. All 
replies answered and kept confidential. 
Box 26, Birmingham, Michigan. 


FORD OR CHEVROLET—Philadelphia or 
Boston area. All replies confidential. 
Have cash and qualifications. Box 8102, 
c/o Automotive News, Detroit 26. 





DEALER SERVICES 








Inventory Service 
Buying or Selling a Dealership 


© Buy Right © Sell Right 


Parts—Accessories—Equipment 


e e A disinterested certified physical 
Inventory will save you money e e 
DON’T GUESS—BE SURE 
Cail or write for service details. 


Automotive Inventory 


Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 











DEALER SERVICES 


What is the 
Salesman's Biggest Problem? 


Unquestionably, his only real problem js to 
get himself to go to work . to create 
business on his own initiative. 
Experience proves that sales training, of ». 
self, NEVER has influenced salesmen to do 
more work. TO INCREASE EFFORT, success. 
ful management must operate authoritatively 
THROUGH a “daily check" of what can be 
done NOW. 

The “Daily Check"’ Pian Book idea furnishes 
management with a method of gaining con. 
trol getting done “that which can be 
done" . . . a method simple in design and 
easy to use. It will help to get salesmen to 
do more work and will definitely increase 
sales. It's proven. 

Send for | free “Daily Check” Plan Book & 
ee brochure on letterhead RIGHT 
NOW. 


—_ 


Malco Sales Service 
205 7th Ave. Asbury Park, N. J, 


THERE IS NO REASON 
TO LOSE MONEY IN 
THE AUTOMOBILE 
BUSINESS! 


Any business can be made to make a 
profit. Systems won't do it. Management 
will, and we can prove it! We own and 
operate many franchised businesses, all 
under one manufacturer, and every one 
is either number one in volume and profit, 
or close to the top. During our 40 years 
in the automobile business we have never 
lost money, and we will gladly prove 
that statement. We would like to buy or 
manage additional dealerships in our 
line. Dealerships must be large principal 
points or multiple points, in any part of 
country. 

Our setup is ideal to teach dealers’ 
sons our business and our methods, and 
is very profitable at the same time. We 
do not wreck your business. Instead, we 
improve it. The only system we have is 
to run a business efficiently, and by hard 
nosed discipline we get a day's work for 
a day's pay, particularly from our sales 
force and shop people. 

We do not cheat or misrepresent to 
your customers and therefore build you 
@ permanent business with its expenses 
well under its income, and therefore 
profitable. 

Best of all, we will prove our state- 
ments if we are interested in your deal. 
Give us a chance! Absolute confidence. 


TOP LINE, INC. 


1601 So. Ervay Street Dallas 15, Texas 
HAmilton 8-4323 


TRUCKS, CARS DELIVERED, singies— 
towbar, 3-way. Anywhere. Carl's, 6381 
Elisworth, Detroit Phone: UNiversity 
2-4895 


ET 
MILITARY BUSINESS 
— Got Your Share? — 

Military people will want to: 
Finance for 30 to 36 months. 
Register and Title cor out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 


Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis for 
officers and first three grades enlisted per- 


sonnel 

Military Militory 
Finance Co. Acceptance Corp. 
502 Tioga Bidg., P.O. Box 2166 
2020 Milvia San Antonio, Texas 


Berkeley 4, Calif. CApitol 6-268! 
THornwall 3-7423 


“Worldwid for Military 
‘or’ > ee, ‘or 








CONFUSED? WORRIED? 


Recently sold out, volume auto deoler, 
with successful record of 20 continuous 
years in the black, offers personal dealer 
analysis and consultant service. Available 
for Dealer Estate Liquidation, Appraisal, 
and/or Temporary Dealership Manage- 
ment. Buffalo consultation $25 per hour, 
payable in advance; $50 minimum. Phone 
UN. 3900, Joe Villa, 2800 Bailey Ave., 
Buffalo 15, New York. 





BUSINESS OPPORTUNITIES 





Franchises 
Available 


Large national automobile warranty 
company has openings in Cincinnati, 
Ohio, Milwavkee, Wisconsin and 
Omaha, Nebraska. 


Here is your opportunity to use your 
background in a lucrative franchise 
managership for an established na- 
tionwide auto warranty company. 
Ours is a repeat service that every 
auto dealer “must” offer his customers. 
The men selected must have heavy 
sales experience, plus proven admin- 
istrative ability. Present franchise 
holders are men with auto experience 
accustomed to earning $15,000-plus 
per year. No investment required. 
Write fully giving qualifications to 
Box No. 8109, c/o Automotive News, 
Detroit 26. 
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gKECUTIVE EMPLOYMENT SERVICE 
ee 


AUTOMOTIVE AND FINANCE 
EXECUTIVES 
$8,000 UP 


a better position through our per- 
gonalized procedures. We have the know-how 
nationwide contacts to negotiate suc- 
ly for you. Strict confidence assured. 
$1.00, your name and address for de- 
be mailed to you in confidential 





om to 


cover. 
JEPSON ees), SERVICE 


940 V.F.W. Building "tomes City 11, Mo. 
————— 


ee 





98 
sedan, color gold mist, California license 
JCD 557, Serial No. 579C0O1894, Motor 


REWARD—1957 Oldsmobile Holiday 


No. AO35308. Registered owner man 
known as Larry La Salle, age 45, height 


5 8’, weight 155, gray hair. Please call 
M. H. Bird, Balboa Oldsmobile, San 
Diego, California, BE 9-9351 or AC 
3-0589 collect. 


$100 REWARD for information leading to 
recovery of 1956 Chevrolet V-8, 3104, 
%-ton pickup—Motor No. 0435441 F56A— 
Serial No. V3A56K016718. Was light 
green, red séat covers, two holes in steel 
hitch for pipes. Contact. 
Clinton, Oklahoma. Phone: 133. 


$100 Reward 


ATTENTION 
FORD DEALERS 


$100 Reward For Each of the Following 
Units. Have You Seen or Serviced Them? 





1%7 Ford Fairlane 2-door, Motor No. 
C7DT 194961, AT-R-H, Registered man 
known as William "Bill" D. Carter. 











1% Ford Customline, Motor No. MéDV 
214081, AT-R-H, Registered man known as 
Uoyd D. Gressett. 


1957 Ford Fairlane 500 4-door, Motor No. 
C7DT 223411, AT-R-H, Registered man 
known as Fritz Koepp, also known as Fred 
H. Long. 

















Contact: G.F.C. Corporation, 1803 Caro- 
line St.. Houston, Texas. Phone: Fairfax 
3-1181. 





TRUCKS 

















Teel Chevrolet, | 


|All Makes & Models - 





Special Nationwide 


TRUCK SALE 


Tuesday -- April 22nd. -- 11 A.M. 


Colorado Auto Auction 


4285 So. Santa Fe 
Denver, Colorado 
Phone: SUnset 1-7821 


Dealers and Public Consignment 
All Types Commercial Units 


All Checks and Titles Guaranteed 


LINES WANTED 


MANUFACTURERS’ 
REPRESENTATIVE 


Established Contacts With Major Auto 
Producers 


Seeking Additional Lines 
Box 8130, c/o Automotive News, Detroit 26. 








DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 


ples. Allied Decals, Inc., 8456 Hough, 


Cleveland 3, Ohio. 
CARS FOR SALE 


400 1958 MODELS 
WILL WHOLESALE IN MIAMI 
FORD-CHEVROLET-OLDS 
BUICK-CADILLAC 
Hardtops and Convertibles 
Driven only 2,000 to 3,000 miles. 
Fully Equipped—including Whitewall Tires 


—Heaters—Power. 
Delivery Arranged. 


Morse Auto Rentals, Inc., 
7726 N. E. 2nd Avenue 


MIAMI, FLORIDA 
TELE: PLAZA 7-2425 


VOLKSWAGENS AND 
GHIAS 


Wholesale — to dealers 
‘57s & "58s — New or Used 


Write or call 
DETROIT CAR CO. 


2614 N. Woodward, Royal Oak, Mich. 
JOrdan 6-8787 


4620 Trumbull, S. E., Albuquerque, 
New Mexico. AMherst 8-2333 


(Will ship to all ports) 








Fleet Leased Cars 
1955-1956-1957 
At Wholesale 
Factory Equipped 
Available in All Major Cities 
HERTZ CAR LEASING DIVISION 
Address: 


1. E. SPATIG 


218 So. Wabash Avenve 


Chicage 4, llinois 
PHONE: WAbash 2-1600 








‘FOR SALE 





















AUTOMOTIVE NEWS, APRIL 14, 1958 


CARS FOR SALE 


DO YOU WANT 
PROFITS NOW?? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmanns 


Shipped by the 
World's Largest "independent 
Volkswagen Operation 


All Cars Selected, Serviced, Cleaned 
and Expertly Shipped Directly to 
All U. S. Ports. Contact our Ameri- 
can Representatives for Details. 


Expincorp, 
Lyndhurst, New Jersey 


Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 


(Bank References Furnished 
Know Your Supplier) 


Also Supplying Station Wagons, 





Panels, Pick-ups, Buses, Etc. 
Export Industrial Corp., S. A., 
Hamburg |, Germany 


1958’s 
Dealers Only 


Chevrolets, Fords, 
Plymouths, Buicks, 
Oldsmobiles, 
Pontiacs, Edsels, 
Cadillacs 


All with automatic transmissions, power 
steering, radio, heater. Buicks, Olds- 
mobiles, Edsels and Cadillacs have 
power brakes. Mileage 600 to 5,000— 
Like new. Also Ramblers and sports 
cars. 


George York c/o 


OLIN'S 


Florida's Largest U Drive it 
2830 NE 2nd Ave. Miami, Florida 
Phone: FRanklin 1-659! 


350 
1956 FORDS 
2 & 4-dr. sedans 


Rentals and city cars with 
heaters and defrosters, very 
good tires. All in excellent 
condition throughout. We 
will deliver them to you 
F.O.B. DOVER, NEW JERSEY. 


AUTOS, INC. 


74 E. Blackwell St. Dover, N. J. 
FOxcroft 6-9605 





VOLKSWAGENS 


Sedans, Convertibles, Ghias, 
Ghia Convertibles—'5é6, ‘57, 


Karmann 
‘58 
Wholesale—To Dealers 

Write or call 


DOUGLAS MOTORS CORP. 
2317 So. Main, Houston, Texas 
CApital 3-420! 


1860 Broadway, New York 
Circle 5-0120 


(Will ship to all ports) 


CARS WANTED 
CLEAN '50 to '53 PLYMOUTH station 
wagon and army surplus Jeep. Arion A. 
Sparkman, 213 Redwood S8t., Clovis, 
Mexico. 


SEVEN PASSENGER CADILLAC limou- 


sines, Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore. 


CARS WANTED 





Any Y 
We have oy largest whelecehe "oullel” in a 


high market, Air conditioned cars a specialty. 
Write or Phone 


Clark Smith 
PHOENIX AUTO AUCTION 
2201 Westward Bivd. Phoenix, 
Phone: Alpine 85768 





PARTS WANTED 


WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. + 


ears and trucks, Send lists for immedi 
ate orders to: Jaeck’s Auto Parts, 492 
Main 8t., Fort Lee, New Jersey, 





SCHOOL BUSES WANTED—one or twenty, 





New 


TRUCKS FOR SALE 


TRUCK 
AUCTION 


Every Friday—11:00 A. M. 
DYER AUTO AUCTION 


641 Joliet St. Dyer, Indiana 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
$52.3 Fed. Tax Included 


UNion 5-2361 
Call us for limousine service 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


from airports 


All checks and titles guaranteed 
Checks issued day of sale 

@ $100,000 insurance thru Auction Insur- 
ance Agency 
Modern air-conditioned offices and 
restaurant 
Five acre blacktop parking lot, com- 
pletely fenced in 
Same location for 10 years 
The one and only Bruce Parkinson— 
Auctioneer 


Every Friday, 11:00 A. M. 
Prior to regular auto auction 


Four Clamp Hook-Up 
DEALERS’ SPECIAL (F.O.B. Factory Net) 


$44.85 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 


Since 1939" 


Canadian Distribvtors 
FIVE WHEELS, LTD. 
599 Y St. 

Toronto, 


1953 650 HOLMES WRECKER 450 GMC 
C.0.E, 160°" W.B, Holmes wide body 
with tool boxes—New traction rear tires, 
West Coast mirrors, Beacon Ray lite— 
twin spots — Controlator brake lock — 
Deluxe cab—chrome grille—rear jacks. 
Newly painted, black and white, Entire 
unit like new. $4,750. Lews Garage, 4025 
Salem Ave., Dayton, O. CR 7- 5339. 


SCHOOL BUSES WANTED 





1951s up—36 to 66 passenger. Quick ac- 
tion. Write Box 8060, c/o Automotive | 
News, Detroit 26. 


OFFICE EQUIPMENT WANTED 


WANTED: NATIONAL CASH REGISTER | 
accounting machine for service and parts | 
department, Chrysler bookkeeping sys- 
tem, Midwest Motors, 601 E, Truman 
Rd., Kansas City, Mo. 


SHOP EQUIPMENT FOR SALE 


ONE BEAR FRAME RACK—floor type— 
with practically new heads, Complete 





FOR QUICK RESULTS 
USE AUTOMOTIVE NEWS 
WANT ADS 








with major attachments for frame 
straightening. Brewer Chevrolet, Inc., 
Elizabethtown, Kentucky. | 
USED SHOP EQUIPMENT FOR SALE: 1 
Sun Distributor machine 6-12 volt; 1/ 
Sun Motor Analyzer 6-12 volt; 1 Trans- | 
mission Hyd jack; 1 vacuum cleaner; 1/ 
5 HP 3-phase compressor; 1 barrel type 
exhaust fan; 1 Lincoln Lube Merchan- 





Automatic BraKin& 


THE ONLY BAR TODAY 





diser with reels; 1 undercoating machine; | WITH UNIVERSAL c 45 
1 press; 1 motor driven reamer; 1 spark WRIST ACTION 

plug cleaner; 1 heavy duty floor pol- K-UP ee 
isher; 1 heavy duty spring rack, Young AND BRAKE HOOK- 


Motor Sales, 203 E. Dixon Bivd., 
North Carolina. 


ANTIQUE CARS FOR SALE 


1928 PONTIAC LANDAU Sport sedan. 
Could increase your showroom traffic 
100%. Color photo $1.00. Shemorry Mo- 
tor Co., Williston, North Dakota. 


1908 BUICK 2-dr. Phaeton and 1911 Buick 
4-dr. Phaeton. Authentically restored 
and refinished. Excellent running condi- 
tion. Selling account having terminated 
Buick franchise. Both cars—$4,500. Sid- 
ney F. Brown, 470 North Ave., Bridge- 


Shelby, 


TowKinG wwe 45" 


wn TRAIL-KING 
For fast Pickup & Del . $37.50 


ALL Foreign & American 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA |-8717 


We pay 





__port, Connecticut. FOrest_7-8401. Call Collect .$.od.0 sue: 
1918 DODGE. Rare enclosed sedan, Spare 
parts. Restored. $200, E. J. Roberts § 40 So. Clinton St., Chicago 6, Ill. 


Garage, Danville, Indiana. 





DEALERSHIPS AVAILABLE 


VOLVO 


Dealership Franchises available to a limited number of qualified 
dealers to sell Sweden's 85 HP Family Sports Sedan. Outstanding 
for speed, comfort ond economy, as well as Swedish precision and 


sports car handling and performance. 


Dealership Franchises are available in the following states: Ala- 
bama, Arkansas, Kansas, Louisiana, Mississippi, Missouri, Oklahoma, 
Tennessee and Texas. For information write or wire: 


SWEDISH MOTOR IMPORT INC. 


1901 Milam CA 4-9456 Heuston, Texas 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Exclusive... 


or added to your present line... 


The 
yeep 


Ise 


franch 


will give you 
greater return on 
your investment 


The ‘Jeep’ franchise gives you more profit opportunity every way. 
The ‘Jeep’ line leads the field with more sales...and gives you higher 
retained profit per sale. Reported gross profits average $447.74 after 
washout. There’s no “wheeling and dealing” competition. 40.2% of 
reported ‘Jeep’ sales are “clean deals”. The constant demand for 
trade-in ‘Jeeps’ regularly brings prices above book value. You can 
handle ‘Jeep’ vehicles as your exclusive line...or add the ‘Jeep’ fran- 
chise to your present line with practically no increase in overhead. 
Either way, you retain a higher gross profit per sale with the ‘Jeep’ 
Family of 4-wheel drive vehicles. 


Make more profits... retain bigger profits with a ‘Jeep’ Dealer fran- 
chise! Learn how a ‘Jeep’ franchise can increase your profits, either 
added to your present line—or as your exclusive line. Just fill out and 
mail this coupon. 


4-WHEEL DRIVE VEHICLES 


Tune in “MAVERICK” every Sunday night! 
KEEP AMERICA ON THE MOVE 
é 
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MOTORS 


..one of the growing aman industries 
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UNIVERSAL ‘Jeep’ 


Veteran performer in all fields, the Universal ‘Jeep’ does a thousand and one jobs. 
With power take-off, it operates a wide variety of special equipment. The rugged, 
versatile, 4-wheel drive ‘Jeep’ takes men and equipment to the job, wherever it is. 


« 
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‘Jeep’ TRUCK 


Hauls one-ton payloads “anywhere — anytime”, in good weather or bad. ‘Jeep’ 
4-wheel drive vehicles carry loads up steep 65% grades. They are the indispensable 
vehicles in industry, agriculture, public service. ‘Jeep’ vehicles are known the world 
over for dependability, maneuverability, and versatility. 
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FORWARD CONTROL ‘Jeep’ FC-1I70 


Newest member of the top-selling 4-wheel drive ‘Jeep’ family, the 7000 pound 
GVW FC-170 truck hauls 3500 pound payloads to areas ordinary vehicles can’t 
reach...has a huge 9 foot pickup box on a wheelbase of only 103’ inches... and a 
comfortable Safety-View Cab with a large wrap-around windshield. 


as BAY at 
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‘Jeep’ UTILITY WAGON 


Dual purpose... for business and pleasure. 4-wheel drive takes you wherever there 
is work to be done, or to off-road hunting and fishing areas where ordinary road- 
bound station-wagons can’t go. Shifts easily into 2-wheel drive for economical high- 
way travel at top legal speeds. 


DEALER FRANCHISE DEPARTMENT 
Willys Motors, Inc., Toledo 1, Ohio 


Yes, without obligation, I’m interested in learning the detailed facts about the ‘Jeep’ 
family franchise. 


NAME 
ADDRESS 
CIT Finns STATE 


BUSINESS. POSITION 





